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ALL TEGCO DOOR KNOBS 
—AND DOOR KNOB SETS 
FIT NEW SPECIFICATIONS 
AS ORDERED IN DEFENSE 
HOUSING CRITICAL LIST 
MADE EFFECTIVE.... 
FEBRUARY 24, 1942 


No. 351 No. 381 
2"' TEGCO Crystal Glass Knobs, Latch and Bathroom Sets meet all new Defense Housing Specifications. Write for full particulars today! 














PLENTY TOUGH 


“War-Eagle” is the No. | Rope for the hardware trade. It is made 
of agave sisalana, the finest sisal fibre obtainable, and is lubricated 
with the same cordage solution used in “American Superior” Manila 
Rope. The tensile strength of “‘War-Eagle” Rope is at least 80% of 
first grade Manila. Write for sample and complete information, 
giving your jobber’s name. 


AMERICAN MANUFACTURING COMPANY 
Noble and West Sts., Brooklyn, N. Y. 


Western factory: ST. LOUIS CORDAGE MILLS, st. Louis, Mo. 


Branches: BOSTON, BALTIMORE, PHILADELPHIA, CHICAGO, NEW ORLEANS, HOUSTON 
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Wherever Plants 
Must Be Guarded 
...- There Is Lock Business 
For You 


Sell them YALE quality. Leading lock experts 
recommend YALE for strength. 


They will recognize the name YALE ... for genera- 
tions the sign of greater lock value. 


YALE advertising urges them to buy better locks to 


get more protection. 


Our war industries need such items as padlocks, 
master key systems, hardware — for plant lockers, 
tool cribs, stock bins, etc. Put the Yale Moving Men 
to work—go after this business that can give you a 
priority—the kind of business we need in order to 


continue supplying you with locks. 


THE NAME YALE HELPS MAKE THE SALE 
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YALE PUTS 3 BIG SALES MOVERS 
IN YOUR BUSINESS 
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A Liberty Ship Says 


HE fact that we have America’s 
largest capacity for insect screen 
cloth attests to your past preference 
for Gold Strand quality. 
But now, during the metal short- 
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AMERICAN WIRE FABRICS 


NEW YORK + + + CHICAGO + + 
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“Thank You” 


age, we must ask our thousands of 
loyal distributors and dealers to 
bear with us. We know that you, 
too, want to see every possible ton 
of steel go into Liberty ships, and 
guns, and tanks, and planes. We 
must both sacrifice some sales now, 
and cut down on peacetime products 
like screen cloth. 

As soon as America’s fighting and 
production strength have defeated 
our enemies, more steel than ever 
before will again be available for 
weaving screen cloth. 

Until then, remember that GOLD 
STRAND will in the future, as in the 
past, continue to stand for guality 
that builds your business. 


The steel industry needs scrap. 
You can help Victory by salvag- 
ing and selling old metal. 
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Thr Stanley “Bailey” Plane was the first iron 
plane. Today, 70 years later, it is still first on 
every count — proved so by the overwhelm- 
ing preference of craftsmen everywhere. 

Anywhere under the sun where wood is 
worked you will find Stanley Planes cutting, 
smoothing, mortising, rabbeting. Built into 
these tools is a “feel” and a balance which has 
never been duplicated. 

The “Tool Box of the World” contains 
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many other complete lines of fine tools. . . all 
made to the same standard of quality and all 
bearing this famous mark of quality... 


Trade Mark 


Ask for Stanley Tool Catalog No. 34. It’s the 
world’s leading reference book for good tools. 


STANLEY TOOLS 
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LET THIS CARBORUNDUM “TRIO” 


MAKE YOUR SALES HUM! 


IGN up this Carborundum “trio” and 

listen to the jingle of the cash regis- 
ter become a steady hum of profits. 
Mechanics, machinists, tool room work- 
ers, home craftsmen and many others 
depend on these Carborundum-made 
coated abrasives to perform an endless 





number of jobs. Ideal for all sorts of 
finishing operations on both wood and 
metal, these products are in constant 
demand. 

Be prepared to supply this demand. 
Send in your order for all three of these 
coated abrasives— now! 











FLINT PAPER 


Here’s the standard paper for ordi- 
nary wood sanding. Carborundum 
Brand Flint Paper is made of a 
superior grade of hard, sharp, pure 
flint uniformly coated on the best 
grade backing. It’s sharp, fast- 
cutting, durable. Particularly rec- 
ommended for softer woods. In 
standard quire packages, Handipac 
cartons or 1-inch rolls. 





‘ 


ALOXITE CLOTH 


Aloxite Brand Aluminum Oxide 
Cloth is an ideal abrasive cloth for 
general metal touching-up and 
finishing, removing rust, fitting 
metal parts, cleaning up for brazing, 
etc. Made with sharp, tough grains 
of Aloxite Brand Aluminum Oxide. 
Cuts fast, gives uniform finish. 
Available in sheet form in quires 
or in Economy Rolls. 





EMERY CLOTH 


One of the oldest natural abrasives 
known to man, emery is sometimes 
preferred for use on metal finishing 
where more stress is placed on 
polish than on the amount of stock 
removal. Removes rust and other 
corrosive stains. Carborundum 
Brand Emery Cloth is furnished in 
standard quire packages in all 
necessary grits. 














THE CARBORUNDUM COMPANY « NIAGARA FALLS, N.Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum and Aloxite are registered trade-marks of and indicate manufacture by The Carborundum Company) 
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TO OUR JOBBER FRIENDS 


Our country needs chain to win only after war requirements are 
this war! Industrial Chain... fully satisfied. 
Marine Chain . . . Commercial , , 
. : Let's all recognize that after 
Chain .. . Automotive Chains... : 
; : Pearl Harbor and Manila and 
every kind of Chain that McKay Si ; 
ingapore only ONE thing counts 
Company makes. From sash 
; . .. VICTORY the fastest way! 
chain for army barracks to an- ; 
chor chain for ships . . . Uncle We want, and you want, McKay 
Sam needs it and is getting it. Chains to be the strong links 
of Victory—not the fetters of 
What is left for the trade isn’t shameful defeat! So, while we 
enough for your needs. We know are helping to beat hell out of 
that . . . we’re sorry about it! Hitler and the jelly out of the 
But this is WAR and we can serve Japs, we ask your patience and 
normal channels of distribution indulgence. 


| | c 
THE MCKAY COMPANY oneal 


PITTSBURGH, PENNSYLVANIA 


MANUFACTURERS OF 
WELDING ELECTRODES, INDUSTRIAL AND AUTOMOTIVE CHAINS 4 rib 
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GET THIS DISPLAY TO 
HELP YOU SELL MORE 
WINDOW GLASS 


This colorful new display piece 
holds 8”x10", 10x12", 12x14” 
lights. Place it where your cus- 
tomers can see that you sell 
L-O-F Quality Glass...on your 
counter, island table or show 
window. Ask your L-O-F distrib- 
utor for one or write Libbey: 
Owens* Ford Glass Co., 1241 
Nicholas Bldg., Toledo, Ohio. 
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Longer annealing means easier cutting, less breakage. More 
profit, less waste. Here’s why: 

By annealing window glass 4 to 5 times longer in the lehrs, 
strains are reduced. The glass is less likely to “run” or crack 
under the cutter. It breaks off cleaner. It is easier to install. 

There are other benefits of the exclusive Libbey-Owens:Ford 
Flat Drawing Process. It produces extra-clear, extra-bright win- 
dow glass. The surface is flatter. There’s less waviness in the glass. 

That’s why L-O-F stands for Quality in glass. You can sell 
this quality glass with satisfaction, knowing that your customers 
will be satisfied, too. The L-O-F label is the one they'll accept 
without question. 
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POUNDS - DRIVES - CHOPS - SHEARS 


in air-raid emergency or as general utility axe 
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PLUMB leads again! Here is a new type axe ready to meet 
public demand for a compact combination air-raid and 
general utility axe at a reasonable price! Designed espe- 
cially for this market, the new Defensax offers many impor- 
tant advantages. The keen, stay-sharp edge of scientifically 
tempered, high quality steel is shaped for shearing through 
objects as well as chopping. The one-piece 1% Ib. hardened 
head is broadened for driving and pounding. The 16 inch 
Plumb-tested hickory handle is perfectly balanced with the 


head for greater striking power and control. 


Your customers NEED this axe! Place your order with 
your jobber today. Display and push the Defensax for quick 
sale and profit. Fayette R. Plumb, Inc., Philadelphia, Penna. 
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GLASS VALVE SEAT PUMPS 


Build your Hand Pump business around Myers exclusive 


design features. The patented rolling-motion, easy operating 

cog gear head -- the full size, full capacity, GLASS VALVE 

SEAT Cylinder -- the extra long handle -- the large air 

chamber with syphon spout -- the strong rigid pipe stock and 
heavy polished steel piston rod. Feature by feature, 

\ Myers Well and Cistern Pumps give those extras 


~~ which attract buyers and hold customers. 
\ 
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The common source of pump failure is loss of prime. 
Myers GLASS VALVE SEAT prevents this annoyance. 
Unlike brass, iron and many other metals,*#glass will not 
rust or corrode or accumulate vitreous substances which 
harden pump leathers and cause loss of prime. 

Myers famous GLASS VALVE SEAT Cylinders are 
standard equipment on Myers Hand and Windmill Pumps 
and are available in standard sizes for repairing and 
servicing pumps of other manufacture. 

Drop us a line and we will have our territory salesman 
or your jobber show you how you can build a profitable 
pump business around Myers patented features. 

*Not an Essential War Material. 


THE F.E.MYERS ga BRO. Co. 
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PUMPS - WATER SYSTEMS - SPRAYERS: HAY TOOLS: DOOR HANGERS — — 
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LANTERNS 


When uninterrupted 
light over long peri- 
ods may be required, 
at the moment 
needed, there is 
nothing to equal an 
ever -dependable 


DIETZ LANTERN. . . 





DEPENDABLE FOR OVER A CENTURY 














DIETZ LANTERNS CAN BE 


DEPENDED UPON 


TO GIVE ESSENTIAL LIGHT AND SAFETY 


Because darkness may come without warning, why not 
recommend to your customers portable light that can be 
guaranteed to protect against the dangers to life and limb, 
or to public morale,-suggest DIETZ LANTERNS. 


Your trade has learned to prefer DIETZ LANTERNS for 
generation after generation because they have faith in 
this company’s 102 years’ experience and reputation. 
Users know a DIETZ LANTERN will never fail them as long 
as there is kerosene in the fount. They want no substitutes. 


The streamlined curves offer little wind resistance and 
shed off rain or sleet. The construction is rugged in de- 


R. E. DIETZ COMPANY 
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LANTERNS 


sign to withstand the tests of everyday use. The globe is 


protected against bumps and jars. 


DIETZ protects dealers. The entire output is distributed 
through a selected group of jobbers exclusively. DIETZ 
does not sell chain stores, catalog houses, etc. — only 
accredited wholesalers. DIETZ does not make private 


brand or “no-brand” lanterns. 


Give your customers the best, do not gamble with light 
and safety when the needs are greatest. Sell the ever 
dependable DIETZ LANTERNS. 


NEW YORK, U. S. A. 
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LAMPS... 
... AND YOU! 


AN OPEN LETTER TO G-E MAZDA LAMP DEALERS 


ORE and more plants are work- 
ing the night shift; big plants 
—little plants. They are going to 
need more light than ever before 
and many of them—smaller plants 
particularly—are perhaps depend- 
ing upon you, as a G-E Mazpa lamp 
dealer, to supply them with their 
increased lamp needs—lamps need- 
ed to help win the war. Light is 
playing an important part in this 
war—by increasing production, sav- 
ing time and energy, and aiding 
health and morale. America, best 
lighted nation in the world, is using 
this light to help make planes, tanks, 
ships and guns... faster... faster. 





WAR PUTS EXTRA BURDEN ON EYES 
There will be homes where a lot of 
extra eye work will be’done .. . 
extra studying ... sewing... over- 
time war work. They will be looking 
to you for their supply of G-E 
M azpa lamps. 

You have an opportunity to help in 
the distribution of lamps where they 
will do the most good . . , to help see 
that they are used wisely, parti- 


G-E MAZDA LAMPS 
GENERAL @ ELECTRIC 









THE WAR 


cularly in those places where eyes 
are at work helping to win the war. 
It’s time, more than ever, to make 
sure you recommend the right-size 
bulbs—in factories—in offices—and 
in homes—where light is really im- 
portant. 











HOW TO GET MORE OUT OF LIGHT 
Regardless of whether used in the 
home, store, office or factory —bulbs 
and lighting equipment do get dirty. 
Such a condition often wastes as 
much as 50% of the light. Remind 
your customers that frequent use of 
soap and water will do wonders in 
maintaining lighting efficiency ... 
in helping them get full lighting 
value for their money. 

Every dealer can do his part by 
seeing that the most effective use is 
made of existing lighting equipment 
as well as by making sure that G-E 
Mazpa lamps are distributed where 
they are needed most. Such service 
. .. such cooperation will do its full 
share in helping win the war... and 
win this war we must! General Elec- 
tric Company, Nela Park, Cleveland, 


Ohio. 
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MAKE ROPE SALES 


aS easy as 


Rope is stored in the e 
basement and dispensed ft ia] j 5 F A 6 T, 


from the Columbian Mer- 
chandiser as sold. An 


‘cawseue ACCURATE 
vice as well as a cutter 
are a part of the unit. 2 


ITH the Columbian Rope 

Merchandiser, you can com- 
plete the entire sale right in front of 
the customer . . . and get those extra 
sales you often miss when you're 
off the floor, measuring rope in the 
cellar. 











This new machine brings 
your rope out of hiding — 
puts 7 sizes of rope in front 

COLUMBIAN of the customers — lets them 
ROPE see and feel the rope they 

is easily recognized by need — determine the correct 

its red, white and blue P 

surface markers. size to buy. 








See your jobber today for Made to Accurately Measure 
complete information. Rope Manufactured Only by 
CO RUIMIB AINE RCO) FE 0 
COLUMBIAN | alia” Sow Yous . ot 
ROPE COMPANY ep & e fF Ff Ff 


Auburn, “The Cordage City,” N. Y. 


COLUMBUAN tircsin: ROPE 
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It’s advertised now in 
HOARD'S DAIRYMAN 


You’re going to hear a lot about this new 
eam Bas 3 Scoop designed especially for Dairy Barn 
“aa ~=Ssusse. The first announcement in Hoard’s 

Deep Gutter-shape Blade Dairyman started the calls on dealers for 
this Ingersoll Deep- Bowl Dairy Scoop that 


OFFERS DAIRYMEN 
“3-WAY SAVINGS” 


— Extra Pickup Capacity Saves Time 
— Long Balanced Handle Saves Back 
— Deep-Bowl Saves the Liquids 


The Blade is extra deep with almost 
straight sides, so it gets close to the gut- 
ter walls and scoops up both liquids and 
litter clean. Now, for the first time, dairy 
farmers who are among America’s heavi- 
est users of hand shovels, are able to get 
a scoop especially designed for Dairy 
Barn use. No wonder it’s selling. 


Ask your Jobber about the new Ingersoll 
Deep-Bowl Dairy Scoop, or mail the coupon 
for further information. Address Dept. H.A. 


INGERSOLL 


STEEL & DISC DIVISION 
BORG-WARNER CORPORATION 


New Castle, indiana 
Plants: New Castle, Ind.; Chicago, Ill.; Kalamazoo, Mich, 







Saves Liquids and Litter 


(879) 


Ingersoll Steel & Disc Division, 
Borg-Warner Corporation, 
Dept. H.A., New Castle, Ind. 
Gentlemen: Advise me where and how I can get 


Ingersoll Deep-Bow! Dairy Scoops. 
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... and they’re putting Gold Seal floor- 


coverings to work in windows and 


floor displays, too! 
Yes, up and coming hardware dealers 
have discovered that Gold Seal floor- 
coverings are exceedingly satisfactory to 
handle because of their high unit of sale, 
their rapid turnover, and their volume 
demand. And used as a background for 
window and floor displays of other mer- 
chandise, the bright colors of Gold Seal 
patterns not only sell themselves but 
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iware men are 
overing the volume 
d profits offered by 


_ GOLD SEAL 
CONGOLEUM 


also attract attention to other items! 

Together, Gold Seal Congoleum De- 
Luxe and Superwear give a hardware store 
a price range that fits any customer’s 
budget. Their wide pattern variety makes 
it easy to sell floor-coverings not only for 
kitchens but for any room in the house! 

Your customers want Gold Seal Con- 
goleum. They know about it. They have 
confidence in its quality. The largest 
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national color advertising campaign in 
the industry is behind it. 
Decide now to cash in on this ready- 


made market. Find out what a moderate 
investment is needed to become a Gold 
Seal dealer. Write Congoleum-Nairn 


Inc.— today. 


CONGOLEUM-NAIRN 
KEARNY, N. J. 


INC. 
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HARDWARE DEALER HELPS WAR EFFORT 
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A factory making bomb-racks stood idle. Finally, the town’s hardware dealer was ap- 
awaiting shipment of a vital metal part. pealed to for help. His own stock was barely 
Meanwhile, on a distant assembly line. 14 enough. But perhaps... 

bombers stood still. 


to resume production. 





Yes, his hunch was right! In a nearby shut- 
down factory were enough of the needed parts 


















YALE MOVING MEN 
CREATE GOOD WILL 
FOR YALE DEALERS 


YALE advertising in SATURDAY 
EVENING POST tells how hard- 
ware dealers are contributing to 
our country’s war effort. ..and 
sends prospects to hardware stores 
for products of quality, up-to-date 
buying facts. 


~YALE~ 


YALE PUTS 3 BIG SALES MOVERS 
IN YOUR BUSINESS 





THE YALE & TOWN 
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MANUFACTURING CO. 
STAMFORD, CONN., U. S. A. 
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Are Leaders in Metal-Cutting 
Saws, Too!” 














ATKINS 


bilan rtd 


SAWS 





@ Wherever hardware dealers sell Atkins “Silver-Steel DBL” 
Blue-End, A-Mol and AAA All-Hard and Non Breakable saw blades, they 
can tell customers about Atkins’ big share in national production for 
Victory. Many special types of Atkins metal cutting saws are giving 
distinguished service every day in plants engaged in all-out War pro- 
duction. The same qualities which won preference there for Atkins 
appear in every Atkins Saw you sell. 

A recent independent survey among hardware dealers indicates that 
the same high merit has made the Atkins brands best sellers among 
hardware and mill supply dealers. Ask your Atkins representative to 
show the tabulation of Atkins leading the list. 


E. C. ATKINS AND COMPANY 410 S. Illinois St. Indianapolis, Indi 
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ALLIGATOR 


F you haven't tried one of the Economy Dis- 

play Units of Alligator Steel Belt Lacing 
right out on the counter where your farm and 
shop trade can see it, we believe that you are 
missing a bet. 

These are days when belts must be kept run- 
ning and you as a dealer can help do your 
part by calling attention to the importance of 
proper lacing in prolonging belt life. 


An Economy Package of Alligator Steel Belt 
Lacing is the best insurance there is against 
loss of time due to belt failures. This Economy 
Package contains one set of Alligator Steel Belt 
Lacing complete with hinge pins for a 12” belt 
or the 12” length can be broken to length for 
narrower belts. 

A display of Economy Packages on your 
counter will help you sell belt protection. 


FLEXIBLE STEEL LACING CO.., 4616 Lexington St., Chicago, Ill. 
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STEEL BELT LACING 
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ECONOMY PACKAGES 


Lacing List per carton Weight per Belt 
No. of Ten (10) * Carton Thickness 
1SE $4.75 3.1 lbs. 1/8” to 5/32” 
20E 5.00 4.1 lbs. 5/32” to 3/16” 
25E 6.25 4.9 lbs. 3/16” to 7/32” 
27E 6.65 5.8 lbs. * 1/4” to 9/32” 
35E 8.50 8.4 lbs. 9/32” to 5/16” 
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ECONOMY DISPLAY UNIT 


Four sizes of Economy Packages are packed in the 
Display Unit shown in the counter scene above. Con- 
tents made up of 3 packages 15E, two of 20E, three 
of 25E and two of 27E. 


No. 410 Economy Display Unit. List........ +0560 


STANDARD BOXES 


Standard boxes of Alligator Steel Belt Lacing are 
put up in lengths of six, eight or twelve inches, 
depending on the size. Where belts are to be laced 
that are wider than these standard lengths, Alligator 
is available in continuous lengths. 

Also available in rust and acid resisting “Monel” 
and in non-sparking and non-magnetic “Everdur”. 
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We can’t make all the hardware— 


But we’re going to keep on 
No. 110 Shelf Bracket making the best! 


RODUCTION counts for a lot these days and our 

massive plant is geared to maximum capacity, but 
our first concern is to adhere closely to quality in both 
materials and workmanship. 


The success of National Hardware and the fine reputa- 
tion it holds with the trade have been earned through 
close adherence to quality first—in order to serve best. 
Poorly manufactured hardware is but a waste of pre- 
cious materials. National Builders’ Hardware has years 
of extra built-in service life. This is a fact which is 
being proved day by day to builders everywhere. 


National 


The many fine cellar window sets illustrated are ex- 


cA —_ amples of modern, well-designed hardware complete in 
\) 


\' 
> 


\\ 


every detail for a first-class installation. An assortment 
of catch actions will suit the tastes of the most exacting. 


The No. 110 Shelf Bracket, made of cold rolled steel, 
is of the one-piece girder type construction. This is a 
popular item that should always be included in your 
stock, as well as the No. 86 Nois-Less Storm Sash 
Adjuster Set and the No. 86% Extra Brackets and Pull 
for the No. 86. Further information on request. 





No. 86 Nois-Less Storm Sash Adjuster Set No. 72 Cellar Window Set No. 73 Cellar Window Set 





NATIONAL MANUFACTURING CO., Sterling, Illinois 
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NAIL HOLDING HAMMERS 


Cheney Nailers—the only nail holding 
hammers made—are hard at work helping 
Uncle Sam build for Victory. More than 
ever before, Cheney Nailers with their per- 


fect balance—tough, contoured hickory 
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handles and the nail holding device are 
supplying that extra bit of effort so vital 
these war days. Available to hardware 
stores throughout the country through the 


usual buying channels. 





ARE YOU USING THE FAMOUS CHENEY SALES MAKER DISPLAY? 


HENRY CHENEY HAMMER CORPORATION 


Sales Office: 302 BROADWAY, NEW YORK CITY 
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Factory: LITTLE FALLS, NEW YORK 




















When you think of 
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“A Hanger For Any Door That Slides” is more 
than a slogan. It's a promise that has been 
fulfilled to the letter for over sixty years by 
Richards- Wilcox. 


So well has this promise been kept that thousands 
of hardware dealers just naturally think of the 
R-W line when they think of their door hardware 
needs. 


You and every hardware retailer will find that 


. . think of 


Richards-Wilcox is your best source of door hard- 
ware supply for several important reasons: 


(1) The R-W line is the world’s largest and most 
complete line of hangers and tracks. (2) Patents 
such as the Lock Joint give R-W exclusive advan- 
tages. (3) Engineers and builders know more 
about and prefer R-W products. (4) R-W 
service is nation-wide with branches in 














21 leading cities. 


So when you think of door hardware and 
doorway problems — think of Richards- 
Wilcox. Our engineers will help you 
solve any and all doorway problems 
quickly, efficiently and economically. 
Among the R-W products hardware deal- 
ers will find profitable to stock are:— 
Slidetite patented garage door hardware; 
DoorR-Way hardware for garages, barns, 
warehouses, etc.; R-W hangers and 
tracks; door holders and door dogs; 
locks; bolts; latches. 














Richards-Wilcox Mfg. Co. 
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“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 


¥uror™ 





“Quality leaves Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C. 
its imprint” Indianapolis St. Louis New Orleans Des Moines Minneapolis Kansas City 
Los Angeles San Francisco Omaha Seattle Detroit Atlanta Pittsburgh 


Milwaukee 


Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 
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No Breakage Problem with National’s 
Quality Line of HEX-HEAD CAP SCREWS 


@ Hex-head cap screws that take heavy wrenching without breakage or 
stripping threads . . . Hex-head cap screws with rem 1 strong threads that 
ive a firm grip... qualities which earned leadership in normal times, 
ave made National cap screws preferred for war products. 
Our entire production capacity today is devoted to answering the call 
of our country’s war industries. 
When the day returns again—and may it be soon—when we shall be 
producing screws, bolts, nuts, rivets and other products for normal 
civilian and industrial uses, the added experience gained in meet- 
ing ae Army and Navy specifications will result in tougher, 
better products for you. 
Better production of a better product is our slogan today to 
keep our boys rolling, sailing wed flying against the enemy. 
Isn’t this the way you want us to operate? 


* * * 


BOLTS: Carriage, Machine, Lag, North, Plow, Elevator, Step, Stove, Tire. 
NUTS: Semifinished, Slotted Castle, Cold Punched, Hot Pressed, Machine Screw. 
RIVETS: Flat, Oval, Wagon, Box, Truss Head, Countersunk. 

SCREWS: Wood, Machine, Cap, Sheet Metal, Phillips Recessed Head. 
BICYCLE SPOKES - NIPPLES « TACKS + NAILS - COTTER PINS + STAPLES 
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WEADE ODO AHO THREADED 
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EACH 3} POUND TiN 


‘1.79 


VAPORIZERS 





THE LINE 
lueebe THAT PAYS A 
Spray | WORTHWHILE 


SOCONY-VAC rom Plant mneeere 
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Kills flies, TIOSG t 
moths, ants ane 
ther household | 
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Order from Your Wholesaler, 
address the nearest 
eZ age office of Socony-Vacuum, 
or 26 Broadway, N. Y. C. 
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WHAT HANK SAID: 


é “Better get down to the back lot with your scythe. Bill. 





There’s a heap of nice grass there and grass is grass this 
year. Can't waste a bit of it. Uncle Sam needs it all. Pretty 
rough ground for a machine, but the old hand scythe will 
do the trick. When you go by the woodshed, pick up a 
couple of Scythestones. I got down at the store last night. 
They're dandies.~ 


Hank is right. There's going to be a lot of hand mowing all 
over the land this year. Not a spear of grass will go to waste. 
Remember, good scythestones make easy mowing. They 
take many an ache out of a back-breaking job. 


; C WHAT HANK SAW AT THE STORE: 
33 STONES 
A 497A display of Norton Scythestones so striking in ap- List Price &7.65 


Dealer Cost $4.97 


Prices slightly higher west of Denver 








4 pearance he simply couldn't get by it. He saw just what he 
wanted—and bought. Hundreds of thousands of farmers 
and victory gardeners will do likewise if you but give them 
a chance. See and buy! 
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BEHR-MANNING -: TROY, N. Y. 
% “ \ DIVISION OF NORTON COMPANY 
‘ \ ALSO QUALITY SANDPAPERS SINCE 1872 
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No. 1505—Single Toggle 3 Double Switch Plates ee 
No. 1507—Single Duplex - Ao 
No. 1511—Double Toggle 3 Double Protect-O-Shield ..... ! 


Single Gang 
Switeh Plates 


Double No. 150! No. 1503 No. 1502 Duplex 


Single Protect-O-Shield 


AUGMENT YOUR SALES... 
WITH Gits PLASTIC PRODUCTS 


=—=DEAL NO. 42—— 


Retails for $34.69 

Dealer Cost $22.00 

Dealer Profit $12.69 
Gits Plastic Switch Plates 
and Protect-O-Shields are 
extremely durable. Deal in- 
cludes styles and colors to 
harmonize with wall or 
wallpaper, also luminous 
plates that glow in the 
dark. Large Super Display 
free with each deal. 


CONTENTS OF DEAL 


Protect-0-Shields 
No. 1400 No. 1410 


Double Gang Switch Plates 
No. 1510 No. 1511 


COLORS Gane Toggle Duplex Button Toggle Toggle 
Solid Ivory 12 18 6 12 12 
Brown 6 6 3 6 6 
Mottled Ivory 6 3 3 ! 2 2 
Mottled Pink 2 3 3 1 2 2 
Mottled Blue 2 3 3 1 2 2 
Mottled Green 2 3 3 1 2 2 
LUMINOUS SWITCH PLATES MOUNTED ON DISPLAY CAR 
Single Switch Plates tae 






















These two staple products excellently repre- 
sent the Gits Plastic Line. They conserve 
essential war material and offer new style. 
color and utility at interestingly low prices. m: 
Each item is a counter-proved product. Order 
from your Jobber—ask him about other Gits 
Items. 
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5 POSITION "ONE-HAND" KNIFE 
NOW ONLY 50c List. Durable Plastic Handle 
comes in wide range of lustrous colors. Blade, 
of highest carbon steel, operates with one hand 
and locks safely in any one of five positions. 
Packed one dozen in attractive colored display. 
Available in $1.00 model with essence pearl 
handle. Full Profit. Dept. HA-4 











Canadian Distributor KAHN, BALD & LADDON, Ltd., 69 York Street, Toronto 
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BALL CONTACT 
WITH FLOOR 


THE SCHATZ MANUFACTURING CO. 
POUGHKEEPSIE, N. Y 


5. Wabash Av 





HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
any kind. 


« Vy) 


CASTERS 


A fast-selling item and a 
real profit-maker. “ACME” 
Casters sell themselves. All 
you have to do is roll an 
“Acme” on the counter and 
the sale is made. The exclu- 
sive ball bearing feature 
makes “Acme” the out- 
standing caster of the trade. 
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DESERVE PRIORITY 
PREFERENCE 


her Gits 
Brand selection can have a vital influence on America’s war effort, because this country 





has just so much raw material available. If priorities are extended to makers of equip- 


ment that is anything but the best, desperately needed material is wasted. 


You work for the common interest of your country, your customers and yourself when 
you see to it that priorities are extended to manufacturer-suppliers who make the best, 


and nothing but the best. 


There can be no question about the quality of Millers Falls and Goodell-Pratt tools. 


In the past 74 years, they have proved their worth on jobs the world over. 


Promote America’s war effort . . . keep production rolling faster, longer, more efficiently 





by helping to see that priorities are extended for quality equipment only 


And here’s your Priority Market 


You can sell plenty of Millers Falls tools in such fields as the following: 


army camp projects government construction hospitals — clinics 
defense housing charitable institutions schools — colleges 
factories bus and R/R depots warehouses — etce., etc. 


, 


farms ‘public utilities 


Workers engaged in building, rep jping or maintainingjfhese and similar establishments 
can extend preference ratings t for any tools the feed. Cultivate this live market. 
It offers the only opportunity fdr\gomfinued sales tod AY ou're in a contest where “sur- 


. , / f} . - . ° ° 
vival of the fittest” is the rule a ere are no son prizes. Go after this priority 





business now; then send your prio ers to iy Falls for prompt delivery. 
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MANUFACTURERS OF FINE HAND TOOLS, PRECISION TOOLS, PORTABLE ELECTRIC TOOLS, AND HACK SAWS 











No wonder Phoenix and Juniata shoes have 
been preferred by the trade for over 50 years. 
They're made of special analysis open-hearth 
steel, insuring extra long wear. They're de- 
signed and built by experts, which accounts 
for their correct shape, easy fit, and uniform 
punching, creasing and shaping. And they 
are made in every type and size for both mules 
and horses 





PHOENIX PHOENIX JUNIATA 
Ever Ready Toed and Short Heel 


Horse Heeled Hind 
Shoe = 


°o 
Made in Front and Hind 
in Extra Light, Light, 
and Snow pattern. 








SWEETS 
Toe Calks 


2 PHOENIX 


JUNIATA Noiseless Mule 
Light Mule 


| ay 


Country Pattern 
Note High PHOENIX 


inner Rim Noiseless 
Horse 
Leading jobbers every- ) jmene 
Front where distribute Phoenix Shee | LI E R S are VE ry common 
Polo and Juniata horse and 
mule shoes on an es- 


oe ee BERNARD PLIERS are uncom- 


Phoenix also manufactures Turned Heel shoes, Sport | d F 
shoes, Hooks and Shuts, Spuds, Drop Forged Welding ealeda : | eo fete p lers. 
and Slip-On Flanges, Commercial Forgings, and other Bes 2 lie 
similar items. 











THE WM. SCHOLLHORN CO. 


New Haven, Conn. 


PHOENIX MANUFACTURING COMPANY 


Jolict, Illinois, Catasauqua, Pa., 
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—— REPUBLIC 


if you want 
Action instead 


of Ap ologies- 


a 


CALL YOUR REPUBLIC UPSON JOBBER FIRST 


If you’re looking for sympathy over your bolt 
and nut supply worries, it’s easy to get. But if 
you want determined action toward solving 
your problem, call your Republic Upson Jobber. 


When he’s facing a customer’s problem, he’s 
in a fighting mood—for it’s a challenge to his 
service and his business. He knows his help 
is needed then more than ever. 


Now with Production for Victory getting 
first call on steel, he may not be able to deliver 
all the Republic Upson Bolts and Nuts you 
need. His stocks may not be as complete as 
heretofore. His mill shipments may be slower. 
But he has many ways to attack your problem. 


If it’s a few of the popular items that you 
need, he can probably supply them promptly. 
If he doesn’t have them in stock, he'll spare 
no effort to get them for you. He may have 
other types from the 20,000 items in the 
Republic Upson Line that you can use. And 
with increased Republic production facilities 
at nearby Gadsden, Alabama, he can serve 
you better in the South. 


Use the many emergency services of your 
Republic Upson Jobber. Call him first on 
your problems. Republic 

Steel Corporation, Bolt and 

Nut Division, Cleveland, 

Ohio and Gadsden, Ala. ; 





son Quality BOLTS AND NUTS 


Other products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 

















Cory-Brewing re- 
leases the real coffee 
flavor from finely ground 
coffee in a jiffy...and it's so easy! 


CORY value stands out because of quality and 
complete equipment. Includes: Hinged Decanter 
Cover; Safety Stand; Glass Filter Rod; Accurate 
Coffee Measure. Special Corning heat-resisting glass 
beautifully decorated with platinum stripes. $2.95 up. 

The CORY “Authorized Dealership” 


A Hit! window-pane “Decal” and NEW 


Special Deal which includes 
complete kit for supplying 


CORY replacement parts. X CORY Glass 
*, Filter Rod! 


—makes brewing all 
glass, fits most glass 
coffee makers, ends fil- 
ter-fussing. No cloth, 
hooks, or springs. 






Ties i ear dealers 50c 


with CORY advertising. 


CORY GLASS COFFEE BREWER CO. 


325 North Wells Street 








Chicago, Illinois 


DOES HE OWN ONE TREE? 


THAT'S YOUR PROFIT CHANCE 
THESE DAYS OF SHORTAGES 
; ~ 












A scourge of tree-killing insects is due 
this season. Men who run orchards 
and groves know their danger. They 
are big prospects. But, home owner 
and building managers with a few 
trees to save, they are your high-unit 
volume buyers—especially in these 
days when shortages in other lines 
cut your income. WE'RE TELLING 
*em in strong national magazines and 
local newspapers. DO YOUR PART 
by putting in our self-selling floor 
stand—free with assortment. 


SELLS by ITSELF! 


It shows how easy it is to apply 
Tanglefoot tree or vine trunk band- 
ing to save trees from killing, crawl- 
ing creatures! But—act now, profit 
now, before bugs crawl! . . . The 
Tanglefoot Company, 791 Hemlock 
Street, Grand Rapids, Michigan. 

. 
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FRANTZ 


GPoeravited BULDWARE 












FRANTZ " MANUFACTURING co. 


Sterling, Illinois 
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ie Bellevue 


IS THE GATHERING PLACE 


of those who do the important things in 
business, social and public life. It may 
be a business meeting, a small dinner, 
a great banquet, an exclusive party, or 
a number of each at the same hour— 
the Bellevue embraces them all in the 
tremendous capacity of its facilities— 
each with an intelligent service that 
leaves nothing to be desired. 


BELLEVUE-STRATFORD 


PHILADELPHIA 
CLAUDE H. BENNETT, General Manager 
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EXTRA LARGE 


REMOVABLE HARDENED 
ANVIL FACE 


STEEL JAW FACES 


COLD ROLLED 
STEEL SCREW AND 
HANDLE 


FORGED 
STEEL 


a POSITIVE INTERLOCKING SWIVEL BASE 
LOCKING ae ee WITH POSITIVE LOCK 
SCREW 
COLLAR 


EPAIR and maintenance must be 

carried on—on the farm and at 
home as well as in the shops. Your 
customers doing their own repair work 
are taking a load off industry — they 
are doing their part. 


The necessity for doing their own repair 
work and maintenance is obvious to your 
customers. Show them the Columbian Vise, 
a basic tool for all home repair work. 
See your Columbian wholesaler today. 


9017 BESSEMER AVENUE 


APRIL 30, 1942 





















THE COLUMBIAN VISE & MFG. CO. 


THE WORLD'S LARGEST MAKERS OF VISES 


) 
“Youn  -—=-—s«éDISTRIMUTOR == 


SQUARE 
SHANK 
STEEL 
CUT-OFF 
TOOL 




















The “THREE Homeshop 











poo yg tt4 Vises’’ give dealers a 
AND HORN range of popular sizes (3", 


314" and 4" jaw widths) 
to meet the demands of 
the retail trade. Finished 
in bright ‘‘Columbian 
Red” enamel with polished 
jaws and anvil, in attrac- 
tive display cartons. 




































WOODWORKERS 


Columbian WOODWORKERS Vises. Both 
Continuous Screw and Rapid-acting types are 
furnished in two sizes—7" and 10” jaw 
widths both 4’' deep. Also smaller sizes for 
home workshop users. 


Illystration shows continuous screw vise 
equipped with adjustable steel handle — held 
in position by a tension spring in screw-head. 
This handle increases speed of operation. 


CLEVELAND, OHIO 
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Con We Get 


WARREN [00157 


“ON-TIME” shipments of Quikwerk heavy 
hand tools are of vital importance to Warren 
Tool Corporation. Today, steel may be had 
only for industry, transportation, and con- 
struction DEVOTED TO THE VICTORY PRO. 
GRAM. Even then, since the steel output is 
limited, delays extend from days to many 


weeks. It will help materially, however, if 


you will write on your orders where and for 
what your Quikwerk tools will be used. 
And, as before, we will exert every effort to 
fulfill your requirements promptly. 


WARREN TOOL CORP 


WA ae | 

































TAPER ROLLED BLADE 


Strongest construction open back type. Heavy 

section extends full width of blade from top a 
to point of frog where strain is most severe. i 
Blade and socket heat treated. 


RIVETLESS SOCKET 


No rivets. Socket is smooth and elimination 
of rivet holes increases strength of handle. 


HANDLES 


Northern ash. Attractively finished with a 
walnut color. Bug-proof lacquer. 





@ Perfect balance. Supplied in D and long 
handle. Round and square point. 


4 ) 


~ AMES 
4 


. Since ) 
4 1774 > 


AMES BALDWIN WYOMING CO. 


PARKERSBURG NORTH EASTON 
W.VA MAS 


HARDWARE AGE 





AL phe Kepea a F : 
A Le Ai AIA 


Ma Te 
4a) ee 
E22 OC 


ter pe, - 5d 
SOR CLEAKY 


MARINE SPAR 
VARNISH 


—-— 











Stove rire 
on 
Defense © mon enamtl 
Stamps £F  kear.rrooF 
. Fou Wend on Motel 
* Hos mA 


Che Sheffield Bronze fowders Stencil 


Cleveland, Onto 
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When you are looking for a particular product or a 
line of merchandise do as most regular users of the 


Directory Number do — use the Green Index first. 


It will probably lead you at once to the actual catalog 
data of the product or products as presented by one 
or more manufacturers in their “Ad-Catalogs”. 


There is a great and valuable fund of product infor- 
mation at your fingertips in the 365 pages of informa- 
tive advertising published and carefully indexed by 
products in the current issue of your “Who Makes 
It?” issue—by far the largest aggregation of such 
helpful information that is available to the hardware 
trade. Use it. Make it serve you. 


ed 
First-Aid to Your Want Book 


The 
Merchandise Directory 


Number 
the “Who Makes It?” issue 


of Hardware Age— 


ig a thorough-going directory 

of all kinds of merchandise 
sold in the hardware trade. It’s 
a directory and more—it is. in 
effect. a Combined Catalog of 
the products of over 560 manu- 
facturers including nearly all 
of the better known concerns 


selling in this field. 


The “Merchandise Directory Number” as in vour 
hands today is the product of many years de- 
velopment. For twenty years — the last ten in the 
form of this special annual issue — this service of 
HARDWARE AGE has been molded and adjusted 


to the needs and convenience of buyers of hardware. 


The “Who Makes It?” issue — both as a Merchan- 
dise Directory and as a Combined Catalog is tailor- 


made for you. 


Vake it work for vou now. 
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' @An all-purpose line of best sellers” 


Here’s a line that meets every real need of every customer. Dead or slow e 
moving stock is eliminated. With Magor, your shovel stock becomes a 
full profit, fast turnover line that really makes money for you. 


Magor production is concentrated on the types that sell best. Sales 
records prove that over 90% of all customer shovel needs fall in this 
group. For the duration, Magor will make no other type. 


Magor has been building quality steel products for over forty years. 
The Magor line is Time Tested. Best special steels are made to Magor’s 
own specifications—are heat treated and normalized by Magor’s 
modern methods. 














TUFF TEMPERED 














MAGOR CAR CORPORATION 


SHOVEL DIVISION 
SO CHURCH ST.* © © NEW YORSG 
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With the Complete Line of 


WIT CANS and 
PAILS 


You can offer the trade an unbeatable line 
of dependable merchandise. Outstanding 
values that mean a profit for you and com- 
plete customer satisfaction. 
























- : : 3 Brighton Cans and Pails 
wir Gen end Gal, Et Tes <he There is a wide range of models, each at leaders, in the aiedham 
want the best tractively priced and representing top price field. 


value in its particular class. Witt Cans 
and Pails are substantially built of special 
analysis steel. Lids fit tight and bodies are 
water-tight. They have what it takes to 
give long dependable service. 





Join the parade of progressive dealers who 
have carried the Witt Line for many years. 


Write today for catalog. 


The WITT CORNICE Co. | ——— 


iy WINCHELL AVE. CINCINNATI, OHIO Garbage Receiver. 


—ottractively priced. 


The JACKSON LINE 
... Is Built for Long, Hard Use 


Never before was it so important to have wheel- 
barrows that are built for long hard use. For over 
67 years Jackson Superior Products have been built 
to meet every requirement. for which they were 























intended, efficiently and satisfactorily. 





Today, a Jackson Product is still built to the 
same high qualities and standards that have set the 
pace for the industry. Your Jobber has complete 
information on the supply available so we suggest 
you ask him for details. 


JACKSON MANUFACTURING CO. 


HARRISBURG PENNSYLVANIA 


BARROWS—LAWN ROLLERS—CONCRETE CARTS—SCRAPERS—MORTAR PANS 


36 HARDWARE AGE 
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DEFENSE 
WORKER 


C@ Every woman with a family to 
feed and keep healthy is on the very 
first line of defense. The nation’s 
health comes first. 

“In this big job, Thermos vacuum 
products play a vital part. Across the 
nation, nourishing school lunches and 
hearty food for the working man are 
packed in Thermos Lunch Kits; hot 
soup or coffee and cold milk or fruit 
juice are kept just right by Thermos 


brand Vacuum Bottles. 





“Next time you go shopping, look 
at Thermos brand—in vacuum bottles, 
food jars, lunch kits and bottles, home 


and office water sets, picnic cases. 99 
* * * 


Through the pages of Time (May 11) 
and The Saturday Evening Post (May 
30), millions of American readers will 
see this story of the part Thermos 
Lunch Kits play in the war effort. 
Count on consistent consumer ad- 
vertising like this to,protect Thermos 
prestige — to keep Thermos a “‘buy- 
word”’’in the minds of your customers. 


THERMDs 


TRADE-MARK REG. VU. S. PAT. OFF. 


LUNCH KITS 


‘ One of the family of *'Thermos’’ Vacuum Ware Products 
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THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 
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INDUSTRY ANSWERS THE CALL! 


32,145 Firms With Over 
17,700,000 Employees 
Have Installed the . . . 


PAY-ROLL SAVINGS PLAN 





Have YOU Started the Pay- Roll 
Savings Plan in YOUR Company? 


Plan Easy to Install 
Like all efficient systems, the Pay-Roll Savings 


Like a strong, healthy wind, the Pay-Roll Savings 
Plan is sweeping America! Already more than 
32,000 firms, large and small, have adopted the Plan, 
with a total of over seventeen million employees— 
and the number is swelling hourly. 


But time is short!..More and more billions are 
needed, and needed fast, to help buy the guns, tanks, 
planes, and ships America’s fighting forces must 
have. The best and quickest way to raise this money 
is by giving every American wage earner a chance to 
participate in the regular, systematic purchase of 
Defense Bonds. The Plan provides the one perfect 
means of sluicing a part of ALL America’s income 
into the Defense Bond channel regularly every pay- 
day in an ever-rising flood. 

Do your part by installing the Pay-Roll Savings 
Plan now. For truly, in this war, this people’s war, 
VICTORY BEGINS AT THE PAY WINDOW. 


Plan is amazingly easy to install, whether your 
employees number three or ten thousand. 


For full facts and samples of free literature, send 
the coupon below—today! Or write, Treasury De- 
partment, Section C, 709 Twelfth Street NW., 
Washington, D. C. 


PosiTION-- °°" 
any Name 


MAKE EVERY PAY-DAY... BOND DAY! 


U.S. Defense BONDS » STAMPS 


HARDWARE AGE 








Ae eae 


ts 


joel Pa aa 


A seasoned veteran of 51 
years of successful paint- 
’ selling experience... the 
BPS 3-point sales pro- 
motion plan is now avail- 
able to you. With an 
exclusive franchise! 
ROUTE TO PROFITS This amazing plan is 
li crammed with time- 
proved features to make paint sales—to make 
profits. New slants ferret out additional sales. 
Briefly it works like this: 
1) It creates the desire to paint. 
2) It aids in color selection. 
3) It produces store traffic... more sales... 
more profits. 
It will pay you well to get all the facts on 
this unique idea built especially to sell paint. 
Write The Patterson-Sargent Company for 


complete information about the exclusive 
franchise—and the new profit plan. 


APRIL 30, 

















You'RE going to see a lot of cars, 
trucks, implements, appliances and 
machines being operated longer than 
their owners ever thought of running 
them — before this war started. 

Consequently, you're going to see a 
lot of breakdowns, repairs, overhaul- 
ing and rebuilding. Owners, repair- 
men and machine shops will be 
busier than ever on salvage and fix- 
up jobs. 

They'll need rms .. . a lot of files 
... many kinds of files. And the hard- 
ware store is one of the first places 
they'll go looking for them. 


Are you prepared to serve them? 





(Selling files for making things last 
longer is a service — not only to the 
customer but to the nation in its all- 
out war effort.) 


You'll be giving them the benefit of 
your best judgment when you recom- 
mend files which in themselves last 
longer — deliver the maximum num- 
ber of efficient filing strokes per file or 
per dollar. The brands? Nicholson 
or Black Diamond. Consult your job- 
ber as to the most practical assort- 
ment of kinds, sizes and cuts for 
today’s essential demands. 


NICHOLSON FILE CO., PROVIDENCE, R. 1, U.S.A 


(Also Canadian Plant, Port Hope, Ont.) 
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TENSO HALTER AND DOG CHAINS 
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TENSO TIE-OUT CHAIN 








YOUR JOBBER IS READY TO COOPERATE E 


Come what may, Springtime is chain time. Within the limits of his inventories, 
you can rely on your AMERICAN CHAIN jobber to give you all possible help in these E 
“shortage days.”’ . . . Retailers are showing resourcefulness by featuring items that 
are salable and in stock, or obtainable—items such as TENSO HALTER and DOG CHAINS, 
TENSO TIE-OUT CHAINS and CAMPBELL and ACCO corTTER PINS. .. . Many dealers have 
moved certain former “‘slow movers’ out where they can be seen—and they sell 


like “hot cakes,” because they are good substitutes for current demand items. . . 


Rss 2 a a 


Consult with your jobber for suggestions—and sell “AMERICAN” when you sell chain. 


* 


eke 


DISPLAY AMERICAN CHAIN ITEMS DURING NATIONAL HARDWARE OPEN HOUSE 
AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


SRIDGEPORT * CONNECTICUT 


ss PRODUCTS .... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, 
WEED Tire Choins, ACCO Malleable tron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shoped 
| READING-PRATT & CADY Volvas, READING Elecric Stee! Cosings, WRIGHT Hoisn, Cranes, Prone... In Busines ; 
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General Retail 
Price Ceiling:— 


At press time it looks as 
though OPA is about to estab- 
lish general retail price ceil- 
ings on all consumer goods 
except agricultural products. 
The purpose of such an action 
is the curbing of any price in- 
flation that might develop as a 
result of the demands for goods 
exceeding the available supply. 
OPA spokesmen are correct in 
stating that history records 
ample precedents for recogniz- 
ing the ratio between supply 
and demand as a determining 
factor in the “ups and downs” 
of price trends. However, OPA 
Administrator Leon Henderson 
has been frequently (and re- 
cently) quoted as applauding 
retailers generally for their 
voluntary restraint in advanc- 
ing their prices to consumers 
despite a rising market trend. 
No sane retail hardware man 
wants to experience a runaway 
inflationary boom, because he 
knows there will follow a day 
of reckoning when deflation 
begins. Many dealers, how- 
ever, will bitterly oppose a 
general price ceiling at this 
time as they believe that the 
need for such drastic action 
has not yet been indicated by 
the present level of retail 
prices. As we understand the 
proposed price ceiling pro- 
gram, there will not be any 
similar freezing of wages, 
farm prices and other factors 
contributing to living and busi- 
ness costs. Nor will there be 
any leeway for recognizing re- 
placement values as the basis 
for establishing retail price 
control. Add to this the cur- 
rent high taxes, and the threat 
of even higher taxation, and 
the prospect of any early blan- 
ket order freezing retail prices 


at recent levels becemes a de- 
cidedly serious matter merit- 
ing a protest to members of 
Congress. If such a_ wide, 
sweeping restriction is inevi- 
table and the only safeguard 
against inflation, OPA should 
at least liberalize the proposed 
rules to permit retailers to ad- 
just their prices upward sufh- 
ciently to offset the higher cost 
factors. 


Big Policing Job:— 


As there are about 1,700,- 
000 retail stores in the United 
States, the problem of policing 
price ceiling regulations would 
be a gigantic task—almost im- 
possible of accomplishment. 
The complex competitive pic- 
ture in retailing today adds 
further difficulties to be con- 
sidered. There is widespread 
overlapping in the sale of most 
merchandise through totally 
different retail channels so 
that any investigation on a 





given item would have to be 
analyzed in several fields. 
There is also the huge prob- 
lem of available manpower 
and the costs of such a police 


program. 


Canada’s Plan:— 


Proponents of a general re- 
tail price freezing program 
point out that Canada has such 
restrictions and has faced only 
moderate difficulties in mak- 
ing the plan work. But it 
should be remembered that 
Canada froze all wage levels 
coincident with the freezing of 
retail prices in the realization 
that labor costs are a major 
cost factor in operating any 
business. Any suggestion of 
freezing wages in this country 
seems to be shouted down very 
quickly by organized labor 
and appears to have the un- 
alterable opposition of the Ad- 
ministration and the majority 
in Congress. Without wage 
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freezing, retail price control 
will definitely work an unwar- 
ranted hardship on the distrib- 
uting trades. Another consid- 
eration, and an important one, 
is that Canada’s population is 
less than one-tenth of that in 
this country which is a vital 
factor in supervising enforce- 
ment. 


Priorities:— 


These comments are being 
written as I return from the 
New Orleans convention of 
hardware manufacturers and 
wholesalers. The story of that 
convention is told elsewhere in 
this issue and is worth the 
thoughtful attention of every 
hardware man. All through 
the convention wholesalers ex- 
pressed their concern over the 
priorities situation, the changes 
in priorities rules, the general 
confusion and complicated 
“paper work” needed to qual- 
ify for ratings. The truth of 
the matter is that too many 
wholesalers (in all parts of 
the country) have too long 
been indifferent to the neces- 
sity of getting priority ratings, 
as have most retailers in the 
hardware business. We are 
now at a point where both 
groups realize that, without 
proper ratings, replacement 
of certain lines is practically 
impossible. Unfortunately, the 
priorities situation is due for 
more stringent regulation and 
restrictions at an early date. 
Something much better than A- 
10 is going to be needed for 
many of the lines sold by hard- 
ware distributors. Continued 
indifference to the priorities 
system may prove fatal under 
tighter requirements. We can- 
not urge too strongly that 
every possible effort be made 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 100 





to obtain ratings from custom- 
ers and to insist upon them 
when selling currently avail- 
able goods now on the critical 
list. 


Freezin gO rders:— 


Also unofficial as yet—is the 
very definite rumor that more 
hardware lines may be frozen 
at an early date. Some freez- 
ing orders are indefinite and 
others have a time period of 
effectiveness. That we may 
expect more such orders in the 
near future seems to be a cer- 
tainty. Just what lines are to 
be frozen I cannot say, but I 
am certain that more such or- 
ders are on the way. The 
freezing of retail and whole- 
sale stocks of completely fab- 
ricated goods because of scar- 
city of the raw material used 
does not make sense but ap- 
parently it is part of the “all 
out” strategy that Government 
has decided is necessary. Un- 
der war conditions we must 
and should accept these regu- 
lations as part of the price for 
ultimate victory and, at the 
same time, assume that, when 
practical, some relief will be 
forthcoming. 


Governmentlm posed 
Inventory Control: 


In order to take advantage 
of the comparatively recent 
PD-IX a distributor must com- 
ply with L-63. The latter is 


an inventory limitations order 
covering a wide variety of 
goods. Essentially, it restricts 
inventories greater than a two- 
months sales requirement in 
the east and a_ three-months 
sales requirement in the far 
west. It requires some addi- 
tional “paper work.” It should 
be realized that some form of 
inventory regulations, such as 
L-63, are to be expected on 
many, if not all, future pri- 
ority set-ups intended to help 
the distributor. The theory be- 
hind this development is that 
too few distributors have rela- 
tively too much because of 
large cash or credit facilities 
and that too many lacking the 
facilities mentioned have too 
little—and that under imposed 
inventory control all distribu- 
tors might fare better on the 
average. 


Save Display 
Materials:— 


In normal times a wide va- 
riety of expensive display ma- 
terial is available to hardware 
dealers. Under war-time con- 
ditions there will probably be 
a sharp curtailment in the de- 
velopment of such selling aids. 
In a majority of cases, display 
helps can be used over again 
or at least converted for repeat 
usage. Many dealers have 
made it a practice to save all 
display materials but many of 
them do not. It would be a 
smart move and an aid toward 
conservation of materials if 
all dealers would save all of 
the display aids they have 
on hand or will receive this 
spring. Replacements may not 
be available next year, so save 
your displays and put them to 
work a second and a third 
time. 
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= It's a clover leaf—you can go 
r1- . . 
Ip in any direction . . . 
De- F But the best business lies along Priority 
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of = = Victory! 
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he You Hardware Merchants are logical 
oo outlets for keys, locks, padlocks, night 
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a, latches, door closers, cabinet locks—Secur- 
he ity Hardware needed in new Defense con- 
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3 struction and for maintenance and repair 
& of essential institutions. 
Under Preference Rating Order P-100, 
you can sell ILCO Hardware—and get 
- delivery! 
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re We're ready to help you meet your pri- 
“ ority orders promptly. We'll also be glad 
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le- : to clarify the regulations for you. Let us 
s. know if we can be of help. j 
Ly 
in Shown here are some of the padlocks used by 
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“3 the Army, Navy, Marine Corps and other Fed- 
I eral Departments. You can bid on this class of 
of business: let us help you. 
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Fitchburg, Massachusetts 


BRANCHES IN ALL PRINCIPAL CITIES 
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“THIS HOSE YOU'VE SELECTED 
WILL LAST MANY YEARS with 
PROPER CARE AND WILL GIVE 
YOU COMPLETE SATISFACTION? 





"YEs, | FEEL SURE 
A(T WILL. WE HAVE A 
_ 


ARE QUITE PROUD > 
oF IT!’ ry 













1 It's always good salesmanship 
e to compliment the customer on 
a decision he has made. It also 
gives the salesman another oppor- 
tunity to stress the quality of the 
merchandise which has been pur- 
chased. Customers often make re- 
marks which serve as openings for 
additional sales. Such an opening 
takes place here 


ITEMS TO SUGGEST 
Hose nozzles 
Lawn sprinklers 
Plant food 
Hose washers 
Hose reels 
Lawn seed 









“1t LIKE THESE 
ADJUSTABLE 
FEATURES. TLL 
TAKE THIS 
one.” 



















"THIS SPRINKLER 
HAS BRASS 
NOZZLES ON 
END OF ARMS 
WHICH ADJUST 
FOR FINE MIST 
OR HEAVY SHOWER, SHORT 
OR LONG STREAM. CAN BE 
USED IN LARGE OR SMALL 
AREAS. IT’S SOLID BRASS WITH 
CAST IRON BASE. IT WILL LAST 
A LIFETIME AND 1S PRICED 
ar $— 


































SUGGESTED 


As applied to 


SALE of garden hose presents numerous 
opportunities for extra related sales to 
the wide-awake salesperson. These opportuni- 
ties should never be neglected. If the sales- 
man is to become adept at this type of selling, 
he should develop some predetermined and 
tested form of presentation. 
The next step is to practice the presentation 





“wou.LDn'T A SPRINKLER SAVE 
TIME AND DO A MORE 2 
THOROUGH 406 FoR you § es 
THIS THREE ARM MODEL C oe 
A GO FT. ciRcLe, AND ge 
EASILY. IT'S CONSTRUCTED 
BRASS AND WILL LAST FOR p 
* years. ITSELLS FOR — CENTS! 
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Emphasize what the suggested ay “ 

9. dise will do for the —, Bg a 
| ee és bee sang long it will do 
handise in the customer s 
Quote the price 
mind as to just 


mos 
how it will do it a 
it. Place the merc ise 
hands as soon ds possible. 
and leave no doubt in his 
what the items cost. 


3 If you present a competitive item first 
e there is always an opportunity to "sell 
up” to the better grade and higher priced 
item. Stress the “plus” features of the better 
item so that the customer will see and ap- 
preciate the jiact that it is worth more i:noney. 
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SELLING Mabing the Seamd Sete) 


items related to garden hose 
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“YOu MAY PREFER THES BETTER NOZZLE, 
IT PUTS OUT DOUBLE THE WATER WHICH 
SAVES TIME AND SHORTENS THE 

SPRINKLING JOB. IT ADJUSTS MORE EASILY, 
iS ACCURATELY MADE, AND IS OF SOLID 
BRASS.IT'S PRICED 
AT ONLY — CENTS” 





























“{ THINK 
THE FIRST 
} NOZZLE 


WILL SERVE 
MY PURPOSE 


so that when the sale of garden hose has been concluded, 
ALLRIGHT” 


logical and practical suggestions regarding related mer- 
chandise will come immediately to mind. The custom- 
er’s conversation frequently will provide openings for 
the suggestion of several related items. Be on the alert 
and capitalize on them. 

A customer who leaves your store with the complete 
equipment for doing a specific job will appreciate this 
type of service. 


° 



























5 Prove your statements. 
s Once you have brought 
out certain points about an 
item, prove them to the cus- 
tomer. Get his agreement on 
each point as you proceed 







4. 

YOU WILL PROBABLY NEED A 
NOZZLE FOR WASHING THE 
CAR AND OTHER ODD Jo6s 
OUR REAL VALUE NOZZLE | 
iS OF SOLID 
BRASS AND is 
ACCURATELY 
MACHINED. IT‘s 
* PROPERLY PACKED 
SO IT WON'T LEAK 
AND ADJUSTS FROM 
A FINE SPRAY To 
COMPLETE sHUT 
OFF. IT SELLS FoR 
ONLY — CENTS,” 






















The Cast—Gustave D. 
Herrmann (salesman) 
and Jack Huecher 
(customer), both of 
whom are employees 
of Otto Herrmann, 
Inc., Glendale, N. Y. 






















“KEEP YOUR HOSE ON A REEL AND 
YOU WILL DOUBLE ITS LIFE, BESIDES 
IT'S MUCH EASIER TO MOVE THE. HOS) 


(N AND OUT OF 
. ‘ 
} a 






Ml GARAGE OR 

Eom] BASE MENT 

Bae WHERE (T 
Mm 1S SAFE.” 
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“BuT 1 HAVEN'T 

Make suggestions relative to the care GOT A HOSE 

s which should be given the merchandise. 

Customers will appreciate this information 

and it demonstrates your sincere interest in 

their behalf. These comments may also bring 
out other opportunities for sales 


Now turn to page 48 


















Making the 
cuanto 4a Second Sale 


THERE'S A REEL LOCK 
AND NOZZLE HOLDER, 


THIS REEL — As applied to items 
FOR — CEN 


related to garden hose. 


7 Stress what the 
se item will do for the 
customer and how it 
will do it before you 
mention the price 


















EVEN THOUGH WATER 
IS TURNED ON. THE 
HOSE Lasts LONGER 
BECAUSE IT's FREE 
OF KINKS. IT seis 


Doers et 


~ “Sell up’ at every op 


e portunity Customers 


want the best, even though FoR $—"” x 
they may hesitate before pur- é 
chasing it. Show a better r 
quality item, even though the ; 
customer does not provide an 
opening for this suggestion : 
: 

é 

_ 

“LL PUT THE HOSE ON THE & 

REEL FOR YOU. THEN YOU § 

WON'T HAVE SO MANY 


PACKAGES, YOU'LL PROBABLY , 
WANT TO TAKE THESE WITH a see se. 
3 s preciate small _ services 
You SO YOu CAN USE that save their time. Con- 
solidate purchases as much 
as possible so that customers- 
” will take the items with them 
ag Anson Do this and you will help save 


’ : delivery costs. 
by DO THAT." 
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| era ghednt is a list of products whose manufacture has 


been ordered prohibited by the War Production Board and of 


products in which critical materials may not be used atter 
the indicated dates. 
latter group are materials which may not be used in their 
manutacture. Thus, curtain rods may be produced after June 
20, but no metal may be used in their manufacture while no 
electric toasters at all may be manufactured after May 31. 


In parentheses after products in the 


Soon This Merchandise Will No Longer Be Available 


Prohibition 
Date 


Product 


Ash trays & smoking 
stands (metal) 
Awning frames & 
ports (metal) 
Chairs, except shipboard 

use (metal) 
Clothes racks (metal) 
Clothes trees (metal) 
Coat hangers, except wire 
hook for wood hangers 
(metal ) 
Curtain rods (metal) 
Doors, except as required 
by underwriters’ code 
(metal) 
Door mats (metal) 
Electric grills 
Electric ironers 


sup- 


Electric irons 

Electric roasters 

Electric toasters 

Electric waffle irons 

Electric massagers & vi- 
brators, except medical. 
professional use 

Flashlight cases (no iron 
& steel except essential 
uses ) 

Flexible steel mats & rugs 
(metal) 

Furniture, except for ship- 
board (metal) 

Hand mirrors (metal) 

Hat racks (metal) 

Kitchen cabinets 
metal ) 

Lockers (metal) 

Necktie racks (metal) 

Ornamental steel jackets 
on héaters, water, gas, 
etc. 


(home, 


Outboard motors, except 
A-1-k or higher 
Picture frames (metal) 
Plant & flower supports 
(metal) 
Portable 
chines 


washing ma- 
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Order No. 


L-13 & 62 


L-62 


L-13 & 62 
L-62 
L-62 


L-30 
L-30 


L-13 
L-62 
L-62 


- L-6-b 


L-65 
L-65 
L-65 
L-65 


L-29 & 13 


L-42 


L-80 
L-62 


L-62 


L-6-b 


May 31. 
May 31. 
May 31, 


May 31, 
May 31, 


June 30, 
June 30, 


May 31, 
May 31. 
May 31, 


1942 


1942 


1942 
1942 
1942 


1942 
1942 


1942 
1942 
1942 


April 15 & 


May 15, 1942 


May 31, 
May 31, 
May 31, 
May 31, 


May 31, 


May 31. 
May 31. 


May 31. 
May 31, 
May 31, 


May 31, 
May 31, 
June 30. 


1942 
1942 
1942 
1942 


1942 


1942 


1942 


1942 
1942 
1942 


1942 
1942 
1942 


June 1, 1942 


March 27, 1942 


May 31, 


May 31, 


1942 


1942 


April 15 & 


May 15, 1942 


Product 


Pressing irons—boudoir & 
traveling 
Radiator covers (metal) 
Record makers & players 
Road & 
posts (metal) 
Shoe trees (metal) 
Signs (metal) 
Smoking stands 
adors” (metal) 
Soap receptacles (metal) 
Soft drink dispensers 
Sun lamps, except for 
medical profession only 
Toilet paper holders 
(metal) 
Tooth brush 
(metal ) 
Toys—all types involving 


street signs & 


“smok- 


holders 


specified scarce mate- 


rials 
Vacuum cleaners 
hold 
Venetian blinds (metal) 
Vegetable bins (metal) 
Wastebaskets. (metal) 
Window display advertis- 
ing. signs only (metal) 
Windows (metal) 
Wire racks & baskets, ex- 
cept industrial (metal) 


-house- 


Washing machines. house- 
hold laundries 

Phonographs 

Metal cabinets, except: 
Enameled filing cabi- 
nets, visible record 
equipment cases & bases 

Clothes hampers (metal) 

Dry shavers 

Electric dryers. hand & 
face 

Electric broilers 

Electric percolators 

Food warmers 

Mixers, whippers & juic- 
ers 

Shoe racks (metal) 

Radiators, large tubing 


Order No. 


— 


—_— 


_ 


—_— 
14 


—— 
ig 


65 


4-65 
62 
44 
29 
-30 
29 
62 


30 
1-38 & 27 


30 


30 


8) 


18 


-30 
13 


29 
80 


62 & 


L-13-b 


6-b 
44 


13-b 
62 


65 


65 
65 
65 
65 


42 


Prohibition 
Date 


May 31, 
May 31, 


1942 
1942 


April 23, 1942 


June 30, 
June 30, 
June 30, 


May 31, 
June 30, 


April 30, 


May 3], 
June 30, 


June 30. 


June 30, 


1942 
1942 
1942 
1942 
1942 
1942 
1942 
1942 


1942 


1942 


April 30, 1942 


May 31, 
June 30, 
May 31, 


June 30, 


1942 
1942 
1942 


1942 


March 28, 1942 


* May 31, 


1942 


April 15 & 
May 15, 1942 
April 23, 1942 


May 3], 
May 31, 
May 31. 


May 31, 
May 31, 
May 3], 
May 31, 


May 31, 
June 30, 


1942 
1942 
1942 


1942 
1942 
1942 
1942 


1942 
1942 


June 1, 1942 
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HAGEL: “H-m-m, back behind a shed out of sight. No 


wonder a fellow thinks there’s no scrap in the country HAC 

when you drive along the road. Is all this stuff good?” Lool 

RICE: “You bet. All but that small amount of sheet ( RIC. 

iron. It's not so desirable because it has to be cut up ¢ Whe 

and baled, you know. Takes a lot of it to make much vs 
1 


volume. Okay, let's drive on to the next place.” 


ee 





3 


patriotic service of unearthing forgotten 
scrap piles on the farms in his community. 
Much of it has already been sent on its way to feed 
the mills that make the armaments that can win the 
war. But how much scrap has been overlooked and a 


er rural hardware dealer can perform the 





thought worthless? Ri 
; What can you do? Locate the scrap piles; re- - 
(PI 





mind your farmers constantly of the need for scrap: 


HAGEL: “Now look at that. Farm 4 
after farm, and we still find old 
broken-down tools sitting around.” 


RICE: “That old disk doesn't look 
like much sitting there in the weeds. 
But its 420 Ibs. will fill the scrap re- 
quirements for 210 semi-automatic 
light carbines.” 










HAGEL: “Here's a lot of good scrap—been 
accumulating for years.” 


RICE: “That's right. And yet 43,250,000 tons 
of this and other kinds of scrap were used last 
year to make the 82,900,000 tons of American 
steel output. More than half was scrap iron.” 
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HAGEL: “That old plow has sure sat there a long time. 


» country Look how those wheels are sunk in.” 
ff good? 

* sees RICE: “What a find . . . 850 Ibs. of good usable scrap. 
ceria When that's combined with other necessary ingredients 
e cuf up at some steel mill, it will make more than 100 seventy- 
ns much five millimeter armor-piercing projectiles.” 


ee al 








th 4 ; bak a , 
ote :: offer to put collection agencies in touch with them. 
aa e You are in a position to do everything short of col- 
: feed & lecting the scrap itself. And, you may unearth 
ba the By many repair and reconditioning jobs for yourself. 
een - Follow the illustrations and dialogue between 
Rice, special Keystone Steel & Wire Co. representa- 
—e tive, and Frank Hagel, a small town dealer. 
ial F (Photos and dialogue through courtesy of “Fence Lines,” 
P: Keystone Steel & Wire Co., Peoria, III.) 
HAGEL: “I wonder if this farmer re- 
members he has this old, useless hulk 
of a combine back here on the back 
ce of his place?” 
ney RICE: “He'd be sure to hunt it up if 


he knew it contained about 4000 Ibs. 
of usable scrap .. . plenty to help 
make the steel needed for eight 37 
mm. anti-tank guns.” 






HAGEL: “Whew! What a pile of stuff when 
you look down in there. This is the kind we're 
all overlooking, I'll bet.” 


RICE: “That's just it. I'd say better than three 
tons of good scrap in there. The steel mills 
are ready and waiting to use it in helping 
make 60 eight-inch howitzer shells.” 






























The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 


VERY member of the Harp- 
EH WARE ACE Retail Sales Idea 

Club will want to take part 
in the “selling sentence” contest 
which starts with the May 14th 
issue of HARDWARE AGE. So, watch 
for this issue, prepare “selling sen- 
tences” on as many of the items of 
merchandise as you can, test them 
in your selling around the store, 
them for the 


and then submit 


contest, 


How the Contest Works 


Each month HarpwarRe AGE 
will list five items of merchandise 
about which members may develop 
“selling sentences.” You may 
build “selling sentences” about one 
of these or about all of them. It’s 
up to you how much practice you 
want and how many contest en- 
tries you care to submit. 

Each “selling sentence” should 
be submitted on a separate penny 
postal card or on a separate sheet 
of paper. Be sure to have your 
name, firm name and address on 
each entry. 


Win Cash Prizes! 


This new contest should bring 
cash prizes to an even greater 
number of Club members. Here- 
tofore, there were only three major 
prizes, namely, $5.00, $3.00 and 
$2.00. 

In this new contest, cash prizes 
of $2.00 will be paid for the best 
“selling sentence” on each of the 
five items of merchandise. Cash 


prizes of $1.00 each will also be 
paid for all other entries pub- 


lished. 


Members who en- 
ter ‘“‘selling sen- 
tences” for each of 
these five merchan- 
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New Contest Starts With May 14th Issue 


dise items could very easily win 
more than one first prize. One 
or more of the member’s entries 
might win first prizes or receive 
honorable mention awards. 

There are plenty of opportu- 
nities to win cash awards in this 
contest. Go after them! 


How to Build 
Your “Selling Sentences” 


Your “selling sentences” have 
an important job to do. They 
should follow a definite pattern in 
order to do this job thoroughly 
and completely. The message 
should be presented to the cus- 
tomer in the fewest words possible, 
still it must tell the complete story. 
Every word must count. 

Your main “selling sentence” 
must— 


1—TELL THE CUSTOMER 
WHAT THE ITEM WILL 
DO FOR HIM 
Example: “Your work will be 
easier and faster with this tool.” 
Your supporting “selling sen- 
tences” must— 


2—TELL THE CUSTOMER 

HOW THE ITEM DOES IT 
Example: “These heat treated 

crucible steel blades hold keen cut- 

ting edges longer than ordinary 

steel.” 


And they must— 


3—TELL THE CUSTOMER 
HOW LONG IT WILL 
DO IT 

Example: “With proper care 
this tool should last you a life- 
time.” 

Therefore, a completed “selling 
sentence” on this product would 
contain these three thoughts, as 
follows: 









“Your work will be easier and 
faster with this tool, because these 
heat treated crucible steel blades 
hold keen edges longer than ordi- 
nary steel. With proper care this 
tool should last you a lifetime.” 

You can probably build better 
“selling sentences” than this ex- 
ample. Perhaps you are now 
using effective “selling sentences” 
in your selling. You will find 
wholesalers’ catalogs, the advertis- 
ing pages of HARDWARE ACE, man- 
ufacturers’ literature, mail-order 
catalogs, etc., very helpful in this 
work. But do not copy them. 


Merchandise on Which 
to Build “Selling 
Sentences” 


HarpwarE AcE will list five 
items each month about which 
selling sentences can be developed 
for cash awards. No brands, qual- 
ities, or types of merchandise will 
be specified. Build your sentences 
around various items which you 
sell in your store and with which 
you are familiar. Price is not a 
factor in this “selling sentence” 
contest. 


This Folder 
Will Help You 


HarpwareE AcE will send you 
a folder developed by Elmer 
Wheeler, the“Sizzlemanship” man, 
entitled “How to Build Selling 
Sentences.” All you have to do is 
request it ona postal card. The 
fundamentals presented in this 
folder will help you in winning 
your share of the prize money and 
will also help you improve your 
salesmanship. These instructions 
will help you no end. Write for 
this folder today! 
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Cash First vs. 
Wrap First 

The March Idea Contest called 
for the discussion of a very inter- 
esting question: “Should the sales- 
man wrap the purchase first, de- 
liver it, and then collect the 
money, or is it better to collect for 
the sale first, then wrap and de- 
liver the merchandise?” Opinion 
was quite evenly divided on the 
question with 56 per cent of the 
members taking part holding that 





the ‘salesman should first secure 
payment for the merchandise. 

Some excellent reasons were 
submitted in support of the vari- 
ous participants’ views. Some of 
the members actually tried out 
both methods before reaching a 
final decision. You will be very 
much interested in reading the 
prize winning entries as well as 
some of the outstanding contribu- 
tions which receive Honorable 
Mention awards and are _pub- 
lished on these pages. 





Winners of the 
March Idea Contest 


The editors of HARDWARE AGE acting as judges have 
selected the following first, second, and third prize winners 
of the March Idea Contest which called for answers to the 


following: 


“Which is the better practice, (1) to wrap the 
customer's purchase first, return or hand it to 
the person, and then secure the money; or (2) 
to wait for the customer to pay you and then 
wrap and deliver the purchase? Give reasons 


for your answer.” 


FIRST PRIZE—$5.00 
Won by 
HAROLD R. BARLOW 


Owen Hulett Hardware, 
Williamstown, Ky. 


Ed. Note—Mr. Barlow was winner 
of Second Prize in the September, 
1941, Idea Contest. 





HAROLD R. BARLOW 


“I think the practice of wrap- 
ping the merchandise before secur- 
ing the money is more desirable 
than accepting the money and then 
wrapping the goods. 

“I have often tried both sys- 
tems in order to determine which 
is the most satisfactory to the cus- 
tomer and to the firm. One thing 
I notice is that the customer who 
pays first stops buying then and 
there. 

“We are located in an agricul- 
tural community and the farmer 
is not very fast in getting out his 
change. So while I am wrapping 
the merchandise and he is looking 
for that nickle he thought he had, 
I talk fertilizer, farm machinery, 
and call his attention to many 
other seasonal items. displayed in 
the store. Usually, he buys some 






You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
pages of successful ideas. 









other item or items that he needs 
or else he finds some item on a 
table which he brings back to be 
wrapped in the same package. | 
find that more extra sales are made 
in this way. 

“I have often had the customer 
try to pay for the merchandise 
while it was being wrapped. Any 
salesman knows the confusion that 
this occasions. When customers 
attempt to do this, I keep talking 
about the related and seasonable 
merchandise they will need and let 
them hold the money for a little 
longer. 

“In our locality, this practice is 
more pleasing to the customer and 
more profitable to the firm.” 





































x * * 


SECOND PRIZE—$3.00 
Won by 
IDA S. LARSON 
Herreid Brothers, 
Deer River, Minn. 





IDA S. LARSON 


“I find it better practice to wait 
for the customer to pay for: the 
merchandise and then wrap and 
deliver the purchase. This prac- 
tice saves time, energy and money. 

“You will make just one trip to 
the cash register. 
There you will wrap 
the purchase, make 
the change. and 














walk back to the customer with 
both the package and the change, 
thus saving the time and energy of 
another trip to and from the cash 
register. 

“In the case of the customer 
with poor credit rating, you will 
find out immediately if he has the 
necessary money to pay for his 
purchase. If he does not have the 
money, you save yourself the 
bother and embarrassment of 
wrapping and unwrapping the. 
merchandise. 

“Whenever a customer offers a 
large bill, $5.00 or $10.00, to pay 
for a purchase, you can then take 
advantage of this opportunity to 
sell him other related items. You 
know he can afford them and that 
he has the money to pay for them. 
Extra sales are more easily made 
when the customer is holding cash 


in his hand.” 
~*~ & 
THIRD PRIZE—$2.00 
Won by 
K. M. HAUGEN 
Schlafer’s, Inc., 
Appleton, Wis. 


“A salesperson should not wrap 
a package until the customer gives 
him the money, because: 


+ 


*“|—If it happens to be a charge 
sale, there will be time to check 
the credit while the package is 
being wrapped. This will elimi- 
nate the embarrassing delay of 
standing around waiting for the 
slip to be approved and returned. 

“2—It will enable the salesper- 


K. M. HAUGEN 


son to put the duplicate slip, 
properly marked, into the package. 

*“3—It is easier to sell a person 
additional related items before the 
original purchase is wrapped. 
Therefore, delay the wrapping as 
long as possible if you want to 
make more extra sales.” 


* 


Honorable Mention 


The judges award the rating of “Honorable Mention’ and a 
payment of $1.00 to the following contestants whose entries, though 
not winning one of the major prizes, were considered worthy of 


publication. 
LEONARD NELSON, West Side 
Hardware Co., Elgin, Ill. 


“Unless the customer definitely 
offers to pay before wrapping the 
merchandise, never stop for the 
money. Customers do not relish 
being watched while they nerv- 
ously search through pockets or 
purse for the necessary funds. 
They will have the money ready 
for you when you return with the 
package. 

“As no sale is really completed 
until the customer has paid and 
leaves with the goods, the wrap- 
ping interim provides the customer 
with an opportunity to look at 
other displays of items related to 
the first purchase. When he finds 
such an item he does not hesitate 
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to add it to the package. Custom- 
ers will usually spend more time 
in the store and will see more mer- 
chandise if purchases are wrapped 
before securing payment for the 


goods.” 
x * * 


MILDRED SACHS, Ronald Hard- 
ware Co., Springfield, Ohio. 


“We believe the better practice 
is to wrap the purchase first, then 
return and secure the money. To 
take the money first adds a final 
note to the sale too quickly and 
you lose contact with your cus- 
tomer. 

“After a sale is concluded, we 
always ask the customer if he 
would like to look around fur- 


ther, provided he isn’t in a hurry. 
We then take the merchandise 
back to the wrapping counter, 
wrap and return it, then make the 
change: Very often, within this 
short space of time, the customer 
has selected another item. 

“To take cash at once and hurry 


- back with the package and change 


often burdens the customer with 
packages too soon. Women cus- 
tomers, who also have purses, are 
apt to feel over-burdened before 
they finish shopping and are in- 
clined to put off further purchases 
until a later date. 

“We find that a slight delay be- 
tween the decision to buy and the 
delivery of the wrapped package 
gives customers an opportunity to 
shop which often results in addi- 
tional sales.” 

es & @ 


A. MURRAY WIGGINTON, Rai- 
ley-Milam Inc., Miami, Fla. 


“I think the salesman should 
wait for the customer to pay for 
the purchase, then wrap and de- 
liver the goods. It has been my 
experience that six out of 10 cus- 
tomers will add to the original 
purchase within the time it takes 
you to ring up the sale and wrap 
the package. These extra sales add 
materially to the volume of the 
store and to your sales record. 
Then, too, you can wrap the sales 
slip directly in each package of 
merchandise. There is much less 
chance for the customer to lose the 
sales slip if this is done.” 


x * * 


JANE E. FRY, Winter's Hard- 
ware, Fremont, Ohio. 


“The better practice is to wait 
for the customer to pay before 
wrapping and delivering the pur- 
chase. The customer does not feel 
as though she is being rushed if 
this is done. As a matter of fact, 
she may decide on several other 
items before completing her entire 
purchase. Then the total sale can 
be determined and the money col- 
lected. There is never any rea- 
son to argue over, price. As soon 
as the money has been presented to 
the salesman the customer is free 
to relax. Many enjoy watching 
the wrapping process while con- 
templating the pleasure to be se- 
cured from the use of the articles 
in the home.” 
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ACCORDING TO THE ODE- 
PARTMENT OF COMMERCE, 
there are 135,000,000 business transac- 
tions in the United States daily. If 
OPA receives protests from parties to 
these deals amounting to one-tenth of 
one per cent of the total, the agency 
will have 135,000 protests piling in 
daily. It is obvious that it will take a 
tremendous staff to make all of the ad- 
justments which will be necessary be- 
tween buyer and seller. 


= FF: 
NOT ONLY will L-63, the order per- 


taining to a wide range of inventories, 
be difficult to administer because of 
the number of distributors who will 
try to come under it, but the order is 
not free from ambiguities. WPB will 
have to do some clarifying. 

For instance, section 6 said that cer- 
tain dealers may not be covered by the 
order on the basis of a dollar limita- 
tion, less than $20,000 for the total in- 
ventory and $10,000 for the inventory of 
one of the classes of products men- 
tioned in the order. 


- = F 
WHETHER THIS MEANS that 


a retailer does not come under the or- 
der if his total inventory is less than 
$20,000 and does not have an inventory 
of more than $10,000 in any of the 
categories listed, or that a retailer’s in- 
ventory is in excess of $20,000, and 
does not have an inventory of $10,000 
in any particular category. 

Further, it is not clear if a retailer’s 
inventory is in excess of $20,000 with 
an inventory in excess of $10,000 in 
one of the listed categories, whether 
he is subject to the order with respect 
to his entire business or only with re- 
spect to the one in which the inventory 
is in excess of $10,000. 


APRIL 30, 1942 


By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


* 


SOME WPB HARDWARE OF- 
FICIALS SAY that only one-third of 
the retailers in the conntry will be able 
to come under the order, and that few 
of them are able to determine the dol- 
lar value of their inventory coming 
within the listed categories because 
stocks are not set up in their inventory 
control by departments. 


x * 


WPB IS GOING TO ISSUE AN 
AMENDMENT to L-63 shortly to 
make it optional for suppliers, whole- 
salers, dealers to show over-all records, 
instead of inventories by departments. 
This will go a long way to make the 
inventory order workable, some _ ob- 
servers say. 

xk * 


THE WPB OFFICIALS who were 
responsible for the provision in the 
L-63 order requiring the furnishing of 
records of inventory by departments 
were not apparently acquainted with 
trade usages in the hardware business. 
Few dealers make any written record 
of items sold, or maintain perpetual 
inventories, or have their records of 
inventory broken down by departments. 





Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 100 





UNDER AMENDMENT NO. 4 
to the Agave Fiber Order, M-84, is- 
sued by WPB, java sisal (java agave 
sisalana) put into process on or be- 
fore April 20, may be manufactured 
into wrapping twine or binder twine. A 
previous amendment prohibited the use 
of java sisal in the manufacture of 
wrapping and binder twine. Today's 
amendment permits material in the proc- 
ess of manufacture to be finished out 
so that the partly processed fibers need 
not be taken out of the machines. 


xk * 
EFFECTIVE APRIL 22, Price 


Administrator Leon Henderson fixed 
temporary maximum prices at which 
manufacturers can sell oil paints and 
varnishes at levels which prevailed on 
April 12. This action was embodied 
in Temporary Price Regulation No. 19 
(oils and varnishes). The new regula- 
tion will remain in force for 20 days, 
during which time OPA will continue 
its investigation of what it said were 
pressures on paint prices, such as ad- 
vancing costs for linseed oil and labor 
and the curtailment of certain raw 


materials. 
x * * 


MOST MANUFACTURERS in 
the paint industry had maintained 
prices at the Oct. 1, 1941, level at the 
request of OPA. Many agreed not to 
advance prices until OPA had com- 
pleted its study of the price situation 
in the industry which niay be made 
the basis for a permanent price regula- 
tion to supersede the temporary regu- 
lation. 

The temporary regulation covers man- 
ufacturers’ prices on all paints and 
varnishes in which linseed oil,-or any 
other drying oil, is a component part. 
It includes house paint, wall paint, in- 

(Continued on page 130) 
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Canal Street, the dividing line between the old city of New Orleans and the 


new, is America’s widest business thoroughfare. 


It is 171 feet in width. 


The Story of the 


APPROXIMATELY 950 in attendance at 52nd 
annual convention of Southern Hardware 
Jobbers’ Association and the 84th semi-annual 
meeting of the American Hardware Manufac- 
turers’ Association, held at The Roosevelt Hotel, 
New Orleans, La., April 20-23, 1942. Largest 
wholesale attendance on record with 90 jobbing 
firms represented. 


& OMPLETE and 


whole-hearted cooperation to ex- 
pedite war needs production in 
order that an early victory may 
be accomplished; performance, 
as far as possible, of its obliga- 
tions and functions in the war- 
time civilian economy, and the 
protection of a free enterprise 
system in the post-war period 
were the dominant objectives ex- 
pressed at the New Orleans con- 
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vention of hardware manufac- 
turers and distributors. Held at 
The Roosevelt Hotel, April 20 to 
23, 1942, this. joint gathering 
was the 52nd annual convention 
of the Southern Hardware Job- 
bers’ Association and the 84th 
semi-annual meeting of the 

American Hardware Manufac- 
turers’ Association. Official reg- 
istration was approximately 950. 
There were 90 wholesale firms 
represented of which 71 are 
members of the Southern organ- 





ization. This record of jobber 
firms in attendance marks an all- 
time high for Southern conven- 
tions. 

W. A. Parker, president, Beck 
& Gregg Hardware Co., Atlanta, 
Ga., was elected president of the 
Southern association. He suc- 
ceeds Henry J. Allison, presi- 
dent, Glasgow-Allison Co., Char- 
lotte, N. C., who has served for 
the past two years. Wm. W. 
French, Moore-Handley Hard- 
ware Co., Birmingham, Ala., and 
R. R. Witt, Builders Supply Co., 
San Antonio, Tex., were chosen 
as vice-presidents. Other officers 
are announced in detail else- 
where in this issue. The manu- 
facturers will hold their annual 
election at the October conven- 
tion which will be in Chicago ai 
the Palmer House Oct. 19-22, 
1942. 

Priorities, limitation orders, 
shortages and the loss of person- 
nel to the armed forces were un- 
der consideration at every ses- 








HARDWARE AGE 





the | N 


bber 
| all- 
ven- 


3eck 
inta, 
the 
suc- 
resi- 
har- 

for 


ard- 
and 
Co., 
osen 
cers 
else- 
anu- 
nual 
ven- 
oO at 
)-22,, 


ers, 
son- 


ses- 


i\GE 








mu” Se ae 


{®, 
Me Cittitile 





The Place d’Armes (now Jackson Square) dates from the founding of New Orleans. 
The buildings seen about the Square are each approximately 150 years of age. 


ew Orleans Convention 


sion. That considerable confu- 
sion exists in the handling of 
priority ratings was quite evi- 
dent, as was the concern ex- 
pressed over the increasing com- 
plexities of the paper work re- 
quired to qualify under these 
ratings. 

Keynoting the spirit of the 
New Orleans Convention, Henry 
J. Allison, president of the 
Southern association, told the 
opening Monday night session: 

“For the second time is our 
active life our country is vitally 
involved in one of the greatest 
wars of history. This one is 
more serious than the last. It is 
not only a critical time for 
America, but one of the crucial 
periods of history. The United 
States, by reason of its pre-emi- 
nent position in tie world, must 
again play a major role in the 
world’s conflict. Our disillusion- 
ment is complete in those faded 
shibboleths of ‘Making the world 
safe for Democracy.’ ‘A war to 


APRIL 30, 1942 


FIRST major hardware convention since the 
United States entered war concentrates dis- 
cussions and formal addresses on problems 
, brought about by priorities, limitation orders, 
shortages, etc., imposed by war-time necessi- 
ties. W. A. Parker, Beck & Gregg Hardware Co., 
Atlanta, Ga., succeeds Henry J. Allison as presi- 
dent of Southern Hardware Jobbers’ Association. 


end wars,’ ‘Disarmament con- 
ferences,’ ‘Economic confer- 
ence,’ ‘Peace in our time,’ and 
‘American isolationism.’ 

“What then shall be our atti- 
tude and wherein lies our duty? 
Our first obligation and consid- 
eration is to win this war. If we 
lose, nothing else matters. There- 
fore, to win this war we pledge 
our time, our talents, our means 
and, if need be, our lives. As 
free and responsible American 
citizens, we demand that the re- 


sources of men and material 
made available by the sacrifices 
of our people shall be used to 
win this war and not wasted by 
paying tribute to politicians, la- 
bor racketeers, war profiteers, or 
social reformers. 

“We recognize that in a free 
democracy there are honest dif- 
ferences of opinion om many vi- 
tal questions. We wish to be tol- 
erant toward conflicting ideas 
and believe in settling differ- 
ences of opinion by true demo- 
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New President of S.H.J.A. 


W. A. PARKER 


Beck & Gregg Hardware Co., 
Atlanta, Ga. 


cratic methods. But a period of 
great national emergency is no 
time to disorganize and disunite 
our people by trying to force the 
adoption of great social reforms 
of seriously questionable char- 
acter. 

“Proud of our achievements as 
a nation, confident of our ability 
to defend ourselves, sure of our 
economic, social and_ political 
ideals, we did not believe that 
any nation would dare to chal- 
lenge our sacred rights. Now we 
find ourselves fighting a defen- 
sive war against enemies who 
hold nothing but contempt for 
what they call our ‘decadent de- 
mocracy’ and our ‘puerile pac- 
ifism.’ 

“The United States of Amer- 
ica means much more to us than 
just one hundred and thirty-odd 
million individuals. We still be- 
lieve that, with all its faults, it 
is the greatest force in the world 
today for organized economic, 
social and political progress. You 
and I as individuals, you and 1 
as officials in our respective 
business enterprises and as citi- 
zens serving in our various ca- 
pacities in the affairs of our lo- 
cal communities are vital parts 
of this thing we call America. 
We are subjects of no king or 
emperor, slaves of no dictator, 
but independent citizens of a 
free democracy. 

“Our greatness as a nation 
does not consist in the numbers 
of our people, nor in the abun- 
dance of the things we possess, 
but in the aim and purpose and 


resolution of our organized na- 
tional life and in the unity and 
efficiency with which that or- 
ganization is maintained and ex- 
ercised. 

“Our hardware industry has a 
vital part to play in the complete 
mobilization of all our resources. 
Even those of us who own and 
operate its various units prob- 
ably do not fully appreciate how 
much we contribute to keeping 
the wheels of industry turning. 
The material, the tools and the 
services we furnish to keep pro- 
duction moving on the farms, 
highways and railroads, and in 
the mines and factories of this 
land, must be supplied or our 
whole industrial machine bogs 
down. During this transition 
from our normal mode of life, 
with all its comforts and conve- 
niences, on through to full war 
production basis, we dare not 
shirk or neglect the important 
functions we have to perform. 

“The loss of many prominent 
lines to full war production, and 
the sharp curtailment of many 


essential items for more essen- 
tial war needs, will undoubtedly 
necessitate many shifts and 
changes in our methods of oper- 
ation. We shall meet these con- 
ditions uncomplainingly and 
with all the resourcefulness of 
which we are capable. Prudent 
management will continue to op- 
erate as efficiently and profitably 
as possible, but production to- 
day is more important than prof- 
its. To keep the wheels of 
American industry moving at 
continuous maximum capacity 
to supply our boys on the fight- 
ing fronts, wherever they may 
be, in the air, on land or sea, we 
pledge everything we have and 
are.” 

The closing feature of the 
opening session was an address 
by Dr. James H. Course who 
spoke of his personal observa- 
tions of Japanese thinking and 
planning for world conquest. 

On the pages immediately fol- 
lowing are the major parts of 
the principal addresses and dis- 
cussions. 





Leslie M. Stratton Elected Chief X 
of “X-Clubs”—Succeeds J. E. Stone 


L. M. STRATTON SR. 
New Chief X 


J. E. STONE 
X-Chief X 


HE X-Club held its largest semi-annual luncheon meeting Tues- 

day noon, April 21st, at the New Orleans convention. This group 
comprises the past presidents of the several associations which meet 
at the two manufacturers’ and wholesalers’ conventions. Leslie M. 
Stratton, Sr., president, Stratton-Warren Hardware Co., Memphis, 
Tenn., and a past president of both the Southern Hardware Jobbers’ 
and the National Wholesale Hardware Associations, was chosen as 
Chief-X to serve until the October convention in Chicago. He suc- 
ceeds Jos. E. Stone, vice-president, The Stanley Works, New Britain, 
Conn., a past president of the American Hardware Manufacturers’ 
Association. George H. Harper, National Enameling & Stamping Co., 
continues as historian for the X-Club. 
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Hardware Wholesalers Have 





Adequately Demonstrated Value of 


Their Function in the War Program 


a THEY have given efficient service to the 

manufacturers, on the one hand, and to the 
retailers, on the other during a period when 
emergency conditions have prevailed and 
many new restrictions have been imposed on 
the distribution of merchandise . . . Our chief 
concern today is not so much whether we're 
going to do a profitable business next year, or 
indeed do any business at all, but whether in 
the years which lie ahead we shall continue to 
be citizens of a free government... Time and 
experience will develop the most efficient meth- 
ods of operations under inevitable increase of 


priorities regulations.” 


At the Wholesalers’ 


Thursday Session 


; a can be little 


doubt that the wholesalers in the 
hardware industry have ade- 
quately demonstrated the value 
of their functions and the neces- 
sity of their existence since the 
war program has really gotten 
under way. They have given ef- 
ficient service to the manufac- 
turers, on the one hand, and to 
the retailers on the other during 
a period when emergency condi- 
tions have prevailed and many 
new restrictions have been im- 
posed on the distribution of mer- 
chandise. 

Manufacturers faced with the 
necessity of stepping up their 
production drastically, have had 
to find immediate outlets for 
large quantities of their manu- 
factured products. In_ effect, 
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these outlets were waiting at the 
end of the factory production 
line—in hundreds of well organ- 
ized, firmly established wholesale 
hardware houses, with millions 
of square feet of warehouse 
space, ample financial resources 
and intimate knowledge of what 
was needed, and where, to imme- 
diately relieve the manufactur- 
ers of this log-jam of finished 
products. 


Value of Services 


The retail merchant, likewise, 
has found a convincing demon- 
stration of the value of the 
wholesalers’ services, as he lost 
contact with one source after 
another from which, previously, 
he had been able to obtain ship- 
ments from manufacturers. 
Some retailers may have been 


By H. J. ALLISON 
Glasgow-Allison ‘Co., 
Charlotte, N. C., 
as President of the 
Southern Hardware 
Jobbers’ Association 




















H. J. ALLISON 


disappomted or even critical, in 
the event they were not able to 
transfer their orders immedi- 
ately to their nearby wholesalers 
and get them filled promptly. Of 
course, the typical wholesaler 
has naturally felt that his first 
responsibility should properly be 
to those who heretofore have 
looked to him as their regular 
source of supply. Yet, I believe 
that most wholesalers in this 
emergency have tried to be fair 
and reasonable and have endeav- 
ored to fill the breach resulting 
from the loss by many retailers 
of their one-time factory sources 
of supply. 

We continue to hear rumors of 
long-haired reformers, sitting 
close to the seats of the mighty, 
who claim to have heard a divine 
call to dedicate their lives to the 
elimination of the non-essential, 
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profiteering, parasitic middle- 
man. I trust that wholesalers 
whose operations have any bear- 
ing on our war production pro- 
gram or are a factor in the dis- 
tribution of essential civilian 
supplies will not waste any time 
worrying about such develop- 
ments. For we may be certain 
that there will always be some 
uninformed individuals who will 
feel that wholesalers and retail- 
ers—or, for that matter, doctors 
or lawyers or preachers, or edu- 
cators, or even politicians—might 
easily be eliminated. However, 
any intelligent person knows that 
the functions of the wholesalers 
must be performed by someone. 
These functions will continue to 
be performed by you and me so 
long as we do that job more effi- 
ciently, more economically and 
satisfactorily than any other 
form of distribution can do it. 


Time to Worry 


The story is told of a famous 
senator who, in the midst of a 
fervent speech in the U. S. Sen- 
ate, was suddenly struck by an 
object which became loosened 
from the wall above him and 
crashed down upon his head. One 
of his colleagues rushed to his 
aid and asked if there was any- 
thing he could do to assist him. 
“Yes,” replied the injured sena- 
tor, “go over into the House of 
Representatives and have the law 
of gravitation repealed.” When- 
ever you learn that the House of 
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Representatives, or the Senate, 
or any other official body, can re- 
peal the fundamental law of dis- 
tribution, it will then be time for 
us to become worried about how 
permanent our jobs may be. 

There are, however, new and 
more serious causes for worry 
in the growing restrictions and 
difficulties of this war-time emer- 
gency. We are becoming con- 
cerned about what will happen 
to our operations, and rightfully 
so, because the responsibility for 
the livelihood of thousands of 
American citizens rests upon the 
shoulders of those assembled in 
this room. Yet, in these matters 
our individual interests must be 
subordinated to the requirements 
of the national emergency. 


What of the Future? 


After all, from the long-range 
viewpoint, our chief concern to- 
day is not so much whether we’re 
going to do a profitable business 
next year, or indeed do any busi- 
ness at all, but whether in the 
years which lie ahead we shail 
continue to be citizens of a free 
government. 

Many of the sources of supply 
are, so far as we are concerned, 
out of business for the duration. 
Still others will be. Instead of 
fretting over these developments, 
let us rejoice as each additional 
effort is exerted in our all-out 
program to mobilize America’s 
industrial power to bring this 
world conflict to a_ successful 
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termination at the earlicst pos- 
sible moment. 

We now stand on the threshoid 
of that period of the war emer- 
gency when limitation and re- 
striction orders will begin to re- 
flect themselves statistically in 
our business. Up to the recent 
past, for one reason or another, 
most of the things we have fear- 
ed would happen to us, have not 
actually happened. Yet, I believe 
the most of us have been too well 
informed about present and pend- 
ing developments to be deceived 
by the flood tide of business vol- 
ume which had been created by 
so many varied factors. So the 
recent avalanche of rulings, cur- 
tailing or stopping the produc- 
tion of various durable goods 
lines has not caught us unpre- 
pared. For, at least, there has 
been enough warning that we 
have had time to consider what 
changes might be necessary in 
order to adjust our operations to 
an all-out war production pro- 
gram. 


Effect of War 


The effect of war conditions 
on our respective businesses will 
be different in character and de- 
gree, depending principally upon 
the location and the type of busi- 
ness we operate. Some who are 
located in the war production 
centers may have demands far 
beyond their capacity to meet; 
while others may sustain sub- 
stantial shrinkage in the volume 
of their business because of 
supply or curtailed production of 
civilian goods. Whatever our lot 
may be, we must accept the situ- 
ation in the knowledge that our 
individual welfare has to give 
way to our country’s critical 
needs. For the most of us, in all 
probability, the problem will be 
one of making all possible adjust- 
ments in the effort to maintain 
our personnel and protect our 
investments. 

Needless to say, prudent man- 
agement will endeavor to meet 
this situation to the best of its 
ability. The war gods probably 
never heard of social justice, so 
far as distributors are concern- 
ed; and we, therefore, will not 
rely on a benevolent Uncle Sam 
to provide relief for ill-fed, ill- 
housed and ill-clothed hardware 
jobbers. 

It would seem inevitable that 
whatever business we do will 

(Continued on page 120) 
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Take Pride—Not Satisfaction 
in the Recent Accomplishments 


of Industry 





RICHARD HARTE 


Lise: year at this 


time I spoke in Memphis for a 
few minutes on the early days of 
Tennessee, of the pioneers who 
crossed the Appalachians in 
search of fortune, of whom the 
English commentator wrote, “Al- 
ways at the root of the story we 
find commerce, coastwise trad- 
ing, and the game of marriage 
by capture, with no part played 
by silly notions about liberty, 
nationality, religion or the hu- 
man intellect.” Exactly the same 
type of hard-headed individuals 
founded Louisiana, and Louisi- 
ana’s early days were every bit 
as colorful as those of Tennessee. 
However, since last year there 
has been a Pearl Harbor. For 
this reason I am going to skip 
history and confine my few mo- 
ments to industry and the war. 

When I speak of industry, I 
mean manufacturing, for it is in 
that field of industry that we in 
this room are primarily inter- 
ested. The manufacturer and 
the jobber are one and the same. 
The manufacturer fabricates— 
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———— steel industry production in- 

creased by 7,000,000 tons. Allied Nations’ 
capacity now more than twice that of Axis and 
Axis-dominated countries in this war of steel. 
Machine tool, automobile and airplane indus- 
tries are all making great strides despite early 
handicaps incident to conversion requirements. 
Need of still greater production efforts and 
accomplishments continues vital, and must be 
recognized and understood by all citizens. 


By RICHARD HARTE 
President, 

Ames Baldwin Wyoming Co 
Parkersburg, W. Va. 
President, 
American Hardware 
Mamufacturers’ Ass’n 


the jobber sells. They are an in- 
separable team. 

I think we have reason to take 
pride—not satisfaction of course 
—in some of the recent accom- 
plishments of industry. In less 
than two years annual steel pro- 
duction has been increased by 
almost 7,000,000 tons—or ap- 
proximately equal to the entire 
steel production of Japan. The 
Allied Nations’ capacity is now 
more than twice that of the Axis 
and Axis-dominated countries, 
and this is a war of steel. 


Capacity Increased 


The machine-tool industry we 
have heard criticized and re- 
ferred to as a “bottleneck,” by 
some of our planners. It has in- 
creased its capacity 10 times 
since 1939, and this vear will 


turn ,out $1,500,000,000 of ma- 
chines. 

The accomplishments of the 
automobile industry will make 
satisfactory reading when the 
story can be told. It has now 
$13,000,000,000 in war orders— 
about 314 times the annual value 
of peace-time output, and its 
progress in conversion and new 
production, in spite of the handi- 
caps, has been phenomenal. 

The airplane industry has 
stepped up production 50 per 
cent in the last four months, and 
by early fall the annual output 
rate of 60,000 planes requested 
by the President will be reached. 

The diplomatic, or let us say 
public relation, side of industry 
has had far more concentration 
and careful handling than in the 
last war, and a number of excel- 
lent steps have been taken, and 
more recommended, by indus- 
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try’s spokesmen. As my old boss 
used to emphasize: “It doesn’t 
make the slightest difference 
how good a job you think you 
are doing, if the client thinks 
otherwise.” 

America, in this case, is the 
client. For example: Congress 
has recently completed an inves- 
tigation of profits on Navy con- 
tracts (and Navy contracts are 
an excellent cross section of the 
whole) which showed an average 
of 7.9 per cent on over 19,000 
contracts completed and uncom- 
pleted. Computed on sales, this 
figure is 7.4 per cent. Recent 
studies of the National City 
Bank show that 1941 profits of 
966 manufacturing companies, 
after taxes, was 6% per cent 
compared with 712 per cent for 
1940. This should plow under, or 
at least quiet, the old chestnut 
of labeling industry as war 
mongers and war profiteers. 

A final grave has been dug to 
bury this old corpse—Mr. With- 
erow, president of the National 
Association of Manufacturers, 
on behalf of that association 
which represents some 8000 
manufacturing firms, recently 
recommended to the Ways and 
Means Committee adoption of a 
90 per cent War excess profits 
tax, to be superimposed upon a 
combined normal and War in- 
come tax of 40 per cent, which 
it was estimated would recap- 
ture the greater portion of any 
excessive profits from war con- 
tracts. 

Off the record, I have attended 





a number of meetings of the 
board of directors of N.A.M. and 
you will be pleased to know that 
I have heard repeated over and 
over by executive after execu- 
tive, that he is not seeking large 
profits for his company out of 
the war, but he recognizes the 
frailties and weakness of man 
—that production would be un- 
favorably affected if the profit 
motive was completely elimi- 
nated, to say nothing of the stim- 
ulus that profits have toward low 
costs and efficient operation— 
which America has the right to 
demand. 


The Job Ahead 


I do not wish to have my re- 
marks tonight interpreted as 
“Pollyana”-like in tone. The 
times are far too serious for 
sugar-coating. There is an ex- 
traordinary lack of general un- 
derstanding as to the magnitude 
of the production job ahead; let 
me illustrate: Mr. Nelson has 
stated that America’s war pro- 
duction needs for this year are 
40 billions of armaments. Our 
1941 war production total was 
$12,528,000,000. Germany’s was 
27 billions, Japan’s and Italy’s 
was 18 billions. The Axis’ total 
was 45 billions. Try to appre- 
ciate for a moment the enormity 
of this job! Mr. Nelson’s figure 
—40 billions of armaments—will 
require 40 billion man-hours of 
factery effort (according to Mr. 
Knudsen). In 1941 our $12,528,- 
000,000 of war armaments was 
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produced by 5,600,000 workers. 
The total number engaged in all 
manufacturing was 12,802,000 
persons. Forty billion dollars of 
armaments will require the con- 
centration of from 12,000,000 to 
17,000,000 persons alone, de- 
pending, of course, on the length 
of the work week. For example: 

A 40.5-hour week (the aver- 
age work-week of 1941) will re- 
quire more than 18 million 
workers 

A 50-hour week will require 
15,380,000 workers 

A 60-hour week will require 
12,820,000 workers 
and, as I said, the total engaged 
in all manufacturing, civilian 
goods, armament, everything, in 
1941 averaged 11,880,000 per- 
sons. If we continue the work- 
week average of 1941—now in- 
fluenced and restricted by stat- 
ute—almost 18,000,000 workers 
would be necessary on war work 
alone, and less than 12,000,000 
men in 1941 were engaged in all 
United States manufacturing. 
Think of those figures! Does 
America have a true conception 
of the problem? Has she been 
told the facts? Do our political 
leaders care to recognize the real 
situation? 


Need for Awakening 


The New York World-Tele- 
gram summarizes, perhaps bet- 
ter than I can: 

“The nation needs to awaken 
to the.full gravity of the peril 
that confronts it. 

“It needs to appreciate how 
badly we have been defeated 
in three months of war. 

“It needs to understand that 
it is possible for the United 
Nations and the United States 
to lose this war and suffer the 
fate of France—and that this 
possibility may become a prob- 
ability if the present tide does 
not change. 

“It needs to get away, once 
and for all, from the comfort- 
ing feeling that while we may 
lose at the start we are bound 
to win in the end. 

“Only when fully aware of 
existing perils will the United 
States do its utmost. Pray 
God that awareness will not 
come too late, as it did wm 
France! 

“Production Director Don- 
ald Nelson appeals for vastly 
increased industrial output on 
a 24-hour, 7-day basis—168 

(Continued on page 122) 
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Can We Take It? 


HERE are benefits and rewards to be derived 
from the present situation. They are to be 
found in simplification, elimination of waste, 
development of ingenuity and resourcefulness, 
adaptability to new demands, cooperation and 
integration and higher standards of leadership. 





JOHN S. TOMAJAN 


> AN we take it? Of 


course we can take it! We can 
take anything if only we have 
the spirit for it. The real ques- 
tion is—Have we the will to take 
it? 

We are here today to discuss 
some problems arising out of the 
war. We shall discuss the price 
we must pay in return for hav- 
ing a part in the great drama 
which is being enacted with the 
entire world as its stage. How- 
ever that may be, I shall not talk 
about our problems. Instead, I 
shall speak of some of the bene- 
fits which will come to us in re- 
turn for paying the price. For 
there are benefits and rewards 
even in this tragic situation for 
those who take it with spirit and 
with a will! 

Today there can no longer be 
illusion. We now face grim, 
stark reality. 

Yes, reality is what we face. 
True, too many of us still cling 
to the forlorn, illusory hope that 
on some bright morning we shall 
read in our newspapers that 
someone has won this war for 
us. Some of us still hope that we 
shall be spared from facing the 
impending disaster of actual per- 
sonal sacrifice with which each 
passing day threatens us. Some 
of us continue to “whistle in the 
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dark” and say that it will not 
happen here. But these victims 
of illusion are in the minority. 
Most of us frankly face the ugly 
reality that we are in it to the 
bitter end. We are ready to do 
our part, whatever that part may 
be. 


Two Ways of “Taking It” 


There are two ways of “tak- 
ing” this situation. 

One way is to wring our hands 
in self-pity for being alive dur- 
ing this eclipse of what we have 
called civilization. We can look 
upon it as a new Dark Ages—a 
period of havoc, chaos, destruc- 
tion, complete loss of everything 
worthwhile. 

The other way of “taking it” 
—and I prefer this way—is to 
remember that even in this 
situation there are benefits and 
rewards. It is our opportunity 
to recapture essential qualities 
of character which have been all 
but completely lost through dis- 
use during a long period of com- 
parative comfort and ease. I am 
not a “Pollyanna.” This wil! be 
a baptism of purifying fire. And 
I believe with deep sincerity that 
there are real advantages in it 


* * 
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for us if we meet the challenge 
with a will. 

I can think of many general 
advantages which will come to us 
as a nation. Let me mention a 
few. The regeneration of na- 
tional unity. A higher sense of 
citizenship—one which inspires 
us to undertake the duties and 
responsibilities as eagerly as we 
accept the privileges. The reaf- 
firmation and profession of high 
spiritual standards. A greater 
social consciousness on the part 
of alk our people. More self- 
discipline, and, therefore, less 
need for discipline by law. These 
and many other basic benefits 
will come to us as a nation. They 
will not come easily. They will 
be beaten out on the anvil of 
common adversity as we “take 
it,” together, as a united people. 
And I have a firm faith in the 
outcome. We shall emerge a 
great nation in the noblest sense 
of the word. 

In September, 1939, immedi- 
ately after war broke out in 
Europe, we held a meeting of 
management executives from our 
four plants. Our Canadian plant 
was in a country already in the 
war. At that meeting we dis- 
cussed the implications of the 
situation even to the possibility 
that the United States might be- 
come involved. We did not claim 
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unusual powers of foresight. We 
simply tried to consider as many 
of the possibilities as we could. 
We then tried to determine our 
course of action in the event that 
these possibilities should mate- 
rialize. This was not done in a 
single meeting. But beginning 
with that meeting, and through- 
out the series of meetings that 
have since followed, we have 
shaped our policy with the idea 
not of resisting but of putting 
ourselves in harmony with the 
trend. We have tried to face the 
realities. 

As a result we have learned 
many things from our experi- 
ence which we consider decided 
benefits arising out of the war. 
I shall speak of a few of them. 


Simplification 

During the struggle out of the 
depression years a great deal of 
duplication and complication had 
crept into our lines. A house- 
cleaning was badly needed. Yet 
during the years of keen com- 
petition, unchecked by any fear 
of shortage of materials, we did 
not have the courage to do what 
we knew we should do. Curtail- 
ment and simplification cannot 
be accomplished during a time of 
abundance. But with 1939 the 
opportunity appeared. We de- 
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an iron lacework. 
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cided at once to grasp it as 
rapidly as possible. Long before 
Pearl Harbor we had already re- 
duced our variety by more than 
two-thirds. And not at the ex- 
pense of sales volume! 

The advantage of this is ob- 
vious. We were able to maintain 
abundant stocks of a smaller, yet 
an entirely sufficient variety, in- 
stead of inadequate quantities of 
a large range of merchandise. 


Elimination of Waste 

In a period of abundance it is 
easy to develop wasteful habits 
because there is an unlimited 
supply of everything. Now that 
we face scarcity, we find our- 
selves reverting to those dis- 
carded habits of intelligent 
thrift on which most of our busi- 
nesses were originally based. We 
are examining expenditures care- 
fully from the standpoint of 
soundness — not generalizations 
or sophistry. Even in the matter 
of trade practices we are using 
the yardstick of “usefulness,” 
instead of simply “following the 
other fellow.” It is an admirable, 
not an arrogant, independence. 





Challenge to Ingenuity 


This war is a great challenge 
to our ingenuity and resource- 





fulness. As our backs get to the 
wall because of actual and threat- 
ened shortages of all kinds, we 
are compelled to pioneer as never 
before in our lives. It is a long 
time since most of us have faced 
a struggle for existence. In our 
fight for survival we are finding 
unexpected reserves of ingenuity. 
This is already leading us into 
new fields and to new dis- 
coveries. 


Challenge to Adaptability 


Our ability to adapt ourselves 
to new demands is being tried. 
Conversion to war work is a 
challenge to every department of 
the business. We have been ac- 
customed to making and selling 
standard merchandise for stock. 
The new task of obtaining war 
work is a tough selling problem. 
To convert a sales organization, 
accustomed to selling “regular 
goods to the regular trade,” into 
one to go out and obtain srecia! 
war work is taxing the adapt- 
ability of the management as 
well as of the salesmen. It is 
going to require a great deal of 
time, energy and patience. 

The problem is equally trying 
in our engineering and our pro- 
duction departments. Most of 
our operations up to now have 
been based upon familiar repeti- 
tive procedures. We now have a 
situation in which the greater 
part of our work will be special, 
if we convert successfully—as 
we must if we are to survive. 
This not only develops our adapt- 
ability, but it also challenges 
our courage and willingness to 
tackle things off the beaten path. 


Cooperation and Integration 


To me the most significant 
thing that came out of that meet- 
ing of our managers in 1939 
was a strong, spontaneous sense 
of integration. We realized at 
once that “we were all in the 
same boat.” Even though the 
situation seemed only remotely 
serious at that time, the yeast 
had started to work. As succeed- 
ing events unfolded we developed 
a passionate determination to co- 
operate for survival. Only in the 
face of adversity could such a 
high degree of cohesiveness 
have been achieved. 

As a result of all this we have 
in our company a higher degree 
of voluntary cooperation—a 
reaching toward one another 
“for the common defense”—than 
has previously been true. Prop- 
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erly led or directed, this force 
is a great asset during the war 
period. When peace returns it 
will be priceless. 

Voluntary cooperation based 
upon sympathetic understanding 
within an organization is a goal 
toward which all of us have been 
desperately reaching for many 
years. The war will help us 
reach that goal. 

Labor and management have a 
great deal to learn about each 
other. They have a great deal to 
learn from each other. Common 
adversity is bringing them closer 
together. Out of it will come 
comradeship and, later on, under- 
standing.. When it does, it will 
be our job to preserve diligently 
what has been won at such great 
cost. 


Challenge to Leadership 


Finally, the war is a serious 
challenge to leadership. 

England’s Minister of Labor, 
Ernest Bevin, makes a remark- 
ably significant statement in his 
book “The Balance Sheet of the 
Future.” 

“What better place is there,” 
he asks, “for disciplining and 
controlling great masses of work 
people than in the factories? 
Outside the works they are apt 
to become a rabble. Inside, the 
people are accustomed to man- 
agement and control. The works 
Managers can assume a role of 
leadership unprecedented in the 
history of industry.” 

This from the leader of the 
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largest labor organization in the 
world! : 

It sounds reasonable, doesn’t 
it? Yet it is fair, I think, to say 
that at least during the last gen- 
eration—(I am positive that it 
is much longer)—the oppor- 
tunity to “assume the role of 
leadership” has not been grasped 
by managers. Our vision has not 
been sufficiently clear. Through 
a careless use of language we 
have developed a faulty concep- 
tion of managerial responsibility. 
We have talked and thought in 
terms of the profit motive. It 
should instead have been clear to 


Pirates’ Alley, in 
the heart of the 
French Quarter, is 
supposed to have 
been used by 
Jean Lafitte in 
transporting smug- 
gled goods about 
the city of New 
Orleans. Opposite 
this pirate haunt 
is Jackson Square. 


us that profit is the product, the 
result, of good management. 

That approach to the task of 
management has made us nar- 
row. We have neglected some of 
the more vital, living things that 
can increase or diminish profit. 
The principal neglect has been 
that of the human factor. That 
sounds scientific.. Let me restate 
it. We have forgotten that we 
work with people. We have been 
more concerned with things than 
with men. We have’ shown 
greater patience and skill in 
overcoming technological prob- 
lems than in mastering the deli- 
cate intricacies of human rela- 
tions. 

I believe that the experience 
of this war is going to lead us to 
recognize the value of the human 
spirit in an organization. Only 
the indomitability of the human 
spirit will enable an organiza- 
tion or a business to survive. I 
predict that we shall hereafter 
be even more diligent in our 
stewardship of that asset—the 
spirit of our people—than we 
are of the physical properties en- 
trusted to our care. 

We are engaged in a great 
war. That war is not confined to 
the battlefields on land, at sea, 
and in the air. It is being fought 
in our homes, in our factories, in 
our cities, towns and villages. 
We are all in the Service. 

There are roughly 185,000 
manufacturing organizations in 
the United States. What propor- 
tion of the leadership, do you 

(Continued on page 123) 
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THOS. K. RUFF 


N O long range pol- 


icy of distribution can be adopt- 
ed. All that we can do is to dis- 
cuss our problems with mutual 
understanding, in the hope that 
some basic conclusions may be 
reached that will guide us in 
charting our courses in the fu- 
ture. 

I would like to take this oppor- 
tunity to compliment the jobbers 
of America on the splendid job 
they have been doing. It has 
been through your foresighted- 
ness in accumulating large re- 
serve stocks that the average 
hardware retailer, with limited 
capital and buying power, has 
been able to stay in business. 
For the retailers of America I 
express our thanks and our con- 
gratulations on doing a “swell’’ 
job. 

The distribution of hardware 
and kindred lines is one of the 
most important jobs to be done 
during the present emergency. 
Hardware is so _ essential to 
proper living, civilian arid na- 
tional defense that its proper 
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The Retailer's Viewpoint 


By THOMAS K. RUFF 
Ruff Hardware Co., 





Columbia, S. C. 
President, 
National Retail 


distribution becomes a “must” 
during our war effort. The rais- 
ing of food, proper housing and 
living, maintenance of factories 
and institutions, construction of 
our war machinery and the 
building and equipping of our 
camps depend upon proper dis- 
tribution of hardware. 

If we, the hardware distribu- 
tors of America, fall down on 
our jobs through selfishness or 
indifference and do not put aside 
our personal interests and do our 
share to bring victory to our 
armies, we are derelict in our 
duty and are not worthy to be 
called American citizens. 

“Win the war” should be the 
number one item on our desk. 


* 


Hardware Association 


Whether you or I stay in busi- 
ness is of secondary importance. 
But, due to the nature of our 
business, we have automatically 
assumed certain responsibilities 
that demand that we do a good 
job in our field in order that our 
armies can carry on. 

Our system of distribution, 
that is manufacturer to jobber 
to retailer has proven adequate 
and economical during the past 
year but the day has come when 
we are going to have to do a bet- 
ter job. Merely setting oneself 
up in business and establishing 
yourself as a dealer in certain 
commodities does not necessarily 
make you a component part of an 
industry. No business can ren- 
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At the Wholesalers’ 
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ISTRIBUTION of hardware and kindred lines 
one of most important jobs in present emer- 
gency essential to proper living, civilian and 
national defense. Jobbers’ foresight in accumu- 
lating large reserve stocks has enabled average 
hardware dealer to stay in business. Whole- 
sale-retail co-partnership must develop greater 
efficiency and seek out available lines to sell. 
Retailers and wholesalers who survive will be 
better merchants for the experience. Jobbers’ 
salesmen have vital job in keeping dealers ad- 
vised of new lines, ideas and opportunities. 
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RETAILER —GOOD-WILL ENVOY... 


N DECEMBER 7 of last year the hardware 
O and sporting goods dealer was given a 
new responsibility. He was made good-will am- 
bassador, in a sense, to his customers. He 
stands between them and priorities, curtail- 
ments, price rises, and substitutions. He is the 
one who must tell Mrs. Jones why she can’t buy 
certain types of hardware, why Willie Smith 
can’t get the kind of golf balls he wants. 


Not so very long ago, a dealer was successful 
if he carried a well-rounded line of quality mer- 
chandise, gave good service to his customers, 
kept his store in first-class shape and handled 
his promotions and displays effectively. He still 
must carry on these activities as best he can. 

Time spent in explaining today’s conditions 
as they apply to retail purchases is well spent 
indeed. The majority of customers are fair- 
minded, willing to listen to reason. When ap- 
pealed to with facts about the merchandise 
asked for, they’ll cooperate to the limit. 


We needn’t go into all the factors currently 
influencing business today. About the best any- 
one can expect to do is to sell what people 
really need most, or suggest a workable and 
practical substitute that you have in stock or 
can still be delivered. It’s a good thing to re- 
member that you’re one of the representatives 
of industry-at-war to your customers. Diplo- 
macy and a sense of fairness, even a sense of 
humor, will keep them coming to your store. 
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SERVICE DEPARTMENT 


FOR GUNS—A sales 
and good-will builder 


Target rifles, shot-guns and’ 
big-game rifles need repairs 
and adjustments from time 
to time. So why not make 
some extra profit as well as 
build up shooters’ patronage? 
Establish a service depart- 
ment for guns. Most deal- 
ers can make arrangements 
with a reliable gunsmith to 
handle their customers’ re- 
pair jobs. Maybe some as- 
signments will be so minor 
that you or your handy man 
can do them. 

But no matter what ar- 
rangements you make for 
servicing, helping people 
keep their guns in shape 
means splendid contacts that 
pay dividends ine sales of 
sporting goods and even mis- 
cellaneous hardware items. 





Says Merchandising Mike: 

4 “HELP YOUR 

CUSTOMERS 

SAVE THEIR 

CHANGE AND SERVE 
THEIR COUNTRY” 


“Some of the hardware 
stores are doing a fine vol- 
ume for Uncle Sam in War 
Savings Stamps, simply by 
reminding people of them. A 
dealer friend of mine keeps 
these stamps in one compart- 
ment of the cash register 
drawer. When he makes 
change, he asks customers if 
they wouldn’t like some of 
their change in War Stamps. 

“A lot of people mean to 
buy more War Savings 
Stamps than they actually 
do. You can help them save 
their change and do a much- 
needed job for Uncle Sam by 
making it easy to buy War 
Savings Stamps, by remind- 
ing customers to purchase 
them when they have change 
they could put to that purpose.” 


‘“Kleanbore “Hi-Speed” are Reg. U. S. Pat. Off. by Remington Arms Co., Inc., Bridgeport, Conn. 
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der efficient, worth while service 
until it becomes a part of the 
system and recognizes its re- 
sponsibilities and obligations to 
that system. 

When a hardware retailer 
opens a business he automati- 
cally assumes the responsibility 
of supplying the needs of his 
community in a price range that 
will best serve his customers. It 
is his job to study their needs 
and keep them informed of new 
and improved merchandise. 

If this is the job of a retailer, 
then his sources of supply must 
do the same thing for him. 1 
grant you that not all retailers 
take this point of view, and our 
branch of the industry has a lot 
of storekeepers who call them- 
selves merchants. But you will 
also have to admit that there are 
a good many warehousemen who 
travel order takers and call 
themselves jobbers. 

The complex situation that has 
been brought about by the war 
will probably give a good many 
of us an excuse to do a poor job 
of running our businesses. But 
there is no alibi or excuse for 
not being aggressive. 

You jobbers are responsible 
for the stocks of the vast major- 
ity of retailers and the question 
that is giving them most concern 
is, what am I going to sell to 
take the place of some of the 
items that are not now avail- 
able? The large majority of 
hardware retailers are small and 
do not have the opportunity or 
time to search markets for new 
merchandise. This is your job 
and your responsibility to see 
that they are at least exposed to 
new trends and substitute mer- 
chandise. 

I know that there is not a man 
among you but who is happy to 
do without any item that is nec- 
essary for the war effort. But it 
is also apparent that to keep our 
organizations intact and pay 
taxes we have got to stay in 
business. We retailers have got 
to do a much better job than we 
have been doing. You jobbers 
must realize that you are co-part- 
ners with us, and how well we do 
our job depends largely on how 
well you do yours. 

I believe that it is the inten- 
tion of our government to allow 
sufficient items of hardware nec- 
essary for civilian needs to be 
manufactured, but the equitable 
distribution of this merchandise 


68 


is your job and mine. For a 
manufacturer to show partiality 
or for a jobber or retailer to al- 
low any customer more than his 
reasonable requirements is not 
only unfair but is directly op- 
posed to the war effort. It is 
therefore incumbent upon all of 
us that we see that an equitable 
distribution is made of all avail- 
able merchandise from manufac- 
turer to civilian consumer. 

You may say that this is a 
beautiful thought, but how is it 
to be done? If I could answer it, 
Don Nelson would have me in 
Washington tomorrow. 


Salesmen 


However, there are several 
things which I believe will help. 
The first of these is in regard to 
salesmen. 

I believe that every salesman, 
whether he works for a manu- 
facturer, jobber or retailer, 
should be instructed not to un- 


load his worries on his custom- 
ers and to stop spreading gloom 
and pessimism. Let him be able 
to discuss intelligently why cer- 
tain materials are necessary for 
war and why certain items must 
be given up by civilians. Stop 
criticizing and making fun of 
our officials who are sincere and 
untiring in their efforts to do 
what is best for our country as 
a whole. Get behind those who 
are at the head of our govern- 
ment and start doing your share 
of sacrificing. Work—and by all 
means, let’s stop this complain- 
ing about what’s Washington go- 
ing to do to keep me in business. 

I am afraid that a good many 
of us retailers, and _ possibly 
some jobbers, will not weather 
the storm. Those of us who do 
will be better merchants for the 
experience. 

I am wondering if the jobber’s 
salesman hasn’t got to start do- 
ing a little better selling job. 
The hardware merchant who 
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F STERLING WIRE PRODUCTS 
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PRINCIPAL PRODUCTS 
INCLUDE: 


Woven Wire Field and Poultry 
Fence, Ornamental Fence, 
Poultry Netting, Hardware 
Cloth, Smooth and Barbed 
Wire, Gates, Bale Ties, Fence 
Stretchers, Pump Rods, Steel 
Billets, Rods, Bars, etc. Write 
for catalog. 





When making steel at Sterling we use only modern electric furnaces— 
the kind of furnaces ordinarily used for stainless steels, tool steels and expen- 
sive heat and corrosion resistant alloys. The high voltage electrical current 
passes through the molten metal—agitating, refining, purifying. The inherent 
properties of Electric Furnace steels are combined with the rust resistance 
of Sterling steels copper content (min. 0.20 copper) to assure longer life for 
the finished wire products. 


Sterling’s Electric Furnaces are working night and day to produce the 
wire products you need. Check with your Jobber or write direct for informa- 
tion on available supplies, production and shipment. 


NORTHWESTERN STEEL & WIRE COMPANY 


Incorporated—Northwestern Barb Wire Company—1879 
STERLING, ILLINOIS 











comes through is going to be a 
better merchandiser than he is 
today. The salesman who calls 
on him must be able to speak his 
language; is going to have to 
know something about retail 
merchandising and display, and 
should be able to suggest new 
merchandise and how it should 
be sold. 

There is no better time to 
start this campaign than the 
present. Jobber salesmen can be 
of inestimable value to retailers 
in suggesting new lines. In cov- 
ering their territories, they 
could pick up new ideas from de- 
partment and syndicate stores, 
could find out the experience of 
other hardware stores with new 
items and be able to give helpful 
suggestions on how such mer- 
chandise should be sold. 

There is quite a large field in 
house furnishings that has been 
overlooked by both jobbers and 
retailers and most of this type of 
merchandise is still available for 
civilian use. 

There is a large market for 
odd furniture and_ unfinished 
furniture which should be a nat- 
ural for the hardware store. 

The shortage of rubber is go- 
ing to have a very definite ef- 
fect upon hardware distribution. 
People are going to stay at home 
more and entertain more at 
home. This opens a market for 
many things that the hardware 
store can sell, including lawn 
and garden furniture. There are 
many attractive items in this 
line, made of wood. People will 


buy these things for outdoor en- 
tertaining. 

Another large field is that of 
recreational goods, for fixing up 
and equipping home play- 
grounds, and playrooms in the 
attic or the basement. There are 
many games—badminton, table 
tennis, etc.—that the hardware 
store can add, along with picnic 
equipment. 

Another result of the rubber 
situation is that people will shop 
nearer home, instead of travel- 
ing to the big department store 
or syndicate store downtown or 
in the neighboring city. You 
jobbers should help retailers to 
prove to the public that the re- 
tail hardware store is prepared 
to supply the needs of the com- 
munity at reasonable prices. The 
hardware store should be en- 
couraged and helped to promote 
the idea that it is more than a 
place to buy a hammer and nails; 
to demonstrate that it is the 
place to go for items that make 
for better living. 

It has been estimated that 
$17,000,000,000 will be in the 
hands of wage earners to spend 
in 1942. What proportion of this 
will go into the hardware indus- 
try depends on proper planning 
and full cooperation between 
jobber and retailers. 

There is a change in hardware 
distribution that we retailers 
view with alarm. That is the 
selling of hardware by filling 
stations, appliance stores and the 
increased activity of drug and 
department stores. Filling sta- 


tions and appliance shops are 
adding good hardware store 
items—bicycles, paints, lawn and 
garden goods and other house- 
hold needs. 

While none of the jobbers here 
present are guilty of contribut- 
ing to this situation, let me cau- 
tion you that continuance of this 
practice by those who are doing 
so will mean ultimately the elim- 
ination of both jobbers and re- 
tailers. These new outlets are 
not loyal to our system of distri- 
bution and as rapidly as they are 
able to do so they may be ex- 
pected to resort to group buying 
and direct factory connections. 

It is conservatively estimated 
that, due to the shortage of mer- 
chandise, the retail dollar volume 
will be off 25 per cent this year. 
This, together with*the pres- 
ently threatened overall price 
control, makes it more than ever 
necessary that retailers and job- 
bers work more closely together, 
if we are to survive. 

Let me urge you to keep up 
your dealer contracts, train your 
salesmen in wartime selling, stay 
shy of accounts that are not le- 
gitimate hardware distributors, 
add new lines and, above all, sup- 
port your government in its war 
effort. 

American business is on trial 
and when we come out of this 
war, increased governmental 
control of business may be 
avoided only if business has done 
its job so well that the public 
will not tolerate further inter- 
ference. 


MEMBERS OF A.H.M.A. EXECUTIVE COMMITTEE 
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What we do today is worth twice 
that done tomorrow. Whether it be 
the manufacture of guns or hard- 
ware, or serving in channels of dis- 
tribution. It is a race against time. 
cvery resource must be pressed into 
action, and every precious moment 
made to count. 


SAVING TWO 
HOURS IN THREE 
\ 


> = 
P e@ Thus—not alone in sav- 
D! | ing costs but saving vital 
time—are Dexter-Tubu- 
lar Locks and Latches playing an im- 
portant role. Saving via the Dexter 
"Drill-Hole" installation, eliminates 
deep mortising — cutting two-thirds 
that time. Three doors can be Dexter 
Tubular equipped to one the ordinary 
way. 





= 





* 


STEPPING-UP 
THE SAVING 


Speeding-up the 
operation with the 
Dexter "Bit-Guide" 
is like using a jig 
in streamline fac- 
tory methods. Merely clamp on the 
door, automatically self-centers and 
directs the boring straight and true. 
No chance of cutting across into the 
face of the door—mokes application 
doubly fast and simple. 


RUGGED 
DEPENDABLE 
QUALITY 


Underwriting the 
Dexter-Tubular Line 
is a Lifetime Warranty—positive cer- 
tification of its performance. How- 
ever, nothing counts like experience. 
Dexter is the Original, the pioneer 
Tubular. It's got to be good—proven 
successful over the years. 





Hardware of war/ 


YOUR CONTRACTORS AND 
YOUR SALES 


Your contractors working on Defense 
Housing jobs are depending on you 
to keep them posted on materials 
that mean saving money or time. 
You should know all about Dexter- 
Tubulars. Why they save time. How 
the Bit-Guide operates. What the 
Warranty says. 

Just off the press comes a new Cata- 
log with complete information. Full 
line of all-steel, glass knob, and Dur- 
alin (plastic) trims are_ illustrated. 
Federal Type Numbers are listed 
under each item. A handy volume 
to simplify the work of figuring lock 
and latch hardware for Defense 
Housing jobs. Let us send you your 
free copy—write—no obligation. 


CERTIFIED TO CONFORM WITH FEDERAL EMERGENCY SPECIFICATIONS ON DEFENSE HOUSING 
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Warehousing—Taxes—Inflation 


—Price Control—Credits 


S PEAKER answers six timely questions and 

suggests careful budgetary control; detailed 
analysis of present and prospective personnel; 
training of women to take places of men called 
into service; economies and elimination of 
waste of materials; strong collection and credits 
policies and a general effort to prepare for 

post-war period. 


By GEORGE ROGERS 


George Rogers, Inc., 
New Orleans, La. 
Accountants and Efficiency 
Engineers 


7] e How long will the war last? 

The papers have quoted Presi- 
dent Roosevelt as saying that 
if the Russians can hold the 
Germans this year the war 
might be over by 1945; if the 
Russians don’t hold the Ger- 
mans, goodness only knows 
when it would be over. So, I 
believe you will be smart in 
making your future plans for 
a war lasting at least another 
three years, not forgetting that 
government control of business 
will continue probably far into 
the post-war period. 

2. How high will taxes go? 

As our boys lose their lives 
and as the war lasts longer, 
taxes will increase to the point 
where there will be little left for 
big salaries, bonuses and stock- 
holders, because it is not in the 
cards today for any of those at 
home-to get: rieh while others’ 


blood is being spilled. And right 
here let me say that in your 
future planning you must con- 
stantly remember that Uncle 
Sam is going to upset your finan- 
cial applecart by taking cash out 
of your business that you will 
have to borrow, or squeeze out 
of your current assets, such as 
accounts receivable or inven- 
tories. 

It’s perplexing to have things 
change so fast. A year or two 
ago it was thought that as infla- 
tion was confronting us that it 
would be wise to buy anything 
and everything as long as one 
could get long terms, and many 
did just that thing, and based 
their annual maturity payments 
on their profits at that time and 


At the Wholesalers’ 
Tuesday Session 


The ever-growing skyline of New Orleans, the South's greatest city 
and the nation’s second port in point of value of foreign commerce. 


also the tax rates at that time. 
Now taxes are taking so much 
larger a share of profits, and 
will continue to take more and 
more with the result that net 
profits will be so much smaller, 
I don’t know how some of those 
people are going to meet their 
obligations. 

8. How much price control 
will we have? 

I believe we can look for the 
government to control the whole- 
sale and retail price of nearly 
everything. 

I quote from the Business and 
Legislation Report dated April 
11, speaking about price control: 

“Price, wages, and profits 
will probably be the three sec- 
tors involved in the simultane- 
ous controls. And instead of 
fixing selective or individual 
prices or wages, the tendency 
is moving dramatically toward 
the over-all method which at 
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that pull sales for you 


and save materials needed for war 








Customers are quick to see... and buy... from this colorful display. These smart, Tenite 
plastic pulls and knobs sell themselves . . . for new homes... and for replacements. They’re 
vitally gay and better. Tough. Resilient. Will not chip, crack, fade nor tarnish. An occasional 
wipe with a wet cloth will keep them bright. Hollymade Pulls and Knobs come in 8 colors 
(see above). Tenite is approved by the Board of Underwriters for home use. 


Hollymade Pulls are packed 2 dozen to the box with 1Y%e” washer-head machine screws. 


Hollymade Knobs are packed 2 dozen to the box with 22” C head nickel-plated bolts and 
nuts except the Padre Knob No. 107, which is packed with 1 Ye” washer-head machine screws. 
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least in the field of retail price 

control would place a ceiling 

over all prices. Note what 
they say: Would place a ceil- 
ing over all prices. 

“Not yet determined, though, 
is whether restriction will be 
actual ceiling freezing retail 
prices as of a specific date or 
a pegging of profit margins 
for both the wholesale and re- 
tail distributors. Perhaps a 
compromise of both methods 
will be used depending upon 
the class of the commodity.” 
4. From a long range view- 

point are we headed into infla- 
tion or deflation? 

I don’t know about this one, 
but it’s certain to be inflation in 
the near future and for the dis- 
tant future all I can say is that 
what goes up must come down. 


Taxes are and will deflate plenty 
of us right now. 

5. How much merchandise is 
going to be available? 


Defense Projects 


Those jobbers who live in de- 
fense areas and can sell defense 
projects will probably do good 
volume but possibly will have 
deliveries delayed and interrupt- 
ed more so as the war goes on. 
As far as merchandise that will 
be available for civilian use is 
concerned, my guess is that it 
will be very scarce in a few 
months, as I cannot understand 
where the machinery, manpower 
and other facilities will come 
from, when our munition pro- 
gram is estimated to require 75 
to 85 per cent of all the idle or ac- 
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MANUFACTURERS’ ASSOCIATION 
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President 
Richard Harte. Ames Baldwin Wyoming Co. 


Vice-Presidents 
P. E. Barth, Sargent & Co. 
S. T. Olin, Western Cartridge Co. 
J. S. Tomajan, The Washburn Co. 


Secretary-Treasurer 
Charles F. Rockwell 


Executive Committee 
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Fayette R. Plumb, Fayette R. Plumb, Inc. 
Isaac Black, Russell & Erwin Mig. Co. 
S. Horace Disston, Henry Disston & Sons, Inc. 


D. A. Merriman 


J. E. Stone, The Stanley Works 

A. E. Alverson, Greenlee Tool Co. 

Robt. G. Thompson, The Lufkin Rule Co. 
H. B. Wilson, Mathias Klein & Sons 









tive machinery in the country. 
Anyone who thinks that there 
will be anything like normal 
quantities of civilian merchan- 
dise for sale, just can’t realize 
the effort that this country must 
put forth to furnish itself and 
its allies with the necessary war 
implements to assure victory for 
our side. 

6. How great will be the 
switch from civilian to war pro- 
duction? 

Not so fast as the war authori- 
ties would like but faster than 
some of us expect, I believe be- 
fore the fall sets in we shall 
be experiencing some drastic 
changes in business. 

You must not forget that gen- 
erally speaking you are operat- 
ing under conditions today that 
are entirely new and strange 
and are not comparable to any 
in history and that executive 
alertness is absolutely necessary 
to continue profitable operation 
or going into bankruptcy. Al- 
though your volume may be good 
now, yet, everything as far as 
I can see points to decreased 
volume of sales for the jobbers 
and it might be advisable to lay 
your future plans with this in 
mind. So, in order to keep your 
fingers closely on the pulse of 
your business and allow for an 
easy and quick analysis of the 
trend of your business I would 
suggest that you install, if you 
haven’t one already, a budget 
system, or budgetary control, as 
it is called. 


Must Make a Profit © 


No matter what the business 
problems are today and will be 
tomorrow you have still got to 
make a profit from your opera- 
tions or dry up; and figuring 
your financial, purchasing and 
expense budgets will enable you 
to do things and lock the door 
before the horse gets out. You 
won’t have to wait until the end 
of the year before you do some- 
thing about things. 

Another suggestion is that I’d 
look over every man in my em- 
ploy, if you have not done so, 
and figure out his chances of be- 
ing drafted, bearing in mind 
that draft rules and regulations 
are going to be tougher and 
tougher as far as exemptions 
are concerned. I would train 
women to take the places of 
those that I figured would be 
called to service. In fact I 

(Continued on page 129) 
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THE OUTLOOK FOR THE ROOFING 


With home-building in 1942 limited to low-cost 
housing in selected defense areas, the emphasis 
on the re-roofing market is greater today than 
ever betore. Alert building supply dealers and 
contractors who have for years profited from 
pushing re-roofing business are enthusiastic 
over the volume possibilities the current situa- 
tion presents. 

Home-owners have more money to spend, 
fewer ways to spend it. All the more reason to 
invest in re-roofing—a proved method of in- 
creasing the long term value of any home 
investment. 

Are you prepared to get your share of the 
business? There’s an easy way to do it. 

Feature Barrett Roofings and other building 
products. Tie in with “the greatest name in 
roofing.” Make use of Barrett’s 1942 promotion 
material. Direct mail campaigns, personal sell- 
ing aids, job signs and store signs, window dis- 
plays and product literature are all designed to 
help you sell. 

The combination of quality materials and 
selling tools is keyed directly to today’s con- 
ditions. Ask your Barrett salesman, or write 
today for details. 





THE BARRETT DIVISION 
ALLIED CHEMICAL & DYE CORPORATION 


2800 So. Sacramento Ave., Chicago Birmingham, Ala. 
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BUSINESS 


ROLL ROOFINGS * ROCK WOOL INSULATION © PROTECTIVE PAINTS and CEMENTS *® BLACKOUT PRODUCTS 




















At the Wholesalers’ 
Wednesday Session 


1. this crisis neither 


theories, nor good intentions, nor 
social experiments, nor economic 
innovations can save us. What 
will win is the skill, vision and 
will-power that characterize our 
leaders in industrial management 
and our system of private enter- 
prise. It is a system that, un- 
like that of France, is neither 
enervated by long social strug- 
gles, nor corrupted by bribery, 
nor greatly mismanaged by its 
leaders. Our industrial system 
is almost incredibly virile and 
resilient, despite its own mis- 
takes, despite the harrying of 
critics who would have liked to 
destroy it and despite the in- 
numerable restrictions that have 
been placed upon it by govern- 
ment. 

Its task today is the creation 
of the means of victory. When 
this war is done and won, private 
enterprise can well rest its case 
on its production figures. It can 
count on the survival of the habit 
of private enterprise among the 
130,000,000 people of the coun- 
try. Whatever sacrifices in daily 
living the war may bring, a peo- 
ple with the habit of high living 
standards will never be satisfied 





Only a Free Industry 


“THE TASK of American business is not only 

to produce in greater quantity, not only to 
improve the quality of that production, not only 
to keep alive the spirit of enterprise in the face 
of all discouragement, but to interpret itself to 
the American people so that they will not again 
forget the immeasurable debt that this country 
owes to private enterprise.” 


with a denial of the greatest pos- 
sible supply of goods after the 
war. Only American private en- 
terprise can supply these goods. 
Americans will look to their in- 
dustry and their industrial lead- 
ers for those goods of peace, just 
as they now look to industry for 
the goods of war. 


Industrial Centers 


I have recently spent some 
weeks visiting the centers of in- 
dustrial enterprise throughout 
the United States. Among oth- 
ers, I examined with a good deal 
of care many of the major air- 
craft plants of the country. The 
aircraft industry, I think, will 
serve as well as any other to il- 
lustrate the general statements I 
have just made. 


The French Market—one of the most colorful spots in New Orleans. 


It is, above all, an industry of 
immense variety. Such a variety 
could never have been dreamed 
of in a totalitarian state, because 
the control of government tends 
to uniformity, blots out initia- 
tive, standardizes a product be- 
fore that product has reached 
perfection. It is that lesson that 
the totalitarian governments, 
strong as they seemed at the be- 
ginning of the war, will ulti- 
mately learn to their sorrow be- 
fore its end. To see why, we 
must go back and look for a 
moment at the nature of this 
war as conceived by its director 
and script-writer, Adolf Hitler. 


The European Angle 


In measuring our own power 
against that of our adversary, it 
is essential to remember the 
obvious: Hitler is European. He 
is European to the bone—in his 
reflexes, in his interpretation of 
history, in his methods of opera- 
tion, in his theories of warfare 
and in his dreams of what Ger- 
many should be. Hitler is a con- 
tinental European, and, despite 
its great heritage of culture and 
its long centuries of civilized 
achievement, the continent of 
Europe is essentially a circum- 
scribed and indrawn place. Its 
territorial antagonisms and its 
population problems have been 
almost identical from generation 
to generation. Its wars follow 
each other in almost precise pat- 
terns; the plans of one, slightly 
warmed up, are used in the next. 
For centuries it held the position 
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By RAYMOND MOLEY 


Professor of Public Law, 
Columbia University. 


Contributing Editor, 
Newsweek Magazine 


of dominant influence in the af- 
fairs of the world. But one of 
the changes rising from the 
agony and ruin of this war is 
the end of European dominance 
in world affairs. And, Hitler and 
the people whom he is leading 
are of a pattern of mind that 
does not and cannot encompass 
that gigantic change. They 
planned for the conquest of 
Europe. That they have moved 
as far as they have toward that 
objective is the result of their 
widespread borrowing of me- 
chanical inventions, largely stolen 
from this side of the ocean, and 
their imitations of method. But 
their army was built, as their 
political system has been built, 
for European battlefields. Neither 
can meet the test that is coming 
from beyond the seas. 

Coming down to the aircraft 
question now, I find our experts 
agreed that the inadequacy of 


the German machines was finally 
demonstrated over the English 
Channel and over Great Britain 
in October, 1940, when the vast 
air machine created by Hitler 
and Marshal Goering failed to 
subjugate the vastly inferior— 
quantitatively speaking—air 
force of the British. It failed 
because Germany lacked the ca- 
pacity and the adaptability to 
modify its methods and mecha- 
nisms to meet what England 
could muster against it. Not for 
a moment do these experts mini- 
mize the part played by the cour- 
age and skill of the gallant RAF 
fliers. But what they stress, as 
coldly realistic technicians, is 
that despite its far greater num- 
bers, the German air force was 
checkmated because something 
more than numbers is necessary. 

Once that is understood, it is 
possible to understand how right 
President Roosevelt has been in 
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RAYMOND MOLEY 


his insistence that we must see 
this war in terms quite unlike 
those which would have been ade- 
quate to describe any other war 
that has ever been visited upon 
men. Whatever may have been 
the lack of preparation of this 
country for such a war as this, 
whatever may be the shortcom- 
ings of the organizations that 
have been created to carry it 
through, whatever criticisms may 
be made of the over-all strategy 
of the United Nations—and I 
am not discussing any of these 
questions —the President has 
been profoundly right about this. 
This war differs in essence from 
the wars that preceded it just as 
a big mountain has characteris- 
tics that are not present in a 
small mountain, even on a re- 
duced scale. It differs not only 
from wars which have been 
waged on the continent of 
Europe or the continent of Amer- 
ica, but even from the inter-con- 
tinental wars of which modern 
history tells. It differs because 
the introduction of various me- 
chanical processes and means 
of transportation and communi- 
cation have essentially changed 
its nature. The nation or na- 
tions sufficiently flexible in mind 
to comprehend these changes and 
to adapt themselves and their 
methods to them will be the na- 
tion or nations that win the war. 

I thought of these things as I 
saw what the American aircraft 
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industry is doing and reflected 
upon the differences between 
that industry and comparable in- 
dustries on the continent of 
Europe or in Japan. That differ- 
ence is going to spell our victory. 
I think that if I explain briefly 
what I mean by that statement, 
I can also explain the immense 
superiority of the American in- 
dustrial system as a whole over 
any system created in a totali- 
tarian state. 

In the first place, the aircraft 
industry is comparatively young. 
The men at the head of that in- 
dustry are young—most of them 
in their forties—and have grown 
up in the atmosphere of aircraft, 
some themselves fliers, others as- 
sociated with the earliest pio- 
neers of the industry. Second, 
the industry is a highly competi- 
tive industry. Friendly rivalries 
exist on all sides. 

When this war broke out and 
America began to turn to its own 
defenses, it found this young in- 
dustry scattered throughout the 
country, starved by inadequate 
encouragement and support from 
government, but everywhere sus- 
tained and driven forward by the 
vital enthusiasm, inventive 
genius and daring of its leaders. 
It was an industry, with many 
heads, with many plants, with 
many ideas, many models, many 
adaptations of existing models 
and hundreds of dreams of some- 
thing better. Out of this indus- 
try, instead of one fighter and 
one bomber multiplied many, 
many fold, have come six or eight 
or ten or a dozen types of fighter, 
six or eight or a dozen types of 
bomber and all the other auxil- 
iary types of plane that are in- 
volved in modern air war. The 
result is that the industry is now 
creating not the few standard- 
ized types of plane that the short- 
sighted would have had it pro- 
duce, but many types of plane 
suitable for any physical en- 
vironment and any type of com- 
bat. And—I want to emphasize 
this—we are producing these 
myriad kinds of plane in quan- 
tity. 

In a smaller country such di- 
versification would, of course, be 
fatal. The resources to create it 
would be spread so thin that we 
would be inadequately supplied 
in every type. But the immense 
resources and ingenuity of this 
country have met the problem in 
a way of which no other country 
is capable. Thank God, we are 
big enough to produce diversity 
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as well as quantity, and diver- 
sity as well as quantity is indis- 
pensable to the winning of this 
war. 

It was proven over England 
in 1940 that mere superiority in 
numbers is not enough in air 
warfare. As Lawrence Bell said 
recently, a fighter plane that is 
almost as fast as the enemy’s 
fighter plane is like a poker hand 
that is almost as good as your 
opponent’s. It merely tempts you 
to run the risk of losing more. 
Ten thousand planes almost as 


good as the enemy’s are just ten 
thousand death traps. What our 
aircraft industry is doing now is 
to put our enemies’ planes in the 
“almost-as-good” class. This 
country is producing faster, bet- 
ter, more powerfully armed and 
more adaptable planes than are 
being produced anywhere in the 
world today. Suffice it to say 
that this superiority is mounting 
and mounting, qualitatively and 
quantitatively, until the time 
literally begins to approach when 
(Continued on page 80) 





Stanley Woodward Heads Old Guard 
—Succeeds Arthur H. Devaney 


TANLEY WOODWARD, The 
Ruberoid Co., was elected 


president of the Old Guard at° 


that group’s annual meeting held 
Tuesday morning, April 21st, at 
the New Orleans convention. He 
succeeds Arthur H. Devaney, 
manufacturers’ agent. Geo. F. 
Smith, Heller Bros. Co., and L. 
L. Sullivan, Irwin Auger Bit Co., 
are the new vice-presidents. 
Robert P. Boyd continues as sec- 
retary-treasurer and is also ser- 
geant-at-arms for the Southern 
Hardware Jobbers’ Association. 
The Old Guard’s executive com- 
mittee includes: Frank Boxwell, 
Yale & Towne Mfg. Co.; R. E. 
Vance, Bona Allen Co.; H. K. 
Zust, Camillus Cutlery Co.; B. E. 
Strader, Remington Arms Co., 
Inc.; L. S. Pickup, The Stanley 
Works, and Gardner Lipscomb, 
Cavert & Lipscomb. George H. 
Harper, National Enameling & 
Stamping Co. was chairman of 
the nominating committee. 

The Old Guard held its conven- 
tion dinner party that same eve- 





STANLEY WOODWARD 








R. P. BOYD 


ning at Antoine’s Restaurant 
with officers of the manufactur- 
ers’ and jobbers’ associations as 
guests. 


Central States Hdwe Club 
Holds Dinner at Arnaud’s 


HE Central States Hardware 

Club held its customary con- 
vention dinner at Arnaud’s Res- 
taurant on Sunday evening, April 
19th. About 125 members and 
guests attended this party which 
included a dinner and floor show. 
Will J. Feddery, HARDWARE AGE, 
was master of ceremonies and 
Roger H. Myers, Simonds Saw & 
Steel Co.. was chairman of the 
entertainment and arrangements 
committee. Ben Leve, The Car- 
borundum Co., is secretary-trea- 
surer and Henry A. Squibbs, The 
American Steel & Wire Co., is 
president. 
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at home. 


Accordingly, some of the following popular brands of 
HANOVER Wire Cloth inay not be available. When 
your jobber cannot supply your exact needs, you may 
know that it is due to requirements of producing for 


Victory. 


HANOVER 


‘leadership in producing better wire cloth has been 
achieved through three generations of concentration 
exclusively on the weaving of wire cloth. Grand- 
father, father and son, all master weavers, today carry 
on the tradition. The demand for their superior wire 


cloth has built this HANOVER plant. 


Today these men work all-out for Victory. Their 
product guards the health of American fighting forces 
on the far flung battle fronts and in the training camps 
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HANOVER “Super-Apex”—dZine Electroplated 
HANOVER “Vulcan”—Black Painted 
HANOVER “Golden Rod”—Golden Bronze 
“Oriental”—Antique Bronze 
HANOVER “Marine”—.010 Bright Bronze 
HANOVER “Crescent”—Bright Copper 
HANOVER “Colonial”—Antique Copper 
HANOVER “Acme”—Aluminum 
Special Alloy and Special Mesh on request. 
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Sales Representatives in Boston, New York, Atlanta, 
New Orleans, Kansas City, Chicago, Los Angeles, 


San Francisco, Portland, Oregon. 


HANOVER quality—woven into every roll—has in- 
spired confidence, won trade and held customers. 


HANOVER Wire Cloth is attractively labeled and 


packed in sturdy, individual cartons. 
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the skies of the world will be 
dominated by the product of 
American brains and American 
factories. d 

That, gentlemen, is American 
enterprise at work. It is what 
I mean when I say that what 
American private enterprise is 
doing will merit the nation’s 
gratitude. I have taken one in- 
dustry as an illustration. I might 
have taken dozens of others, and 
the lesson would be the same. 
Out of opportunity we have 
drawn initiative and enthusiasm; 
out of the “know-how” that 
comes of initiative and enthu- 
siasm we have achieved the vari- 
ety and numbers that constitute 
force; and out of mastery of 
material things comes the pro- 
tection of our opportunity and 
our freedom. That is the process 
that I am unwilling to see traded 
off for the seductive theories of 
a centralized and a regimented 
state. 

I am not arguing against the 
obvious need for government and 
for a modicum of government 
regulation, inasmuch as human 
beings are imperfect and there 
must be some means of mediat- 
ing the dispute that arise when 
men’s interests collide. But it 
should be recognized at all times 
—and especially here and now in 
America—that what government 
can do about the performance of 
certain tasks is limited by the 
nature of government itself. 
Those who have seen government 
bureaucracies at close hand 
recognize that the very nature of 
governmental service precludes 
the development of that extraor- 
dinary drive and initiative which 
are our salvation now. Whenever 
government takes over a_ busi- 
ness, or undertakes one anew, 
we have found that the enter- 
prise, despite the hothouse ad- 
vantages it enjoys, falls behind 
in inventiveness and in rate of 
progress. It falls victim to the 
operation of the dead hand of 
government on a living organ- 
ism. 

So the problem is to eliminate, 
as far as we can, some of the 
waste and injustice attendant 
upon a free society, while, at the 
same time, we retain within a 
free society the precious enthu- 
siasm and drive that come only 
when men are free to achieve, to 
make their mark in the world, 
to win the approbation of their 
fellows and, if I may say this at 
a moment when profits seem to 


“Selective Service 
in Total War” 


Under the above title Brig. 
Gen. Lewis B. Hershey, Direc- 
tor, Selective Service System, 
Washington, D. C., addressed 
the New Orleans Convention. 
The major part of his address 
will be published in the next 
issue of HARDWARE AGE 
which will be dated May 14, 
1942. Watch for it! 





LEWIS B. HERSHEY 
Brig. Gen. 





be regarded as a disgrace, to 
profit from their efforts. 
However, while I am on the 
subject of profits, permit me to 
add this: if profits were the only 
incentive for human beings in 
this country at this time, we 
should not be witnessing the 
miracles of production that are 
in evidence everywhere. I have 
seen enough of American busi- 
ness in war production to feel 
certain that the least of the con- 
siderations of the men who are 
running it is the piling up of 
large profits. I have seen men 
in war industries in which profits 
were all but denied and in which 
the post-war prospect promises 
to be only a bleak period of 
profitless, almost ruinous read- 
justments; yet these men are 





New Member S.H.J.A. 
Executive Committee 





GEO. H. GATES 
Gates Hardware Co., 
Tulsa, Okla. 





driving ahead with fervor. And 
believe me, gentlemen, that is a 
characteristic of the system of 
free enterprise that is not reck- 
oned in the books. 

While there are many people 
who are diverting their minds 
these days to speculations about 
the kind of world that we are to 
have after the war, and while a 
good many millions of dollars are 
being spent by planners and 
prognosticators on government 
payrolls, it seems to me that any 
attempt to reach specifications 
about post-war conditions at this 
time is a pretty futile undertak- 
ing. What we want to do now is 
to win this war and win it as 
quickly as possible. One thing, in 
any case, is obvious: the longer 
the war lasts, the longer the pe- 
riod of readjustment after the 
war will be. Beyond this, how- 
ever, an examination of the pres- 
ent and the immediate past sug- 
gests a few simple observations 
that may throw some light on the 
future. 

The productivity that is part 
of the effort to win this war will 
be required in the years after it 
to provide the very necessities of 
life for a world impoverished be- 
yond human comprehension. Pro- 
viding those necessities will not 
be a task of charity alone be- 
cause, while many of those whom 
we will help will be unable to 
make any repayment, it is pos- 
sible, through the interplay of 
economic forces throughout the 
world, to bring about a mutually 
beneficial exchange of goods be- 
tween them and us. But that 
problem does not call for expen- 
sive planning at this moment. It 

(Continued on page 126) 
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Here is DEMAND IN THE MAKING... 
for NUCUT Files! 






“MORE CUTS WITH NUCUTS” is winning friends 
everywhere, everyday, for NUCUT Files 













In factories, machine shops, repair shops, on the farm— whenever a work- 
man starts using a NUCUT File, there you have another NUCUT enthusiast 
for life. He never will be satisfied with any other file,—for no other file 
can give him NUCUT’S faster, cleaner, smoother filing! 


The reason lies in the exclusive, patented NUCUT “Wavy Teeth” design. 
In the two kinds of teeth, coarse and fine, so positioned in wavy rows that 
they cut and level at the same time. RESULT,—a NUCUT removes more 
metal, leaves a smoother finish, lasts longer! 


Let your jobber give you full information. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers Newark, N. J. Newcomerstown, Ohio 


WAVY TEETH 


FILES 
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Sold a Pump a Day for Two Weeks 





Displays, demonstrations 
and advertising did it 
for A. L. Davis’ Son, Inc. 





The water systems and pumps 
shown in this display can 
be demonstrated for custom- 
ers at any time. And this 
fact clinches many a sale. 


A. L. DAVIS’ SON, 


INC., Binghamton, N. Y., sold a 
pump a day over a two weeks’ pe- 
riod during the fall of last year, 
and the firm’s pump and water 
systems sales in 1941 were more 
than double the volume of the pre- 
vious year. Add to this the fact 
that the average sale amounted to 
more than $200.00 and you may 
be able to realize the extent of the 
pump and water system business 
this company enjoys. The city of 
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Binghamton, where the store is lo- 
cated, has approximately 77,000 
population and is in the south- 
central part of the state. 


Goes After Business 


The company deserves this busi- 
ness because it goes after it. Pumps 
and water systems are advertised 
in the monthly store news, they 
are displayed prominently in the 
store, and those items on display 
can be demonstrated. Another im- 
portant factor is the complete stock 


which this company carries on 
hand at all times. More than 17 
models, types, and sizes of power 
pumps are carried in stock. 
Prospects for water systems are 
secured in the store and from 
newspaper and direct mail adver- 
tising. Many prospects come to 
the store because a satisfied cus- 
tomer recommended it as_ being 
a good place in which to trade. 
The firm also works closely with 
well drillers and many prospects 
come from this source. Whenever 
customers want a well drilled, the 
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company gets this word to the 
drillers and they reciprocate by 
telling the company of wells they 
are drilling. All in all, it adds up 
to more business for each. 

One man more or less special- 
izes in selling water systems and 
pumps. He follows up on pros- 
pects and spends most of the time 
in outside selling and in installing 
and repairing pumps. 

Pumps or water systems are 
usually priced to the customer in- 
stalled. This figure is not given 
to the customer until the pump 
man has a chance to determine the 
installation costs. At one time a 
flat fee of $25.00 for installation 
was made. However, this has been 
discontinued and now every job is 
figured carefully. This saves the 
customer money and also assures 
the company that it will derive a 
profit on this work. 

Jet type, deep well pumps are 
the most popular ones in the ter- 
ritory served by the company. Due 
to the fact that electrical current 
is available on most of the farms, 
the majority of sales are for elec- 
trically operated pumps. More 
than 50 per cent of the sales of 
these are for cash. The balance 
is either charged to monthly ac- 
counts or is sold on installment 
contracts. 


Year's Free Service 


A year’s free service is provided 
with each pump sold. After this 
time a charge for the time and 
material required to repair the 
pump is made. One man handles 
all of this work, but another man 
is being trained in this work 
against the time when more help 
will be required. 

Trade-ins are something of a 
problem, although the company 
does not lose money on_ these 
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Complete data on 
each system sold 
are recorded upon 
this card which 
is kept in file 
and referred to 
when service or 
repairs are re- 
quired. A section 
of the file con- 
tains cards with 
serial number of 
pumps in stock. 











deals. Trade-in pumps must be 
figured on approximately 35 per 
cent of the sales. These are usual- 
ly priced and sold in their present 
condition. No attempt is made to 
recondition the majority of these 
units. Only the better quality 
pumps are rebuilt and put in first 
class working order before they 
are again offered for sale. 


Good Service Important 


“We find that good service in 
connection with pumps and water 
systems is mighty important,” says 
Norman Howard, manager of the 
department. “In order to perform 
this service, we keep a record of 
every pump sold. These records 
are set up in a card file. The card 
shows the number, type, size, ca- 
pacity, etc., and the person to 
whom the pump was sold. The 
file is divided into four sections: 
(1) cards of all pumps in stock 


(number of each pump on indi- 
vidual card); (2) pumps on or- 
der; (3) pumps sold and to be 
installed, and (4) pumps installed. 

“When a pump is sold complete 
information about the installation 
is recorded on the card. This is 
kept on file for future reference. 
Then, whenever a customer comes 
in and wants a repair for the 
pump, we are sure of ordering the 
right part for the pump. These 
cards on the unsold pumps serve 
as stock cards. By looking in the 
file we can tell how many units of 
various types we have on hand. 
This saves a lot of time. 

“Whenever a customer calls us 
and asks us to send a man out to 
repair a pump, the repair man 
checks the record card to find out 
what type the customer has, size 
of pipe needed, and various other 
pertinent information. All of this 
saves time, reduces service costs 
for the company and the customer 
and builds additional business.” 

Practically every pump carried 
in stock is shown on the 4 by 7 
ft. display in the store. Most of 
the pumps and water systems 
shown can be demonstrated and 
this is very important in making 
sales. The fixture used to show 
this merchandise is about 2 ft. 
above the floor, has a good loca- 
tion in the store most of the year. 
but it is shifted around the floor 
when it is necessary to promote 
other seasonal merchandise. 











Manufacturers’ Material Helps Tell the Story 





W. C. Hack & Son’s branch store in Mt. Carmel, Pa., uses manufactur- 
ers’ display material to teil the story on its various major appliances 
to its prospective customers. Major items are arranged along the 
background of the window leaving the front part for the showing 


of smaller seasonal merchandise. 


The floor of the window is cov- 


ered with an attractive light colored marble pattern of linoleum. 
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For Late May—Feature Dairy Supplies 
and Moth Goods 





HARDWARE AGE Original Window Display IDEAS 


Au dairy supply 


items are essential to the milk pro- 
ducer. Therefore, this is a good 
line to push at the present time. 
It is also a line that sells the year 
‘round and should be featured in 


the store most of the time, pro- 


vided that the business is located 
in a milk producing section of the 
country. 


Demonstration Units 
Demonstration units are very 
important in selling milkers and 
separators. Demonstration units 


enable the dealer to explain oper- 
ating features of the goods more 
clearly, advantages in construc- 
tion can be proved more easily and 
sales made in less time. So in 
planning displays of this merchan- 
dise in the store, these points 
should be kept in mind if the best 
results are to be secured. 


Racks for Pails and Cans 
Milk pails and cans can best be 


shown on a fixture which permits 
display of tall cans near the floor 
and the more popular selling milk- 
ing pails at table top height. Be 
sure that stock in this display is 


complete during the time the mer- 
chandise is being featured in win- 
dows. 


Table of Dairy Supplies 


A table of dairy supplies should 
be arranged at the same time this 
merchandise is featured in the 
window. You will secure a lot of 
attention for the showing if you 
feature a mass display of filter 
disc. This is one of the most popu- 
lar selling items in the dairy sup- 
ply line and should be promi- 
nently displayed the year ‘round, 
for that matter. 

Arrange a mass display of this 


















































Dairy SuppLies 
<LEAN-MILK 
MILKERS ano EASY SEPARATORS 
| MILKING emgemgca menses ai 
| 
~ = 
ied FILTER rs 
DISC 
eu ap 00+ ‘ > 
&5T9 = = 











MILKER AND DAIRY SUPPLY WINDOW 


MERCHANDISE: Cream separator, milk can, milker units, glass churns, milk strainers, 
butter molds, bottle caps, milk stools, milk scale, milk bottle disinfectant, bottle brush, scrub 
brush, wire brush, milk bottles, calf weaners, filter disc, bull rings, covered milk pails, open 
milk pails, cow “can't kicks,” tie out chains, sprayers, and setting cans. 

BACKGROUND: Center panel of light yellow corrugated board or painted wallboard. 
Side panels of lilac colored material. Cut-out letters of dark purple. 
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FLASHLIGHT! 


Before buying NEW flashlights, 
inspect and repair your OLD ones...to be ready 
for power cut-offs or other emergencies 


Lyne in cLosets. attics and cellars throughout the land are millions of dis- 


carded flashlights— unused, forgotten, perhaps slightly damaged. 
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MOST OF THESE discarded flashlights can be made “good as new.” Inspect 
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your old flashlights now — before buying new ones. In nearly every case, they 
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can quickly be put back in serviceable condition. 
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Anew lens can be inserted. A new bulb can be installed. Many of these flash- 
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lights merely need new batteries. Your nearest flashlight dealer will help you. 
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Do not make meedless demands for new flashlights. Materials used in making 
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flashlights are vitally needed in other defense industries. 


Be ready for the sudden emergencies that may arise. 
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REMEMBER—one of the most important items of personal equipment right 


vl 
fin 
if 


now is a dependable flashlight loaded with fresh batteries. 
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FLASHLIGHTS 
& BATTERIES 


NATIONAL CARBON COMPANY, INC. 
30 East 42nd Sereet, New York, N.Y. 
Unit of Union Carbide and Carbon Corporation 
UCC 
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MOTH GOODS WINDOW 


MERCHANDISE: Wardrobe cabinets, garment bags, moth spray. sprayers, moth flakes, 
moth balls, moth cakes, coat hangers, coat and hat hooks, closet hardware, shoe holders, 
hat holders, fly spray, fly sprayers, fly swatters, closet poles. 

BACKGROUND: Center panel of yellow corrugated board or painted wallboard. Side 
panels of dark yellow material. Cut-out letters of bright red. 


item on the end of the table. A 
show card should give information 
on prices. Be sure to increase your 
sales by emphasizing the quan- 
tity price. 


Show Wardrobe Cabinets 
on Platforms 


Wardrobe cabinets should be 
displayed on platforms along the 
sidewall or along the back of the 
window. Show one of each model 
that you stock. Use a show card 
on each cabinet which gives the 
price and the dimensions of the 
cabinet. 


Closet Hardware Display 


This merchandise is shown best 
if each item is installed in a 
dummy closet display. Such a dis- 
play could be made out of light 
weight plywood and set up on a 
platform along with wardrobe 
cabinets and similar items. Cus- 
tomers are able to see exactly how 
each closet hardware item should 
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be installed and how it is to be 
used. Such a display is also con- 
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A MINK TRAP, —— THATS THE KIND OF COAT 
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ducive to making extra sales of re- 
lated items. 

An open section in one of the 
sidewall fixtures might also be 
used in this same manner if the 
special dummy closet is not prac- 
ticable. Shelves usually can be re- 
moved from such a section in 
order to develop this idea to the 
best advantage. 


Table for Sundry 
Moth Supplies 


One table in the store should 
be used for showing moth sprays, 
flakes, cakes and other killing or 
preventative agents. Feature one 
or two items in this group on the 
ends of the table and build mass 
displays to get the shoppers’ atten- 
tion. 

Here again, a large show card 
which the customer can see across 
the store is important. This card 
should contain the selling message 
and the price of the particular 
item. 
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Larrabee’s Promotes Housewares 
for Mother's Day Gifts 





Labor saving and convenience electrical table appliances are 
featured where they are sure to be seen by feminine customers. 


Displays in windows and 
store and newspaper ads 
part of unified program 


M OTHER’S Day 


provides the John E. Larrabee Co.. 
Inc., of Amsterdam, N. Y., with an 
opportunity for promoting many 
practical articles in its housewares 
department as gift items. Sales in 
this department have increased on 
these occasions as a result of the 
specially arranged interior dis- 
plays, unusual window trims and 
timely newspaper advertisements 
which comprise a unified and co- 
ordinated promotion program. 
Everyday housewares items are 
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Mother's Day Is May 10th This Year 


located at the front of the main 
store because they are the kind of 
articles that women buy on im- 
pulse. The tables in this section 
are also devoted to displays of 
newer items and gadgets which are 
continually being added to the de- 
partment. 


Gets an Early Start 


Larrabee’s gets an early start 
with its Mother’s Day promotions. 
Large show cards bearing special 
messages on the event ‘are shown 
on displays. Many manufacturers’ 


cards and window trims on their 
products are put to good use at 
this time, and serve to increase 
business in the department. This 
complete program of reminder 
copy is inaugurated about two 
weeks before Mother’s Day. News- 
paper advertisements tying in with 
the event appear about the middle 
of the week preceding the day it- 
self. 

Advance planning is necessary 
in order to carry on a promotion 
of this type, but it is not as dif- 
ficult or complicated as one might 

(Continued on page 140) 
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Comments on Recent News 






There's plenty of things 
happening besides the war 
if you only look for them 


' HEN’ Napoleon 


called his councils of war he stated 
the situation to his generals. Each 
general in turn then suggested his 
plan of battle while Napoleon lis- 
tened. When all had had their say 
the council of war was adjourned 
and Napoleon alone dictated the 
plan of battle and issued his 
orders. 

A fundamental error at Pearl 
Harbor was there were two men in 
charge—an admiral and a gen- 
eral. If one or the other had had 
full authority and responsibility, 
the story might have been differ- 
ent, 


Collect Scrap 


Time after time in these colums 
we have suggested that hardware 
dealers buy up unused hardware, 
tools and scrap metals. Recently 
a dealer sent me his advertisement 
offering to buy used tools, second 
hand refrigerators, stoves, ranges, 
etc. Returns were poor—which 
was not surprising. Someone must 
go out after this stuff. Now, | see 
that some of our great daily papers 
are recommending the same idea. 
Stop rusting, decay, and waste. 
Benjamin Franklin wrote “A used 
key is always bright.” 


* * a 


In Northern New York there was 
deep snow. It was a job to get the 
kids to school. The young mothers 
got together. One day each week 
a mother drove six neighbors’ 
children to school and called for 
them. Saved mothers’ time, gaso- 
line, and tires. Wouldn’t be a bad 
idea if some plan was worked out 
to deliver husbands to trains and 
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call for them of evenings. Work- 
men might pick up each other go- 
ing to and returning from work. 
Since all night parking has been 
stopped in New York there’s a 
great difference in our streets. A 
car curfew might be a good idea 
especially for our young people. 


* * * 


Sugar is being doled out and 
will be sold by ration cards. This 
is hard to understand. A year or 
two ago sugar planters were suf- 
fering from low prices and over 
stocks. What causes sudden 
change? It can’t be hoarding. 
Why concentrate on sugar? The 
Pacific supply shut off and sugar 
is used in explosive manufactur- 
ing. What about beet sugar? 


* * * 


The Government is changing 
the metallic formulas in coins. We 
will have a thinner nickle. Why 
not go the “whole hog,” as they 
did in France at the time of World 
War I, and call in all coins and 
issue paper money? 

There is an unusual demand for 
silver. It is surprising the things 
silver can be used for in the in- 
dustries. In 1941 the United States 
and Canada used 80,000,000 
ounces and Federal holdings now 
are 3,280,000,000 ounces. Prices 
have advanced. Another neat 
profit for government in buying 
up most of the world’s supply of 
silver. 

Did you know (Mr. Hardware 
Man) that silver makes an ex- 
cellent solder? Silver will join 
metals so firmly that the joint is 
actually stronger than the original 


metal. Shades of Wm. J. Bryan 
—silver has come back! 





By SAUNDERS NORVELL 





SAUNDERS NORVELL 


Defects are noted in the Securi- 
ties Law. The laws protect the in- 
vestor so well that he has no op- 
portunity to invest. He is so 
guarded he can’t take a chance. 
All the investor can do now is to 
buy “numbers.” When he bought 
Irish Sweepstake tickets he found 
they were counterfeit. We recom- 
mend the purchase of government 
bonds and stamps. 


“The Minute Man” 


Daniel French—sculptor— did 
“The Minute Man” when he was 
only 21 years old. Afterwards 
French did the Lincoln statue for 
the Lincoln Monument in Wash- 
ington. I am wondering why gov- 
ernment does not cast and sell a 
statuette of The Minute Man (in 
plaster ). 


* * * 


So, except the small matter of 
(Continued on page 140) 
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WELDED AND 
((LEVELAN. er ee ("HAIN 
QUALITY MERCHANDISE FOR THE NATION'S CHAIN NEEDS! 


Spring ; buying always increases hardware sales than ever before. One type chain will often serve a 
and brings additional calls for chain. This Spring. purpose as well as another. Depend on all types of 


with many chain items on high priority, make a ‘ . 
careful inventory of your chain stock and merchan- CLEVELAND CHAIN for uniform quality and ser- 


dise the chain you can offer—it should sell faster viceability. 
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PROOF & BBB COIL CHAIN 


Electric-Welded in sizes 34” to 5%”. 
Heavier sizes are Fire-Welded. For 
common use. Empire or Sterling Iron 
Dredge Chain recommended where 
danger to life or property is involved, 
as in overhead lifting. 


BUCKEYE PATTERN CHAIN 


All-purpose steel wire chain made in 
15 sizes, No. 7/0 to No. 4 Gauge. 
Finishes: Bright, Sherardized, Bright 
Galv. and Hot Galv. Packed on reels 
or in bags or cartons. 


LOCK WEAVE PATTERN CHAIN § a ae) LIBERTY COIL CHAIN 

A flat, flexible, strong wire chain. ie es fe st = a gi de eo MH  Electric-Welded. Bright Finish. Twist 

Ranges of 12 sizes. Ideal for nen ag -"¥ Link furnished unless otherwise or- 
dered. Also available in straight link 


rolling doors and in use over sprockets. 
Finishes: Bright, Bright Galv. and Hot and other finishes. Range from No. 6 
to No. 7/0 sizes. 


Galv. 


oo ~~ 
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SASH CHAIN 


Exclusive rounded link pattern insures 
longer life and smoother operation. 
Endorsed by the National Board of Fire 
Underwriters. Made in nine sizes in 
steel and bronze for the complete range 
of sash sizes. Finishes: Bright, Cop- 
pered, Sherardized, Galv. and Rex. 


LIBERTY MACHINE CHAIN 


A strong, short link, Electric-Welded 
Chain. Bright Finish, Twist Link fur- 
nished unless otherwise ordered. Also 
available in straight link and other 
finishes. Range from No. 6 to No. 7/0. 
Usual packing 100 feet to a carton. 


cial feature with 
many dealers this 
spring. It is just 
the right size for the 
average store and 
brings a complete 
assortment of chain 
out where customers 
are sure to see it. 
Supplied with any 
one of nine popular 
assortments ‘of 
BUCKEYE COIL CHAIN CLEVELAND 
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CLEVELAND KEG-ETTES” : : CHAIN. 
<n Pecid Galt Ghithe te, beni Papeeed Beane. —— Ft., Carton. Include this economical 
Each drum holds 100 Ft. of either 3/16”, 1%”, package in your list of chain items for 
5/16” or %” Coil Chain. spring sales. 


D CAI FORNIA CHAI FRANCISCO, CALIF 
SALIFORNIA CHAIN CORFE LTD.. LOS ANGELES, CALIF 


Lhe G: CECI AE (fam wie a 2 SMEG. 62 O. Cleveland, Ohio 
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LEWIS H. WEBER, first 
vice-president of The 
Worthington Co., Cleveland, 
Ohio, wholesale hardware dis- 
tributors, is 68 years of age 
and has been identified with 
the Worthington organization 
for the past half century. Mr. 
Weber was born in Cleveland 
on Nov. 11, 1873, and spent 
his boyhood in Ashtabula 
County where he received his 
education in the local public 
school. He became identified 
with The Geo. Worthington 
Lo. on Feb. 22, 1892, his first 
position being that of order 
clerk. After several years he 
represented the firm in central 
eastern Ohio, traveling that territory continuously for 22 
years. While in that territory, Mr. Weber enjoyed the 
distinction of being one of the few jobbing salesmen who 
purchased merchandise for his customers instead of sell- 
ing it to them. In 1920 he returned to headquarters in 
Cleveland where he became assistant director of pur- 
chases. In 1935 he became second vice-president and the 
following year he was elected to the office of first vice- 


Geo. 





L. H. WEBER 
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president and director of purchases. On Feb. 20th, the 
Anniversary Club of Worthington’s tendered him a special 
banquet at the Hotel Cleveland in recognition of his 50 
vears with the firm. Mr. Weber is a director of the 
Rotary Club of Cleveland. His indoor hobby is buying 
hardware, his outdoor recreation is fishing. 


WILLIAM C. BAHN, 
president of Bahn Brothers 
Hardware Company, Inc., Cape 
Girardeau, Mo., is 69 years of 
age and on November 1, 1941, 
retired after having spent over 
a half century in the hardwart 
business. Mr. Bahn was born 
on June 20, 1872, and entered 
the hardware business with his 
father, George William Bahn, 
in May, 1891, succeeding the 
firm of B. Bahn and Brother, 
which had been founded by an 
uncle and Mr. Bahn’s father in 
1860. In 1900 his father sold 
the business to him and in 
1916 the firm was incorporated 
under its present title by Mr. 
Bahn and his two brothers, Emil L. and Leon J. Bahn. He 
has been extremely active in a number of Cape Girardeau 
organizations and’ has served on the boards of the Cape 
Girardeau Fair and Park Association, the First National 
Bank, Cape Girardeau Special Road District of which he 
is a past president, the Southeast Missouri State Teach- 
ers College Board of Regents, Southeast Missouri Hos- 
pital where he has served as president and vice-president, 
and the Missouri Retail Hardware Association of which 
he is a past president. It is expected that Mr. Bahn will 
devote the major portion of his time to looking after his 
real estate interests. His two brothers will continue to be 
active in the business. 





WILLIAM C. BAHN 


CHARLES L. CLARK, 
salesman for the Greenlee 
Tool Co., Rockford, IIL, is 73 
years old, and has been in the 
hardware business for 54 
years. Born on Dec. 9, 1868. 
Mr. Clark entered the hard- 
ware field in April, 1888, when 
he started to work for a new 
hardware store which had just 
been opened by W. P. Maine 
in Indianapolis, Ind. After 
seven years with that company 
he became identified with 
Whitman & Barnes. He was 
later with Sears, Roebuck & 
Co. as tool buyer, following 
which he spent 10 years with 
the Ohio Tool Co., Columbus, 
Ohio. In 1917 he became identified with the Greenlee 
Tool Co., and has been with that firm ever since. Mr. 
Clark states that he has no particular hobby save work, 
but that’s a pretty good hobby in itself. 





CHARLES L. CLARK 
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FRESH-50%-LONGER 
BATTERIES 


in Unique New Selling Display 


Here’s the Solution to Your Blackout Sales Problem 


E READY! Ready for the blackout calls—as well as your steadily growing normal de- 
mand for flashlight batteries. Be adequately stocked to handle this business—with the 
batteries that give tops in value—Bond Fresh-50%-Longer Super Service Mono-Cells. 

Order them now in Bond’s revolutionary new, self-seller Merchandiser Display Unit—that 
protects your stock while it definitely invites battery sales. See what this novel, attractive 
merchandiser gives you: 

A sure-fire, pilfer-proof display cabinet that brilliantly displays 36 batteries in less than 


] one-half square foot of counter space. 





96 Bond Fresh-50%-Longer Batteries—the na- 
tionally advertised flashlight batteries with an 
18-month shelf life guarantee. 
3 Ideal display to cash in on impulse buying in 
any of the traffic centers of your store. 





When you gotta have a flashlight, 
you gotta have a flashlight 4 A profit of 35%, 

NO. 96 BATTERY MERCHANDISER UNIT 
FREE 





it’s 


haverit | 
ALIVE oe pte Consists of 


1 No. 9 Battery Cabinet . 
96 No. 102 Bond Mono-Cells 
Total Retail Value (10c ea.). . . . . $9.60 
Suggested Dealer Cost ; 6.24 
DEALER PROFIT (35%) . - $3.36 











-SEAL Order a plentiful supply now while they are avail- 
W POWER-GUARD and able—phone your Jobber today! 


CABINET HAS HINGED COVER—LIFTS UP—Full-view dis- 
play through clear-as-glass plastic window, with pro- 
tection against pilferage by a simple cover which 
permits quick, easy lifting to ntake sales. 


WITH NE 


— ae CaMe ; 
, OND} er, 


“ ~ 
bet Pe oe BOND ELECTRIC CORPORATION 


r peor 
a ae —— v 
a“ NEW HAVEN, CONN 


SERVICE WAREHOUSES Houston, Texas + Los Angeles, Ca 
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To Help You 


Manufacturers Offer 





Stimulates Hardware and Paint Sales—This display is 

lithographed in brilliant colors and is 45 in. wide by 

34 in. high with a space for imprint above house in 

center of 14 in. wide and 8 in. deep. Display is 

being made available to dealers by National Clean 

Up and Paint Up Campaign Bureau, 1500 Rhode Island 
Avenue, N. W., Washington, D. C 





Helps Save Metal—This 
display has been de- 
signed by Wesco Water- 
paints, Inc, of East 
Boston, Mass., to help 
divert sales of paste 
casein paint to dry 
powder form in order 
to alleviate shortage 





of metal containers Universal Mixablend Display Card— 
It is in three colors This card in eye-catching colors 
and is available in emphasizes distinctive features of 
14 by 22 in. size for tasks done by the Mixablend and is 
windows and counters offered to dealers by Landers, Frary 
and 3144 by 6 in. for & Clark, New Britain, Conn. 
mailing stuffers 





Displays Stick Lubricants — 
The American Grease Stick 
Co., Muskegon, Mich.., is in- 
troducing its ‘Door-Ease 
Stainless Stick Lubricant’ 7 
on a colorful easel-back New Cory Display—Adaptable for 





counter or “hang-up” dis- window or counter, with one model 
play card. Each stick in a or a full line. Colors are light blue 
metallic container is on in- cerise and yellow. Flexible arrows 
dividual card. tuck into slots and give third dimen- 


sional effect. Four Cory accessories 

on display. Glass Coffee Brewer 

Corp., 325 North Wells St., Chi- 
cago, Ill. 
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tfer These Display Helps 


Life-Size Display —This life- 
size, full-color, self-service dis- 
play of the Economics Labora- 
tory, St. Paul, Minn., features 
the household and _ paint 
cleaner “Soilax.” A large two- 
color streamer, four circular 
posters and a die-cut box top 
accompany this display 








Flasher Card — Is 
printed in several 
colors and is 44 
by 22 in. in size. 
Can be used in 
windows or on 
floor. It features 
“staggered” top 
gas ranges of the 
Geo. .D. Roper 
Corporation, Rock- 
ford, Ill. Price 
$2.25 each, FOB 
Rockford, Ill. 













New O'Brien Sign—This sign 
is available at low cost to all 
who buy small quantities of 
paints of the O’Brien Varnish 
Co., South Bend, Ind. It is 6 
by 4 ft. in size and is finished 
in red, blue and a pale yel- 
low porcelain enamel. Fea- 
tures dealer’s name in top 

position. Easy to clean. _ 








Decalcomania Transfer — Premier 
Division of Electric Vacuum 























for Cleaner Co., Inc., Cleveland, 
le] Ohio, is providing this eye- 
1e catching decalcomania  trans- 
ws fer for insides of windows 
n- and doors to dealers cooper- 
es ating in the “Revival Service 
er Plan” sponsored by this firm. 
ni - Mother’s Day Display Card—The Silex Company, Hart- 


ford, Conn., is offering dealers a display card which will 
enable them to tie in and capitalize upon the cele- 
bration of Mother's Day, May 10th. The card is un- 
usually attractive and can be used in windows or on 
tables. It is 7 in. high and 11 in. wide. It is fur- 
nished free to merchants who are selling the line 
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Dabney Named 


O’Brien Asst. Treas. in 


Clark and since has been con- 
nected with the accounting divi- 
sion in various capacities. He 
assumes his new duties at once. 

Other officers of Landers, 
Frary & Clark were reelected at 
the meeting. They were as fol- 


Treasurer; 





66 e 99 . lows: chairman of the _ board, 
hivers 0. Election Arthur E. Allen; _ president, 
| Richard L. White; vice-presi- 





ARTHUR E. ALLEN 


Francis J. Dabney, controller 
of Landers, Frary & Clark, New | 
Britain, Conn., was elected trea- 
surer at the annual directors’ 
meeting to succeed Richard L. 
White who has served as both 
president and treasurer for more 
than a year. Mr. Dabney was 





WHITE 


RICHARD L. | 
born in Seattle,*Wash., and at- 
tended the Harvard engineering 
and business schools. In 1937 | 


after several years experience he | 





Td 


| employed as West Coast repre- 


was employed by Landers, Frary| 4 
& Clark to have general charge| {| * 
of accounting. Mr. Dabney has | 
served as controller for the past | 
vear. 

William J. O’Brien was elected 








FRANCIS J. DABNEY 


dents, Joseph F. Lamb, William 
H. Rattenbury, Herbert R. Owen, 
| Bret C. Neece and Earle J. Van 
| Buskirk; secretary, Henry T. 
Burr; assistant treasurer, Algert 
assistant treasurer of Landers,|G- Anderson, and assistant sec- 
retayies, William E. Baker, Harry 





B. C. NEECE 


Frary & Clark at the meeting. 
After graduation from New 
Britain schools Mr. O’Brien was 


sentative of Stanley Works. In 
1927 he joined Landers, Frary & 





WILLIAM J. O'BRIEN 


A. Traver, Paul V. Guiberson 
and William H. Hansen. 
Prior to the directors’ meeting 








EARLE J. VAN BUSKIRK 











the stockholders reelected all 
directors, Edward N. Stanley, 
Mr. Lamb, Charles T. Treadway, 
John P. Elton, James L. Howard, 
Harris Whittemore, Jr., Charles 
P. Cooley, Mr. White, Charles L. 
Taylor, John G. Buck, Mr. Al- 


len and Mr. Neece. 





BARLOW & SEELIG 
REELECTS OFFICERS 


All officers of Barlow & Seelig 
Mfg. Co., maker of “Speed 
Queen” washers, were reelected 
by the directors following the 
annual stockholders’ meeting 
April 7. Officers are: H. A. 
Bumby, president; R C. Stuart, 
chairman of the board; Mrs. H. 
R. Scott, vice-president, and W. 
A. Royce, secretary and trea- 
surer. R. C. Labisky is also a 
director. 

Directors named by American 
Ironing Machine Co., Algonquin, 
Ill., subsidiary of Barlow & 
Seelig, are H. A. Bumby, R. C. 
Labisky, M. A. Toussaint, Mrs. 
H. R. Scott, J. B. Murray, and 
W. A. Royce. Mr. Bnmby is 
president; Toussaint, vice-presi- 
dent; Royce, secretary; and 
Labisky, assistant secretary and 
assistant treasurer. H. G. Carles 
is treasurer. 


CARMINE NAMED PHILCO 
MERCHANDISING V. PRES. 


James H. Carmine has been 
elected vice-president in charge 
of merchandising of Philco Corp., 
Philadelphia, Pa. In 1923, Mr. 
Carmine became district repre- 
sentative for Philco in Pittsburgh 
when the company was still en- 
gaged exclusively in the manu- 
facture of storage batteries. 
Three years later, he was named 
manager of the Syracuse office 
which handled the sale of Philco 
products in most of New York 
State. After acting as manager 
of the company’s East Central di- 
vision, with headquarters in Buf- 
falo, and, later in Cleveland, Mr. 


| Carmine went to Chicago as sales 


manager of the middle west in 
1932. 

Three years ago he was trans- 
ferred to the home offices of 
Philco in Philadelphia to become 
assistant general sales manager 
and in 1941 was made general 
sales manager for Philco. 
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JOBBERS NAME WAR 
SERVICE COMMITTEE 


Glenn E. Jennings, president | 


of The National Wholesale Hard- 
ware Association, Philadelphia, 
Pa., has announced appointment 
of the following War Service 
Committee so that the Associa- 
tion may cooperate in every pos- 
sible and practical way with the 
War Program: 

I. S. Dillingham, Bigelow & 
Dowse Co., Boston, Mass.; Amos 
H. Herr, Herr & Co., Lancaster, 
Pa.; Henry J. Allison, Glasgow- 
(Allison Co., Charlotte, N. C.; 
Mark Lyons, McGowin-Lyons 
Hdwe. & Supply Co., Mobile, 
Ala.; R. R. Witt, Builders Sup- 
ply Co., San Antonio, Tex.; Ed- 
mund Orgill, Orgill Bros. & Co., 
Memphis, Tenn.; E. B. Morley, 





Morley Brothers, Saginaw, 
Mich.; Lawrence Platt, Farwell, 
Ozmun, Kirk & Co., St. Paul, 
Minn.; John H. Mize, Blish, 
Mize & Silliman Hdwe. Co., 
Atchison, Kan.; F. F. Thomson, 


Thomson-Diggs Co., Sacramento, | 


Calif.; H. D. Cram, W. Bingham 
Co., Cleveland, Ohio, and Glenn 
E. Jennings (Ex-Officio), Wright 
& Wilhelmy Co., Omaha, Neb. 


The Committee will hold its 





first meeting in Washington on | 
May 15 and 16 for the purpose | 


of conferring with officials of the 
War Production Board, the Of- 
fice of Price Administration and 


} 
| 


other Government agencies. In- | 


formation regarding the meeting 
will be forwarded to members. 


Danley Named Asst. Sales Manager 
Westinghouse Merchandising Div. 


Appointment of P. Y. Danley 
as assistant sales manager of the 
Westinghouse Electric & Mfg. 
Co. merchandising division and 
H. F. Hildreth as manager of 
commercial refrigeration and air 
conditioning sales has been an- 
nounced by T. J. Newcomb, 
division sales manager. Both 
men will continue to make their 
headquarters in the Springfield, 
Mass., Westinghouse plant. 





P. Y¥. DANLEY 
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Mr. Danley continues as head 
of war products of the merchan- 
dising division, a position he has 
held since August, 1941. In this 
capacity, he reports directly to 
J. H. Ashbaugh, manager of the 
merchandising _ division. Mr. 
Danley will direct merchandise 
sales activities carried on from 
the Springfield works. 

Mr. Hildreth has been 
development manager of the de- 
partment he now heads since 
July, 1941. 


sales 


MISSISSIPPI REQUIRES 
REGISTRATION OF ARMS 


The Winchester Repeating 
Arms Co., New Haven, Conn., 
advises that the Mississippi 


Legislature has passed a law re- 





' 


quiring owners of all firearms, 
including rifles and shotguns, to 
register their arms with the 
sheriff of their county. The regis- 
tration provisions require that 
information be shown as _ to 
where the arms registered are 
being kept, in addition to ihe 
name of the owner and the de- 
cription of the arms. 


| since 1905, has been elected ex- 





| 
| 








JAMES B. REYNOLDS 


Works manager of the Indepen. | 
dent Lock Co., Fitchburg, Mass., | 
who was recently elected presi- | 
dent of the Fitchburg Chamber 
of Commerce. Mr. Reynolds, 
who has been chairman of the 
Chamber’s industrial affairs’ 
committee, is the first indus- 
trialist to head that organiza- 
tion in more than a decade. | 


GLIDDEN ANNOUNCES 
SALES APPOINTMENTS 
The Glidden Co., Cleveland, 
Ohio, has announced the follow- 
ing personnel changes in its sales 
organization. Albert K. Baldwin 





}sion of the company. 


has been appointed trade sales 
representative of the northern II- 
linois territory. He was formerly 
with Pratt & Lambert Inc. and 
Lowe Brothers. George Lamp- 
man has been named sales man- 
ager of the north central divi- 
He was 
formerly assistant sales managet 


|and advertising manager for The 


Garland Co. 
Clarence B. Wright has been 
appointed to the position of sales 


manager for the southeastern 
division. 
Marvin L. Crook has _ been 


named trade salesman for Okla- 
homa. Mr. Crook was formerly 
a special representative for the 
True-Tag Paint Co. James C. 
Rankin has been appointed to the 
Glidden trade sales headquarters 
department. Charles W. Bartle- 
son has been appointed trade 
sales representative for the city 
of Dallas, Texas. 

James A. Daly, formerly of 
Toledo, Ohio, has recently be- 
come a member of The Glidden 
Co., in San Jose, Cal. Mr. Daly 
is acting in the capacity of trade 
salesman throughout the penin- 
sula. 

Everett Gray, whom he re- 
places, has gone to Los Angeles 
for the company to become super- 
intendent of the paint factory. 


H. B. Higgins Becomes Executive 
Vice-President Pittsburgh Plate Glass 


H. B. Higgins, who has been 
associated with the Pittsburgh 
Plate Glass Co., Pittsburgh, Pa., 


ecutive vice-president of the com- 
pany. He is a director of the 
company and has been a vice- 
president since 1928. He heads 
the company’s merchandising 
division and has been active in 
sales and distribution activities | 
throughout his business career. | 

Mr. Higgins, after leaving col- | 
lege, went to work in the Min- | 
neapolis warehouse of the com- | 
pany in the capacity of a stenog- 
rapher. In 1912 he became man- 
ager of the Kansas City ware- 
house; in 1917 he was named 
manager of plate glass sales with 
his office in Pittsburgh. In 1925 
he was appointed general sales 








manager and three years later 


became vice-president. 





H. B. HIGGINS 
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Dow and Cameron Join Airtemp Sales 


Paul H. Dow has been named 
district manager in the home of- 
fice territory of the Airtemp 





PAUL H. DOW 


Division of Chrysler Corp., Day- | 
ton, Ohio. Mr. Dow went to 
Airtemp from Cleveland, where 
he was sales manager of the zone 
office of Nash-Kelvinator Corp. 
for the past two years. His asso- 
ciation with the refrigeration in- 
dustry began in 1926, when he | 
joined the General Electric Co. 
in Cleveland. He served General 
Electric for 11 years, handling 
promotion and sales training, 
and directed the General Elec 
tric Institute. Later, Mr. Dow | 
worked with the Norge distribu- | 





|} ance 


tor in Kansas City, the Permutit 
Co., and the Pittsburgh Outdoor 
Advertising Co. 

Ralph C. Cameron has been 
appointed regional sales super- 
visor for the northern region. Mr. 
Cameron went to Airtemp from 
Nash-Kelvinator Corp., Detroit, 
where he had been, since 1937, 
successively sales manager of 
the household appliance depart- 
ment, manager of major market 
sales, and director of utilities. 





RALPH C. CAMERON 


Before that, he was assistant 
manager of the Specialty Appli- 
Department of General 
Electric Co. at Nela Park, Cleve- 
land. 





Southern California Association 


Elects Officers by Mail Ballot 


Following a mail ballot, the 
following officers have been 
elected to serve for the coming 
year for the Southern California 
Retail Hardware Association: 
president, Delbert L. Behm, Mon- 
rovia; first vice-president, Earl 
Templeman, Brea; second vice- 
president, Leland Pickering, Re- 
seda. District directors: Ventura 
and Santa Barbara counties, 
Floyd Hickey, Ventura; San Fer- 
nando and Antelope Valleys, H. 
G. Muegge, San Fernando; City 
of Los Angeles, Beverly Hills, 
Westwood Village, Santa Monica, 
Culver City, E. B. Wallace, Los 
Angeles; East Los Angeles 
county, Don H. Webb, Glendale; 
San Bernardino and Riverside 
counties, S. B. Rowe, Upland; 
Orange county, Leond C. Elliott, 
Santa Ana; San Diego and Im- 
perial counties, Mark E. Young, 
San Diego; West and Southern 
Los Angeles county, Oliver Ar- 
nold, Redondo Beach. 

President Behm has appointed 
the following committees: Trade 
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Relations: chairman, N. B. 
Anthony, Manhattan Beach; 
Vernon Cherry, Los Angeles; O. 
L. Armstrong, Whittier; Oscar 
Mastrude, Pomona; Harry Hol- 
lomon, Los Angeles; John Thom- 


son, Pasadena; L. A. Jennings, 


Huntington Park; J. A. Potter 
Jr., Westwood Village. 

Price Book: chairman, Earl 
Templeman, Brea; Henry 
Quandt, Santa Monica: Robert 
Watkins, Santa Paula; Dan 
Kelty, El Monte; A. J. Lil- 


ligridge, San Bernardino; Mark 
E. Young, San Diego: Al. G. 
Cornwell, Glendale. 

Nominating and_ resolutions: 
chairman, Geo. L. Wells, Arling- 
ton; Maurice Hellman, Los An- 
geles; Herbert L. Johnson, 
Orange. 

Audit and Finance: chairman, 
H. L. Johnson, Orange; Earl 
Templeman, Brea; L. C. Stan- 
ley, Whittier; D. L. Behm, Mon- 
rovia. 

Public 


Relations; chairman, 














Chas. E. Ott, Santa Barbara; R. 
H. Westbrook, Riverside; Geo. 
W. Green, Long Beach; L. C. 
Stanley, Whittier; Wadham Gaz- 
lay, San Diego; Walter Callahan, 
Los Angeles; Paul H. Rompage, 


Hollywood; H. L. Johnson, 
Orange. 
J. V. Guilfoyle, 626 Rives- 


Strong Building, Los Angeles, is 
managing-director. 


SCHLINK HEADS DETROIT 
HOUSEWARES CLUB 


At the recent election of the 
Housewares Club of Detroit, the 
following were named to direct 
the Club’s activities: president, 
Charles F. Schlink, Buhl Sons 


Co.; vice-president, Read Jen- 
kins, J. L. Hudson Co.; vice- 
president, Gayle O. Johnson, 


Ferry-Morse Seed Co.; secretary- 
treasurer, Don D. Francimor, T. 
B. Rayl’s; chairman membership 
committee, R. P. James, Proctor 
Electric Co., and chairman of 
the entertainment committee. W. 
A. MacDonough, Graybar Elece- 
tric Co. 


N. Y¥. HARDWAREMEN 
HEAR PRIORITIES TALK 


More than 40 members and 
guests of the Hardware Trade 
Association of New York heard 
John Welch, editor, Mill Sup- 
plies, talk on the subject of Pri- 
orities at the April 21 meeting 
held in the Railroad Machinery 
Club, 30 Church St., New York 
City. Fred Scholl, Long Island 
Hardware Co., president of the 
organizat‘on, presided. 

Mr. ,Welch urged collabora- 
tion with WPB and stated that 
PD-1-X and L-63 work together, 
in that the latter limits distribu- 
tors’ stocks while the other helps 
them to replenish stocks. Rec- 
ords, he warned, are supposed to 
be cold figures and not just 
estimates. We are engaged in 
total warfare and must abide 
by the rules to win. Business 
must come out of the war with 
clean hands. 


CENTRAL STATES CLUB 
ESTABLISHES PERMANENT 
HOTEL CLUB ROOM 


On April 1, the Central States 
Hardware Co., Chicago, IIl., 
established a Club Room in the 
LaSalle Hotel, Chicago, (Room 
1840) for the convenience of 
members and guests who are 
passing through Chicago or in 
the city for the day on business. 
Presentation of membership card 
to the desk clerk will entitle 
members to the key. There will 
be no charge except for food, re 
freshments and outside phone 
calls. 








REPRESENTS “R-V-LITE” 
IN MIDWEST TERRITORY 


Arvey Corp., Chicago, IIl., 
manufacturer of “R-V-Lite,” all- 
purpose transparent window 
material, has announced the ap- 
pointment of A. P. Lauritzen & 
Co., 550 West Washington Blvd., 
Chicago, as “R-V-Lite” midwest 
sales representatives in the lum 
ber and hardware field. 

Well-known to the midwestern 
trade, Mr. Lauritzen and his or- 
ganization will handle “R-V-Lite” 
scales in Illinois, Wisconsin, Mis- 
souri, lowa, Minnesota, North and 
South Dakota, Nebraska and 
Kansas. 


DEMING CO. HONORS 
25 YEAR EMPLOYEES 


The Deming Company, pump 
manufacturer of Salem, Ohio, 
paid special honor to 14 of its 
employees who had been with 
the company for 25 years. A 
dinner was held at the local Elks 
Club which was attended by 
about 200 employees among 
whom were 70 men who had been 
awarded 25-year pins in previous 
years. 

President G. R. Deming pre- 
sented silver pins to the honered 
employees in recognition of their 
quarter century or more of ser- 
vice. Among those present were 
two men who have spent over 
fifty years in the service of The 
Deming Company. 





POWERS HEADS 
RAWLPLUG SALES 
The Rawlplug Company, Inc.. 
98 Lafayette Street, New York, 
has announced the promotion of 
Frederic Booth Powers as gen- 





FREDERIC B. POWERS 


| eral sales manager of the com- 


pany. Max Schulte who held 
this position with that of general 
manager and treasurer of the 
company, found it necessary to 
devote more of his time to the 


| general management. 
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CENTRAL STATES CLUB 
GOLF PARTY 


The Central States Hardware 
Club, Inc., Chicago, Ill., will hold 
its fourth annual golf party and 
dinner-entertainment, Friday, 
June 26, 1942, at the Tam 
O’Shanter Country Club, Howard 
Ave. at Caldwell Rd., Chicago. 
Committee in charge consists of 
Frank J. Koch, McKinney Mfg. 
Co., chairman; George H. Beau- 
din, J. Wiss & Sons Co.; A. J. 
Eggleston, Richards-Wilcox Mfg. 
Co., and Secretary Ben Leve, 
3630 S. Iron St., Chicago, Ill. 


BOOKLET EXPLAINS 
PRIORITY ORDERS 
FOR DEALERS 


Valentine & Co., Inc., 11 E. 
36th St., New York City, is mak- 


ing available a booklet on War | 


Production Priority orders. The 
booklet by means of questions 
and answers presents a simplified 
explanation of the many ques- 
tions in dealers’ minds regarding 
the use of several commonly re- 
ferred to regulations. The book- 
let contains general references to 
priorities and specifically treats 
P-100, Maintenance, Repairs, and 
Operating Supplies, as well as 











other repair and maintenance 
orders; Forms PD-la and PD-3a; 
Defense Housing Order No. P-55, 
and blanket ratings. 








JAME CIHAK 


President of The Chicago Re- 
tail Hardware Association, who 
was recently elected Command- 
er-in-Chief of the Allied World 
War Veterans Council of Amer- 
ica, which represents the Amer- 
ican, Belgian, Canadian, Czecho- 
slovak. French, Greek, Italian, 
Polish and Yugoslav veterans 
of the last World War. 








$50.00 PRIZE WINDOW of the George Hubbard Hdwe. 





Co., 327 S. Saginaw St., Flint, Mich., one of the winners in the 
recently concluded Shaver Window Contest sponsored by the 
General Shaver Division, Remington Rand, Inc., Bridgeport, 
Conn. Other hardware stores which won cash prizes of $25.00 
each were: Walz Hdwe. Co., Saginaw, Mich.; Swank Hdwe. 
Co., Johnstown, Pa., and Weed & Co., Buffalo, N. Y. 
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CENTRIFUGAL 
JET PUMPS 





For shallow wells, this 

streamlined “Bullet” 

model is compact, 
simple, efficient. 


The Complete... 
Modern Line 


With models to suit all purposes, the new F& W 
centrifugal jet pumps open greater profit opportu- 
nities. Compact, simplified design eliminates many 
moving parts, provides greater efficiency and de- 
pendability. Among F&W’s features is an exclusive 
control valve which automatically adjusts to vary- 
ing depths and assures maximum efficiency over 
entire range. 


Write now for information. 









New multi-stage cen- 
trifugal pump for 
lifts from 20 to 120 ft. 





Two pipe system for 
medium deep wells 
with 4-inch or larger 
diameter well pipe. 







FLINT & WALLING MFG. CO., INC. 
KENDALLVILLE, IND. 






@ 488 OAK ST. 
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Officers at 


Stockholders of the Albany 
Hardware & Iron Co., Albany, 
N. Y., in their annual meeting, 
March 2, 1942, reelected all direc- 











WILLIAM C. DEARSTYNE 


tors of the company who had | 
served during the previous year. | 
These are William C. Dearstyne, | 
| Harold L. Warner, Dudley H. 
Robinson, Edwin. L. Fowler and 
W. D. Dearstyne. 

The chairman of the meeting, | 
William C. Dearstyne, called at- 
tention to the occasion as the 
fiftieth annual meeting of stock- 
holders since the incorporation of 
the company in 1891. The cor- 
poration which was formed at 
that time succeeded the late Mau- 
rice E. Viele in the business on 
the site of the present retail 
store. Predecessors of Mr. Viele 
had operated hardware and metal- 
wares shops at the location for 
over 100 years. 








Albany Hardware & Iron Co. Reelects 


50th Annual Meeting 


Mr. Dearstyne reported a sub 
stantial increase in sales volume 
during the completed year and 
complimented the buyers for thei: 
successful efforts in anticipating 
stock requirements necessary for 
operations under war conditions. 
Reports from the company’s trav 
eling representatives have indi- 
cated the gfatification of their 
customers from the high percent- 
age of orders shipped complete 
and the maintenance of normal 
service and shipping standards. 

At a meeting of the board of 
directors following the annual 
meeting of stockholders all pres- 
ent officers were reelected: Wil- 
liam C. Dearstyne, president: 
Raymond E. Foskett, vice-presi- 
dent; Henry J. Funk, vice-presi 





HENRY J. FUNK 


dent; Arthur E. Stephens, vice 
president; Harold L. Warner. 
treasurer; Dudley H. Robinson, 
secretary and manager, and Ed 
win L. Fowler, attorney. 





POT & KETTLE NEWS 


A night meeting dedicated to 
the “Promotion of Good Fellow- 
ship” was held in the Rainbow 
Room of the Hotel Mayfair by the 
Los Angeles Pot and Kettle Club. 
A large delegation from the San 
Francisco Club served to liven 
up the affair. Art Clark, manu- 
facturers’ agent, presided as 
chairman, with Fred Meyer of 
Eastern Outfitting Co. as co- 
chairman. Following an address 
of welcome by W. S. McCune of 
Wagner Mfg. Co. a good dinner 
and entertainment were enjoyed. 

Two exceptionally well at- 
tended and worth while lunch- 
eons were put on by Ed Hallock, 
sales manager for California 
Hardware Co., and A. G. Fischer, 
housewares buyer for J. W. Rob- 
inson Co. Mr. Hallock presented 
Professor Lawrence Prichard, | 








one of the outstanding lecturers 
of the University of California. 
who spoke on the war as it af 
fects the Pacific Coast, both from 
an economic standpoint and one 
of actual preparedness. 





CORRECTION 


A news item in the April 16th 
issue of HarpwarRE AGE an- 
nounced the retirement of Fred 
M. Huggins from the Lalance & 
Grosjean Mfg. Co. The item 
stated that Mr. Huggins had 
been associated with the com 
pany for 50 years. This was er 
roneous. Though Mr. Huggin- 
had been in the hardware busi 
ness for almost 50 years, he was 
with Lalance & Grosjean for 28 
years and previous to that with 
Landers, Frary & Clark and the 
Peck, Stow & Wilcox Co. 
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OBITUARIES 





Oo. D. BURHANS 


O. D. Burhans, 72, formerly 
president of Burhans & Black, 
Syracuse, N. Y., wholesale hard- 
ware firm, passed away recently 
after a brief illness. 

Mr. Burhans entered the hard- 
ware business in 1888 in the firm 
which his father, the late Col. H. 
N. Burhans, a veteran of the 
Civil War, had founded in part- 
nership with J. William Black. 
Taking an active part in the 
development of the firm, Mr. 
Burhans became its vice-presi- 
dent in 1908 and its president 
two years later. Later he became 
president of the Wood Glass Co. 
He retired from business in 1926. 

Surviving are his widow, a 
daughter, a son, H. Arnold Bur- 
hans, and a grandson, Henry A. 
Burhans, Jr. 


WILLIAM T. KYLE 


William T. Kyle, sales man- 
ager for The C. O. Jelliff Mfg. 
Co., Southport, Conn., passed 
away March 27. 


WILLIAM CANBY BIDDLE 


William Canby Biddle, 77, 
former president of the Biddle 
Purchasing Co., New York City, 
passed away April 10. Mr. 
Biddle, who served as a mem- 
ber of the American Friends 
Service Committee, Quaker relief 
organization in France in 1918- 
1919, retired 20 years ago from 





the presidency of the Biddle or- | 
ganization. He leaves a brother, 


Clement M. Biddle, and a sister. 


SENDER FEDERBUSH 


Sender Federbush, 70, promi- 
nent hardware merchant of Pater- 
son, N. J., passed away March 31 
after a long illness. Mr. Feder- 
bush came to this country from 
Austria 50 years ago and estab- 
lished the S. Federbush Co., 
hardware and_housefurnishings’ 
store. His widow and two daugh- 
ters survive. 


P. D. PRESTON 


P. D. Preston, veteran hard- 
ware man, died at his home in 
Collinsville, Conn., April 15, af- 
ter a brief illness. Mr. Preston 
for the past 20 years was domes- 
tic sales manager for The Col- 
lins Co., Collinsville. Prior to 
that connection he was with the 
Simmons Hardware Co., St. 
Louis, serving as secretary and 
buyer. 

As a very young man, Mr. 
Preston entered the hardware 
business as a salesman for the 
Shapleigh Hardware Co. After 
a few years he became connected 
with the Simmons Hardware 
Company, traveling generally 
throughout the state of Texas. 
As the state developed, he re- 
duced his territory to the north- 
east section and established Dal- 
las as his headquarters, at which 
place he resided for several 
years. 





MICHIGAN ASSN. PLANS 
“WAR CLINICS” 


“War Clinics” will be the 
name designating the 1942 
Spring Series of group meetings 
sponsored by the Michigan Re- 
tail Hardware Association, Lan- 
sing, to be held in 14 key dis- 
tricts of lower Michigan. The 
meetings will begin on April 27 
and close on May 27 according 
to the announcement of Manager 
H. A. Daschner. The schedule 
is as follows: 

April 27, Kalamazoo; April 29, 
Dowagiac; May 1, Union City; 
May 5, Muskegon; May 6, Grand 
Rapids; May 7, Lansing; May 
12, Jackson; May 13, Peters- 
burg; May 15, Ann Arbor; May 
18, Royal Oak; May 19, Detroit; 
May 20, Mt. Clemens; May 21, 
Frankenmuth, and May 27, Mar- 
lette. 
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Mr. Daschner also makes 
known that after several years of 
listening to dealer “reasons why” 
they could not attend district 
group meetings, he has drawn up 
an “Alibi Chart” which includes 
the following reasons: 

Last night was my night to 
bowl with the league; I had to 
sit up with a sick friend; that 
was the night we had choir prac- 
tice; lodge meeting always seems 
to come on hardware meeting 
nights; I had a bad cold or my 
wife was sick; our luncheon club 
met that night and you know I 
can’t miss that; the board of 
supervisors had their weekly 
meeting; I know all the answers 
why should I come; we're too 
busy to take time to learn new 
things; I went to one once, all 
they talked about was “hard- 


ware,” and so on. 











And Pol-mer-ik Stands Ready to Help 


General building and new construction is 
restricted and the paint industry is being 
called upon for increased effort. It must as- 
sume the task of protecting and preserving 
America’s existing homes and farm build- 
ings as well as commercial and industrial 
structures. 


Pol-mer-ik’s extra values now have a 
greater importance than ever because 
Pol-mer-ik’s tougher, more durable film 
lasts longer. It gives greater protection — 
protection that is needed today. 


Pol-mer-ik also brushes out and levels 
better, consequently gives a finer appear- 
ance to the finished paint job. Insist on the 
genuine Pol-mer-ik—the better linseed oil 
—it costs no more. 


INCREASE YOUR PROFITS WITH POL-MER-IK IN CANS 
Beat the drum—with its mess and its losses due to 
drips, foots, leaks and over-measures. Pol-mer-ik 
in cans is clean, attractive and time-saving. You 
buy a can — you sell a can — your profit is sure 
and certain. 


LINSEED OIL 7% Cave 


=» POL-MER-IK 1S THE EXTRA VALUE OIL AT 
‘tee NO EXTRA COST 
| Pol-mer-ik Linseed Oil is 100% linseed 
oil, 10% of which has been polymerized. 
The polymerized oil adds definite qual- 
ities which make the paint brush out and 
. level better so as to produce a better 
mM gloss—better appearance and a more 
durable, longer-lasting film. 
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WPB PROHIBITS START OF 
NON-ESSENTIAL BUILDING 


No residential construction except for maintenance 
and repair work may be started without permission if 
estimated cost is $500 or more. New farm construc- 
tion limited to $1,000; other construction to $5,000. 


(Washington Bureau 
of HARDWARE AGE) 

Effective immediately, Con- 
servation Order L-41 prohibits 
the start of unauthorized con- 
struction projects which use ma- 
terial and construction equip- 
ment needed in the war effort. 
It also places ali new publicly 
and privatey financed construc- 
tion under rigid ,control, except 
for certain strictly limited cate- 
gories. 

Equally binding upon property 
owners, builders and suppliers, 
the order prohibits not only the 
start of construction in most 
categories, but also the with- 
drawal from inventory and the 
purchase, sale or delivery of any 
material for use in such con- 
struction unless expressly author- 
ized by the War Production 
Board. 

The order specifically provides 
that no residential construction 
except for maintenance and re- 
pair work may be started with- 
out permission if its estimated 


cost is $500 or more. Similarly, | 


no new agricultural construction 
may be started if the estimated 
cost is $1,000 or more for the 
particular building or project in- 
volved. No other construction, in- 
cluding commercial, industrial, 


recreational, institutional, high- | 


way, roadway, sub-surface and 
utilities construction, whether 
publicly or privately financed, 
may be initiated without permis- 
sion if the cost of the project 
amounts to $5,000 or more. 

In computing such costs, the 
amount spent on the project 
within 12 months of the date of 
beginning construction, and sub- 
sequent to April 7, 1942, is in- 
cluded. 

Specific types of construction, 
however, are necessarily exempt 
from the provisions of the order. 
These include: 


100 


1. Projects which will be the 
property of the Army, Navy, 
Coast Guard, Maritime Commis- 
sion and certain other listed 
agencies of the Federal Govern- 
ment. 

2. Projects to reconstruct or 
re_tore residential property dam- 
aged or destroyed on or after 
January 1, 1942, by fire, flood, 
tornado, earthquake or the pub- 
lic enemy. 

3. Projects of the type restrict- 


ed or controlled by provisions | 


of the orders of the M-68 series, 
which cover the production and 
distribution of petroleum. 

It was emphasized, however, 
that the order does not affect or- 
dinary maintenance and repair 
work to return a structure to 
sound working condition without 
a change of design. 

Although the order applies 
only to construction not yet com- 
menced, projects already under 
construction are being carefully 
examined by the War Production 
Board on an individual basis. 
Such projects may be stopped if 
the scarce materials to be used 
in them can be put to more ef- 
fective use in the war program. 

Where priority assistance is 
granted by the War Production 
Board, authority to commence 
construction will be issued by 
the Director of Industry Opera- 
tions on appropriate forms of or- 
ders in the P series. 

These include preference rat- 
ing orders of the P-14 series, 
P-19 series, P-41, P-46, P-55, 
P-98, P-110 and P-115. (See at- 
tached Schedule A for types of 
construction.) Preference rat- 
ings extended on PD-1 or PD-1A 
forms or by any other P order 
than those listed in the L-41 or- 
der do not constitute authoriza- 
tion to begin construction. 

Facilities of the Federal Hous- 
ing Administration have been 


| 


made available to the War Pro- 
duction Board in the administra- 
tion of this order and applica- 
tions for authority to start 
construction will be filed with 
the local offices of the Federal 
Housing Administration on 
Forms PD-200 and PD-200A, 
copies of which may be obtained 
at any of the district War Pro- 
duction Board offices or at any 
local office of the Federal Hous- 
ing Administration. The public 
is urged to file only emergency 
applications during the next 
month, as it is anticipated that 
authorization will be given only 
for emergency projects. Author- 
ity to begin construction will be 
granted only when the design 
and specifications conform with 





the standards established for the 
minimum use of critical mate- 
rials, and no materials will be 
used on the project that do not 
conform with the conditions of 
the authorization granted to be- 
gin construction. 

On the basis of criteria estab- 
lished by the Director of Indus- 
try Operations of the War Pro- 
duction Board, the local officer 
of the Federal Housing Adminis- 
tration will decide whether or 
not the project is eligible for 
recommendation to the War Pro- 
duction Board. If the project is 
deemed eligible, the application 
will be forwarded by the Federal 
Housing Administration to the 
administrator of the order for 
final consideration. 

If the application is denied by 
the local Federal Housing Ad- 
ministration office, based on the 
WPB criteria, provision is made 
for an appeal to an appeals 
board to consist of the adminis- 
trator of the order, a representa- 
tive of labor and a third member 
who will represent the end prod- 
uct branch of the War Produc- 
tion Board within whose juris- 
diction the class of project or 
construction would fall. 








Paint-Varnish Mfrs. 
: Must Hold Prices 
to April 12 Levels 


(Washington Bureau 
of HARDWARE AGE) 


Price Administrator Leon Hen- 
derson has fixed temporary max- 
imum prices at which manufac- 
turers can sell oil paints and 
varnishes at levels which pre- 
vailed on April 12, 1942. Effec- 
tive April 22, the action is 
embodied in Temporary Price 
Regulation No. 19 (Oil Paints 
and Varnishes). 

The new regulation will re- 
main in force for 60 days, dur- 
ing which time OPA will con- 
tinue its investigation of the 
pressures on paint prices, such 
as advancing costs for linseed oil 
and labor and the curtailment of 
certain raw materials. 








The temporary regulation cov- 
ers manufacturers’ prices on all 
paints and varnishes in which 
linseed oil, or any other drying 
oil, is a component part, and in- 
cludes house paint, wall paint, 
interior flat paint, enamels, lac- 
quer enamel, undercoats, floor 
and deck paint, barn and roof 
paint, colors in oil, shingle stain, 
oil stain, fillers and varnish. 

The order provides that the 
cost to a purchaser of oil paint 
or varnish from a manufacturer 
shall not exceed the prices the 
purchaser paid or would have 
paid on April 12 and keeps in 
force all discounts, charges, de- 
posits, allowances, and freight 
and delivery practices then rec 
ognized by the manufacturer. 
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Conditions for Selling 


Domestic Refrigerators 


(Washington Bureau 
of HARDWARE AGE) 

The following interpretations 
of General Limitation Order No. 
L-5-b, as amended on March 26 
to release some of the refrigera- 
tors which had formerly been 
frozen, have been issued by the 
Consumers’ Durable Goods 
Branch of the War Production 
Board. 

Q. Under the amended order, 
may a dealer (who is not a dis- 
tributor or manufacturer) sell 
his entire stock of new electric 
domestic mechanical _refrigera- 
tors to any person wishing to 
buy them? 

A. Yes, provided that they 
were in his inventory or in trans- 
it to him at 10 a. m. Eastern 
War Time, Feb. 14, 1942. 

Q. May such a dealer sell his 
entire stock of new gas or kero- 
sene domestic mechanical refrig- 
erators to anyone wishing to buy 
them? 

A. No, he may only sell as 
follows: 

(i) He may sell at retail from 
his frozen stock until his quota 
under Order L-5-b for all types 
of new refrigerators—100 or 1/12 
of those sold by him at retail 
in 1941—is used up. 

(ii) He may sell to the Army, 
Navy, U. S. Maritime Commis- 
sion or Panama Canel, provided 
he files reports as required in 
the order. 

(iii) He may sell for a de- 
fense project or a defense hous- 
ing project to which a prefer- 
ence rating of A-10 or higher 
has been assigned, provided that 
a written order or contract for 
such refrigerators was placed on 
or before February 13. 

Q. May a distributor sell all 
the new electric refrigerators in 
his frozen stock? 

A. Yes, provided those to 
whom he is permitted to sell 
want to buy all that he has. He 
may sell to the Army, Navy, 
Maritime Commission, Panama 
Canal, back to a manufacturer, 
or in fulfillment to any contract 
or order bearing a_ preference 
rating of A-10 or higher 
(whether placed before, on or 
after February 13). He may not 
sell at retail, unless prior to the 


issuance of the order he was a | 
distributor-retailer. | 


combination 

Q. What about a distributor of 
new gas or kerosene refrigera- 
tors? 


ment agencies just mentioned, 
and to a manufacturer, he may 
fill other orders bearing pref- 
erence ratings of A-10 or higher 
only when such orders were 
placed on or before February 13, 
and when such orders were for 
defense projects or defense hous- 
ing projects. 

Q. May a distributor of new 
electric domestic mechanical re- 
frigerators who also acts as a 
dealer sell his entire stock at re- 
tail? 

A. No, only that proportion of 
his stock as of February 14 
which the number of new elec- 
tric domestic mechanical refrig- 
erators sold by him at retail dur- 
ing the year 1941 bears to the 
total number of new electric do- 
mestic mechanical refrigerators 
sold by him during the year 1941. 
Example: A_ distributor’s total 
sales in 1941 amounted to 1,000 
refrigerators of which 100 were 
sold at retail. Retail sales being 
10 per cent of his total sales in 
1941, he may sell not more than 
10 per cent of his present stock 
at retail. This is in addition to 
his quota under the original 
freezing order, and in addition 





Lto those which he may sell as | 





|a distributor under the answer | 


to Question 3. 

Q. What is a retail sale? 
| A. Amendment No. 2 to Or- 
der L-5-b clarifies the meaning 
| of “retail sale” by defining it as 
| 3 sale of not more than three 
refrigerators to an ultimate con- 





| sumer. 
| @Q. Can sales to 
house owners, builders, institu- 
tions, governmental agencies or 
|employees of the seller be re- 
| garded as retail sales? 
| A. No. The amendment ex- 
| pressly states that such sales are 
| not to be considered retail sales. 
Q. May a distributor of new 
gas or kerosene refrigerators sell 
any part of his stock at retail? 
A. Yes, within the limits of 
his original quota for retail sales 
| for all types of new refrigerators 
|—100 or 1/12 of the number 
| sold by him in 1941 at retail. 
| 


NO ROLLER SKATES 
AFTER MAY 31 

| The War Production Board 

| has issued an order instructing 

manufacturers of rollers skates to 


A. Though he may sell from | cease production and assembling 


his frozen stock to the Govern- 
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of skates effective May 31. 


apartment 








A TIP FROM DEP'T STORE BUYERS 












MULTICRAFT = wt? 


MIRRORS =? 


AND WALL BRACKETS ... 


Strong. Steady Sellers 


with an irresistible eye-appeal that makes re- 
markably quick and easy sales! Many stores 
find that when displayed as above, the line turns 
quiet-corners into profit-spots! They tell us the 
line practically sells itself! Find out for your- 
self... order sample assortment now. 


MULTI PRODUCTS, INC. 
1914 S. Western Ave. Chicago, Ill. 
Eastern Showroom: 225 Fifth Ave., Room 935, N. Y. C. 


TRAYS TOO * 


fit right into your 
scheme of things-—-appeal 
to the people in your 
store every day. Write 
for a circular on Trays 

or catalog on the com- 
plete profit line including 
Mirrors, Wall Brackets 
and Plaques, Figurines, 
Utility Boxes, etc. 



















































A STRONG LINE 





rings the cash register more 


—a size and type for practically every chain job 
and all the fittings that go with them. 


Equally important is customer acceptance, For its 
safety, strength and dependable performance in 
service, ‘““Inswell’’ Electric Weld Chain is classed 


as “tops.” 


Too, CM’s years of chain making for industry, | 
farm and home carries the added assurance to | 


dealers and jobbers alike that here is a manufac- | 


turer and a line of chain that can be depended 
upon for cooperation in building and maintain- 


ing a more satisfactory chain volume. 


CALL YOUR JOBBER 


He has the CM catalogs and will help you 
select a fast moving, profitable stock of 
CM “Inswell” Electric Weld Chain. 





MBUS-MSKINNON 
CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


172 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND SN 








| production between the date of 


| restricting the use of aluminum, 


and louder because first of all the dine is complete 


PRIORITIES 


AND WAR -T 





SMALL APPLIANCE 
PRODUCTION CUT 


(Washington Bureau 

of HARDWARE AGE) 
WPB on April 9 restricted the 
electrical appli- | 
cent of 1941 


production of 
ances to 20 per 


the order and May 31 when non- 


rated production must cease. 
Conservation Orders M-lLa, 


M-6-b, M-9-c, M-21-d and M-43-a 


nickel, copper and copper base 
alloy, alloy steel and tin in elec- 
trical 
apply 


appliances are made to 
under the amendment 





| where the restrictions imposed | 


| and heating 


20 PER CENT 


| are more severe than those con- 


tained in the limitation order 
L-65. 

The only exception to the lat- 
ter rule is in the use of electri- 
cal resistance material (nickel 
or chromium) which may be 
used out of inventory up to 15 
per cent of the amount of such 
material used in 1941. While 
the electrical resistance material 
contains nickel and chromium, 
both scarce, it has been proc- 
essed up to a point where it is 
not practical to recover the 
nickel and chromium for war 


uses. 





| How to Arrive at Maximum 


Retail Appliance Prices 


(Washington Bureau 
of HARDWARE AGE) 

Methods by which dealers are 
required to compute maximum 
retail prices for radios, phono- | 
graphs, washing and _ ironing 
machines, and domestic cooking 
stoves and ranges 
have been set forth by Price 
Administrator Leon Henderson. 
The temporary regulations cov- 
ering these appliances became 
effective March 19, 1942. Each 
order stipulated that the maxi- 
mum dealer price for each ap- 
pliance was to be the highest 
net price for which the indi- 
vidual dealer sold the same 
model on March 19. If no sale 
was made on March 19, the| 
highest net price the dealer re- | 
ceived for the nearest previous 
sale must be used to determine | 
the maximum price. 
OPA explained that the price | 
ceiling apply to each store indi- 
vidually and that the regulations | 
| 

| 








do not mean that all stores must 
charge the same price for the 
same article. Each merchant, 
under the law, may set his price | 
as high as, but no higher than, | 
the top price he sold the same 
model for on March 19, or the 
top price he charged for it on| 


the nearest previous sale if he 
did not sell that model on that 
date. 

Information reaching OPA in- 
dicates that many dealers have 
misconstrued the pricing for- 
mula and are using the manufac- 
turers’ suggested retail prices as 
their ceiling prices. This is a 
violation of the regulations and 
must be corrected immediately. 
Manufacturers’ suggested retail 
prices are established as_ the 
maximum prices in the case of 
household mechanical refrigera- 
tors and vacuum cleaners, cov- 
ered by the permanent Maximum 
Price Regulations Nos. 110 and 
111. 

OPA has also been informed 
that many dealers have neglected 
to post conspicuously in their 
establishments the retail prices 


| for these appliances as set forth 


in the regulations. 

In the case of vacuum clean- 
ers and attachments each model 
must have an attached label 
showing “the maximum cash 
price for this household vacuum 
cleaner (or attachment) as es- 
tablished by the Office of Price 
Administration is $—. Lower 
prices may legally be charged 
or demanded.” 
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Residential Oil 


Burner 


Production to Cease 


The War Production Boatd | 
has ordered an end to the manu- | 
facture of oil burners and coal 
stokers for residential use after 
May 31, and limited the produc- 
tion of commercial and indus- 
trial types to orders bearing a 
preference rating of A-10 or bet- 
ter. 

These actions, supplementing | 
a recent cut in furnace produc- 
tion, were embodied in Limita- | 
tion Orders L-74 (oil burners) | 
and L-75 (coal stokers), both | 
effective on April 15, 1942. | 

Order L-74 defines a “Class A | 
oil burner” as any which has a 
capacity for burning oil at a 
rate in excess of 15 gallons per 
hour. A “Class B oil burner” is 
any with a lesser maximum ca- 
pacity. 

Order L-75 defines a “Class A 
coal stoker” as any which has a 
capacity for feeding coal at a 





|} must not 


rate in excess of 60 lbs. per hour. 
4 “Class B coal stoker” is any 
with a lesser maximum capacity. 

The terms of both orders es- 
tablish these limitations: 

Beginning today (April 15), 
no person shall produce, fabri- 
cate, or assemble any Class A oil 
burner or coal stoker except to 
fill an order with an A-10 or 
higher rating. 

For the period April 1 to May 
31, fabrication or assembly of 
Class B oil burners or stokers 
exceed 1/12 of the 
production of these types during 
1941. 

After May 31, 1942, no person 
shall produce, fabricate, or as- 
semble any Class B oil burner or 
coal steker. 

The manufacture of replace- 
ment parts for all types of burn- 
ers and stokers is_ specifically 
permitted by the two orders. 





Radio Tubes Cut to 349 Types 


(Washington Bureau 
of HARDWARE AGE) 

The War Production Board 
has ordered radio tube manufac- 
turers to discontinue within 
seven days production for civil- 
ian use of 349 of the 710 types 
of radio tubes now on the mar- 
ket. The WPB Radio Tube Unit 
explained that these 349 discon- 
tinued types represent duplicate, 
obsolete, and small-demand types 
of tubes. The Radio Tube Unit 
of the WPB also said that pres- 
ent inventories of discontinued 
types will be sufficient for civil- 
ian needs for at least two years. 
This stock will be added to by 
rejects from military production 
of the same types. 

In the elimination of dupli- 
cate types, one of each group 
of duplicate types will be kept 
in production. 

Obsolete types and those for 
which there is almost no de- 
mand will not be replaced, but 
John F. Wilson, chief of the 
unit, said that the radio tube in- 
dustry is planning to familiarize 
radio dealers with types of re- 
ceiving tubes that can be sub- 
stituted wherever possible for the 
types prohibited by the order. 

The order does not apply to 
tubes manufactured for the 
Army, Navy, Maritime Commis- 
sion, Panama Canal, Coast and 
Geodetic Survey, Coast Guard, 





Civil Aeronautics Authority, the | 
National Advisory Commission | 
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for Aeronautics, the Office of 
Scientific Research and Develop- 
ment, and Lend-Lease. 





COPPER ELIMINATED IN 
SOME PLUMBING EQUIP- 
MENT ITEMS 
(Washington Bureau 
of HARDWARE AGE) 

Almost no copper or copper 
base alloys may be used in bath 
tub fillers and nozzles; 
fittings; lavatory and sink com- 
pression faucets; outlet plugs 
and strainers, tail pieces; flush 
ells; flush valves for closet tanks 
according to an amendment to 
WPB limitation order L-42 is. 
sued April 9. 

However some ‘of the metal 
may be used in certain compo- 
nent parts of all items, except 
the last four, if the smallest 
practicable amount is used. 

The prohibitions and restric- 
tions in the schedule do not ap- 
ply to the use of copper or cop- 
per base alloy in products being 
made for use in chemical plants, 
research laboratories, hospitals 
or for non-pleasure vessels or 
aircraft where use of other ma- 
terials is impracticable. Although 
the requirements of the schedule 
do not go into effect until June 
15, Army procurement officers 
are already specifying plumbing 
equipment items as permitted bv 
the schedule. 
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Three Holes or 300! 


CRAFTSMEN and mechanics, an im- 
portant part of whose work is boring 
holes in all kinds of wood, prize the 
genuine “Russell Jennings” Auger 
Bits because the cutting edges hold 
up, also because of the ease of 
operation. 


Why not? These bits are forged from 
high quality steel and heat treated 
after a formula evolved through many 
years of study of auger bit perform- 
ance, then skillfully hand sharpened. 
Finally, each bit is individually tested 
by boring into a tough hickory slab. 
Add to all this a marvelous exactness 
of size and you have some of the rea- 
sons why these bits are half sold 
when you mention the name! Your 
jobber has them. 





-y 


AUGER BITS 





THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 
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You can satisfy every customer 
now, with these two types of 
Greenlee Spiral Screw Drivers. 
There’s the popular Enclosed 
Spiral Screw Driver designed e 
to keep dirt and grit out, to 
prevent pinching of the fingers, 
to permit more thorough lubri- 
cation, and to permit a full 
grip with the guiding hand. Or 
there’s the New Greenlee Open 
Spiral Screw Driver for those 
who prefer a high-quality tool 
with the conventional open 
spiral. Write today for more 
information about~*these fast- 
selling Screw Drivers and other 
Greenlee Tools for the Wood- 
worker, Electrician, and Plum- 
ber ... learn how these tools 
can mean extra sales for you. 


GREENLEE TOOL CO. 


1805 Herbert Avenue 
ROCKFORD, ILLINOIS, U.S. A. 








PRIORITIES 


AND WAR-TIME ORDERS 





| May 31. 


Production on Golf 


Clubs Halted by WPB 


(Washington Bureau 
of HARDWARE AGE) 

A new order issued by WPB 
curtails and will soon stop con- 
struction of golf clubs. The or- 
der (L-93) cuts off the use of 


| iron and steel, other critical 
| metals, plastics and cork, in the 
| manufacture of golf clubs after 


Meanwhile, limited 
production will be permitted. 
Since golf clubs cannot be made 
without metal, and golf balls 
cannot be made without rubber, 
the WPB orders mean that the 





manufacturers of such equip- 
ment have been drafted for the 
duration. 

However, the order will not 
affect the stock of clubs avail- 
able this summer since the sea- 
son’s production has been almost 
completed. Likewise, the sup- 
ply of golf balls is adequate. 

The manufacture of clubs fer 
the 1942 season started in Sep 
tember, 1941, and will end in 
the early part of May with a 
total of approximately 3,200,000 
clubs, largest fiscal year produc- 
tion on record. 





Prices Fixed for Refrigerator 
Sales Bearing A-10 Or Higher 


(Washington Bureau 

of HARDWARE AGE) 
Maximum prices at which 
manufacturers may sell new do- 
mestic refrigerators directly to 
persons assigned a_ preference 
rating of A-10 or higher by 
WPB were established in Amend- 
ment No. 1 to Price Schedule 
No. 102, revised, issued April 11 
by OPA and effective April 16. 
The base price established in 
the amendment is the same as 
the base price to distributors 
fixed in the schedule, but to this 


the manufacturer may add the 
excise tax, and special service 
charges requested by the custom- 
er. However, allowances for co- 
operative advertising must be 
dedugted. WPB also permits the 
addition of storage, handling, 
financing and insurance costs on 
stocks of “frozen” refrigerators. 
A manufacturer is allowed to add 
a 2 per cent charge of the base 
price in shipments of less-than- 
carload lots to cover higher han- 
dling and clerical costs. 





OPA PERMITS “FRIGID- 
AIRE” PRICE INCREASE 


Amendment No. 1 to Maxi- 
mum Price Regulation No. 110, 
resale of new household mechan- 
ical refrigerators, issued April 10 
by OPA, permits dealers who 
bought direct from a factory 
branch this year to raise maxi- 


| mum retail prices for 1942 model 


“Frigidaire” household refriger- 
ators to reflect an increase in 
federal excise taxes paid by 
them. 

Prior to Jan. 1, the federal ex- 
cise tax was assessed against 


| Frigidaire based on a percentage 


of the sales price of the re- 
frigerators to General Motors 
Sales Corp. and other distribu- 
tors. General Motors Sales Corp. 
was liquidated on Dec. 31, 1941, 
and since that time Frigidaire 
has sold directly to distributors 


| and dealers. 





Because of this change, the 
Bureau of Internal Revenue has 
ruled that, effective Jan. 1, the 
federal excise tax would be 
based on the price at which 
Frigidaire refrigerators were 
billed to dealers and distributors. 
The effect was to raise the fed- 
eral excise tax on direct factory 
refrigerator sales to dealers, 
since the factory-billed prices to 
them are higher than to dis- 
tributors. 

The OPA’s regulation contains 
a schedule of dealers’ maximum 
prices reflecting the former uni- 
form federal excise tax. Since 
the amount of the tax now varies. 
the amendment allows “Frigid- 
aire” dealers to raise the listed 
maximum price to the extent by 
which the tax paid by them ex 
ceeds that on an identical mode! 
computed on the basis of the 
selling price to a distributor. 
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OPA Refuses Linoleum 


Price Increase by Mfrs. 


(Washington Bureau 
of HARDWARE AGB) 
Declaring that “increased costs 
of production are not alone suffi- 
cient grounds for authorizing a 
price increase,” the Office of 
Price Administration has refused 
to allow linoleum manufacturers 
to raise prices as an offset to 
higher freight rates. 
The recent six per cent rise 
in freight rates is a relatively 
small item in total production 





costs of this industry and in 
most cases can be absorbed 
through a greater volume or 
production or a favorable profit 
position, Assistant Price Admin- 
istrator Herbert F. Taggart 
wrote manufacturers of linoleum 
and other hard-surface floor cov- 
erings. To eliminate any possi- 
ble hardship, however, OPA said 
it would review individual cases 
where an increase seemed neces- 


sary. 





Bicycle Freeze Order Amended 
to Include Models With 17 in. Frames 


(Washington Bureau 
of HARDWARE AGE) 

The bicycle freeze order 
(L-52-a) has been amended by 
the War Production Board to in- 
clude all bicycles having frames 
of more than 17 in. The origi- 
nal freeze order applied to bi- 
cycles having frames of more 
than 19 in. Subsequently it was 
pointed out that an 18-in. “camel- 
back” -frame (a frame with a 
double bar) is the same as the 
conventional 20-in. “diamond 
frame”, and both are adult size. 


Adult bicycles for women run 
about the same sizes as “camel 
back” frames. 

Children’s bicycles, 17 in. and 
under, are not affected by the 
freeze order. Production of chil- 
dren’s bicycles has already been 
halted but the sale of those pro- 
duced prior to April 1 may con- 
tinue until all have been sold. 

On the other hand, production 
of the war-time model, a light- 
weight adult bicycle, is not halted 
but the sale and delivery of such 
bicycles 
freeze order. 





BICYCLE ADVISORY 
COMMITTEE FORMED 
(Washington Bureau 
of HARDWARE AGE) 

The Bureau of Industry Ad- 
visory Committees, WPB, today 
announced the formation of the 
Bicycle Manufacturers Industry 
Advisory Committee. M. D. 
Moore is Government presiding 

officer. 

Committee members are: 

H. Clyde Brokaw, vice-presi- 
dent, Shelby Cycle Co., Shelby, 
Ohio; Frank Carlton, comptrol- 
ler, Arnold, Schwinn & Co., Chi- 
cago, Ill.; N. R. Clarke, presi- 
dent, Westfield Mfg. Co., West- 
field, Mass.; Jack Dougherty, 
president, Monark Silver King, 
Inc., Chicago, IIl.; F. J. Hannon, 
vice-president, Murray Ohio Mfg. 


Co., Cleveland, Ohio; Horace 
Huffman, president, Huffman 
Manufacturing Co., Dayton, 


Ohio; James S. Manton, presi- 
dent, Manton and Smith Co., 
Chicago, Ill.; Homer L. Mueller, 
vice-president, Cleveland Weld- 
ing Co., Cleveland, Ohio; A. H. 
Myers, Iver Johnson’s Arms & 
Cycle Works, Fitchburg, Mass.; 
Neely Powers, president, The 
Colson Corp., Elyria, Ohio; S. K. 


Pruett, vice-president, Excelsior 











Manufacturing Co., Inc., Michi- 
gan City, Ind., and E. S. Van 
Valkenburg, president, H. P. 


is prohibited by the | 





Snyder Manufacturing Co., Little | 


Falls, N. Y. 


ROTENONE PROHIBITED 
FOR HOUSEHOLD USES 


Because imports of rotenone | 


from Malaya and the Nether- 
lands Indies have been cut off, 
limitations on its use were or- 


dered April 4 by the WPB Di- | 


rector 
with issuance of Conservation 
Order M-133, effective at once. 

The chemical is used as a 
spray for food crops, particu- 
larly peas and beans; as a de- 
lousing agent; for household in- 
secticides, cattle and _ poultry 
powders and as an ingredient in 
sprays and soaps for dogs, cats 
and other household pets. 

M-133 permits its continued 
use as a delousing agent and for 
food crops other than cotton, to- 
bacco, cranberries, eggplant, etc. 
Household uses are prohibited. 
The order applies to manufac- 
ture of preparations containing 
rotenone and does not affect the 
products already manufactured. 


of Industry Operations | 








NEW PROFIT- PAYERS | 
for IMMEDIATE DELIVERY! : 















No. 630 SUGAR SERVER... 


Very timely for featuring in connec- 
tion with sugar rationing. Practical 
because it saves sugar, prevents spill- 
ing. Has sanitary, self-closing, all-plas- 
tic top of red Tenite; is hinged for 
easy pouring. Container is clear-glass, 
ll-oz. capacity. Height 6”. Retail 


price: 25¢. 





(i SPEED-UP SUMMER 


No. 830 MIXSTIR ...For cream whipping. milk drinks. ete. 
Red cap and knob. Plated steel revolving mixing dise. (Gradu- 
ated container is clear-glass, 1 quart capacity. Retail price: 35c. 


No. 810 COCKTAIL SHAKER .. . Red 
plated spout. Special insert in cover prevents leaking. 
container as No. 830. Retail price: 30¢. 


No. 820 ICE CHOPPER... For chopping or crushing ice 
quickly. easily. Red cap and handle. Hardened steel blades. 
One. quart capacity; will handle 12 ice cubes. Retail price: 35¢. 


No. 465 OIL AND 
VINEGAR SET... 


Has all-Tenite plastic drip- 
less server tops in red; 
Tenite plastic tray in red 
or ivory. Containers are 
clear-glass, 7-0z. capacity; | 
height 4”. Retail price: 70¢. ‘ 
(Deluxe set No. 461 with 
stainless steel slides and 
springs: $1.00.) 


cap with leak proof 
Same 





; (Retail prices slightly higher west of Mississippi) 
STEP UP SALES...SELL COMPLETE SETS 
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NEW YORK OFFICE — 200 FIFTH AVENUE 
WESTERN OFFICE — TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 


LEAVITT ST., CHICAGO, ILLINOIS 


400 N. 












YOUR FARM CUSTOMERS 


ae 
Deming Repair Parts 


Certainly you would prefer to sell NEW pumps 
and water systems to replace the old ones. So 
would we! 

But let’s face FACTS. We're in a WAR! Uncle Sam 
needs huge quantities of steel and other metals 
for guns, planes, tanks, ships, munitions, and 
other vital war equipment. 

Result is less steel and other materials for water 
systems. There won't be enough new water sys- 
tems to meet ALL demands. 

But YOU and WE can do our level best to help 
keep old pumps and water systems in working 
condition wherever the emergency demands that 
service. 

Deming Repair Parts Assortments are designed 
to help YOU help your farm customers keep the 
old equipment in action until new equipment 
can be supplied. 

Let’s work hand in hand on this job! Together 
we can do a practical and patriotic job of helping 
American farmers meet the biggest problems 
they have ever faced. LET’S GO! 

Write for complete information on Deming Re- 
pair Parts Assortments. 


THE DEMING CO. + SALEM, OHIO 


EMING 


PUMPS AND WATER SYSTEMS 





| 
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PRIORITIES 


AND WAR-TIME 





Steel Exempt From L-63 
Jobbers Inventory Order 


Warehouses carrying steel bars, 
ingots, wire, and other products 
listed in Schedules A and B of 
the Steel Warehouse Order, M- 
21-b, may omit these products 
from the inventory reports re- 
quired by Suppliers’ Limitation 


| Order L-63. 


Exemption No. 1 of Limita- 
tion Order L-63 specifically ex- 
empts warehouses coming under 
the provisions of Order M-21-b 
from the provisions of L-63 in- 
sofar as material listed in the 
Schedules attached to M-21-b 


are concerned. 





However, they are subject to 
the provisions of Order L-63 for 
all such supplies other than those 
covered by M-21-b. 

This means that warehouses 
which buy steel supplies from a 
producer, and also carry other 
supplies affected by Order L-63, 
may disregard the steel supplies 
specified by Order M-21-b in cal- 
culating the amount of inventory 
they are permitted to carry by 
L-63. The exemption is granted 
to avoid an unnecessary double 
control of inventories of steel 
products. 








| Builders’ Suppliers May Extend 
Ratings Within Three Months 


(Washington Bureau 
of HARDWARE AGE) 

A supplier of materials enter- 
ing into the construction of a 
defense housing project will be 
permitted to extend a preference 
rating at any time within three 
months after he becomes entitled 
to apply it, the War Production 
Board ruled in amendments to 
Preference Rating Orders P-19-c, 
P-19-d and P-55, effective yester- 
day. 

Formerly such ratings could 


| not be extended after the ex- 
| piration date of the individual 


otders. Each defense housing 


| project is assigned a preference 


rating by the WPB and an in- 


| dividual preference rating order 





is issued for a specific period to 
the builder to aid him in getting 
the materials needed for con- 
struction. 

Builders may serve the rat- 
ings on suppliers who are au- 
thorized to deliver the materials 
listed in the order. However, 
builders often do not apply rat- 
ings until shortly before the ex- 
piration date, giving suppliers 
little time in which to extend 
the ratings to producers of the 
needed _ materials. Today's 
amendments will give them addi- 
tional time for this purpose. 

There is no chafige in the re- 
quirement that a builder apply 
the rating before the order ex- 
pires. 








Java Sisal May Not Be Used 
for Wrapping or Binder Twine 


(Washington Bureau 
of HARDWARE AGE) 


The use of Java Agave Sisal- 
ana, commonly known in the 


| trade as Java Sisal, for manu- 





facturing wrapping twine or 
binder twine is prohibited by 
amendment to the Agave Fiber 
Order, M-84, issued on April 13 
by WPB. 

The amendment also states 
that inventory restrictions of the 
order as to import shipments of 
wrapping twine are lifted as to 
importers of Agave cordage and 








Agave twine. The restriction as 
to inventory is lifted because of 
the increasing irregularity of 
shipping, making it impossible 
for an importer to count on a 
stable inventory. The amend- 
ment allows free importation of 
wrapping twine. The restrictions 
as to sales are not changed. 
Users of wrapping twine are per- 
mitted more flexibility in their 
inventory. This change was per- 
mitted because of the seasonal 
use of wrapping twine. 


HARDWARE AGE 
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Materials Ban Halts | 
Toy Production June 30 


(Washington Bureau 
of HARDWARE AGE) 

The War Production Board has 
invaded Santa’s workshop. 

It issued an order (L-81) that 
will stop production, after June 
30, of toys and games made of 
metal, plastic, and other mate- 
rials needed for the war. 


The order permits use of | 


enough metal to hold together 
pieces of wood or other noncriti- 
cal materials which are expected 
to be used as substitutes. 

The order divides the needed 
war materials into two groups. 
One, consisting of iron, steel, 
zinc, and rayon, is listed as Criti- 
cal Material. Toys containing 
more than 7 per cent, by weight, 
of these materials are affected by 
the order; those containing 7 
per cent or less may continue to 
be manufactured. 

As to those affected, the order 
provides that between now and 
June 30 toy and game manufac- 
tures may use up to 25 per cent 





of the amount of Critical Mate- 








rial in the manufacture of such 
toys which they used in a cor- 
responding period in 1941. After | 
June 30 they may use none—ex- | 
cept in toys containing 7 per cent | 
or less of their weight of Critical 
Material. 

The second group consists of | 
Prohibited Material , and is 
treated still more drastically. 
Prohibited Material consists of a 
long list of metals, cloth, plas- 
tics, colors, oils, and chemicals. 
After June 30 none of the Pro- 
hibited Material may be used in 
toys or games, not even by the 
assembly of parts containing any 
of the Prohibited Material. 

Prohibited Material includes 
alloy steels, chromium plating, 
copper, certain bright colors, cer- 
tain oils, and certain chemicals. 
The only colors permitted are 
domestic earth colors, ultramar- 
ine blue, carbon black, lamp- 
black, boneblack, titanium diox- 
ide, and lithopone. A few bright 
colors are permitted only for 
stripes or bands. 


Use of Natural Resins Limited; 


Prohibited in 


Natural resins, which have 
been substituted in civilian use 
for the synthetic resins needed 
for war ‘purposes, have also be- 
come scarce, so the War Produc- 
tion Board has limited the use 
of natural resins. Use of natural 
resins in barn paint, farm equip- 
ment finishes, floor finishes, 
freight car paints, interior house 
paints, pencil finishes, playing 
card finishes, porch and deck 
paints, road marking paints, 
spirit label varnishes and toy 
and novelty finishes is p:ohibited | 
entirely. 

This is accomplished by Con- 
servation Order M-56, issued by 
J. S. Knowlson, Director of In- 
dustry Operations. In the main, 
it restricts the use of natural 
resins in any calendar quarter 
to 50 per cent of the amount 
used in the corresponding quar- 
ter of 1941. 

The restrictions do not apply 
to Army, Navy or Lend-Lease 
contracts; nor to use as a non- 
corrosive finish in chemical 
plants; in research laboratories; 
in vessels other than pleasure 
craft, or in health supplies. 

Form PD-339 is provided for 


quarterly inventory reports. 
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order also prohibited the use of 


home pads was limited to 5 feet. 


Many Types of Paint 


The Order applies to the man- 
ufacture of products containing 
natural resins and does not re- | 
strict the sale of paints or var- | 
nishes already manufactured. It 
is effective immediately. 


ELECTRIC HEATING 
PAD PRODUCTION 


By Order L-84 issued by the 
War Production Board on April 
4, the manufacture of electric 
heating pads for home use was 
limited to one-half the 1940 
total, and for hospital use not 
to exceed the 1940 total. The 


chromium in heating pads and 
curtailed the use of rubber, 
nickel and electrical resisting 
materials. Lengths of cords on 


Later, by amendment on April 
16, the manufacturing of an elec- 
tric heating pad after June 30 
was prohibited. Manufacturers | 
however are permitted to use an 
inventories of cut, processed or 
fabricated materials (not other- | 
wise usable) which were on | 


hand on April 4. | 








* 





FACTS 
concerning 
VICTOR FANS 
for 1942... 


We have endeavored to allocate 
VICTOR FAN production for 1942 
as fairly as possible. 


This production, with the exception 
of a small portion, has been spoken 
for by our distributors. We urge 


your immediate contact with these 


distributors, or with us if you are 
not familiar with your local Victor 


The VICTOR 1942 FAN LINE will 
be the finest we have ever pro- 
duced, and better values than ever. 


VICTOR ELECTRIC PRODUCTS, Inc. 


2950 Robertson Road Dept. J-24 Cincinnati, Ohio 


xk kk &k * 





* The 1942 VICTOR FAN LINE 
FS 10 OX—10"' oscillating~ single speed 


FS 12 X —I2" non-oscillating, single 


speed 


* FT 12 Q —12" oscillating, 3 speed 
* FT 16 GQ —16" oscillating, 3 speed 
FT 12 OX—12" oscillating, 2 speed, 


Magimatic shift 


* Equipped with Flexaire Breeze Director 








DOING OUR FULL PART FOR FINAL VICTORY 
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| Grand Features SELL 
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This Champion model has the sales-making features of 
all Grand ranges, plus super-size (6 burners) and two 
storage drawers. Feature it for extra-capacity cooking. 


Grand’s Exclusive SAFE-TEE-KEE 


All Grand ranges have this 
handy, removable SAFE-TEE- 
KEE that locks off the gas supply 
at a master valve, when range is 
not in use. Burners can’t be acci- 
dentally turned on—gas can’t 
leak or burn needlessly. An econ- 
omy as well as a safety feature. 





Grand’s Exdusive Charcolator Broiler 


= 






glowing heat. Pan is deep 


| = enough to barbecue a chicken. 


— s — gm Another of many fea- 
a aii fm tures that give the 
\ | Grand Champion 
; we jij model extra customer- 
appeal. 
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AND WAR-TIME ORDERS 








Copper Screening Ruled Out 


All stocks of copper or copper 
base alloy insect screening in 
the United States, including un- 
cut rolls in the hands of retailers, 
were frozen by an amendment to 
Copper Order M-9-c issued by 
the Director of Industry Opera- 
tions. 

Manufacture of copper screen- 
ing was stopped on March 31. 
Large stocks exist in the country 
in the hands of manufacturers, 
wholesalers and retailers that can 
be used by the military services, 
thus avoiding the use of addi- 





tional copper to make new 
screening for them. 

Adequate amounts of | steel 
wire screening are available for 
civilian use. 

The amended order provides 
no person shall deliver, install or 
cut any copper screening except 
for certain government agencies 
or upon specific permission of 
the Director of Industry Opera- 
tions. It does not apply to used 
or second hand screening or to 
rolls which were partly used on 
April 9. 





WPB Will Discontinue Granting 
Of Individual Preference Ratings 


As a further step toward put- 
ting American industry under 
the Production Requirements 
Plan, J. S. Knowlson, Director 
of Industry Operations, has an- 
nounced that the War Produc- 
tion Board will soon discontinue 
granting preference ratings on 
individual applications for mate- 


| rial to be used in general manu- 
facturing operations. 


Effective 
immediately, no individual ap- 
plication from a manufacturer 
for materials to be incorporated 
in his products over a period of 
more than one month will be 


| approved. 


As previously announced, vir- 
tually all American industries 
requiring priority assistance are 
eexpected to apply under the 
Production Requirements Plan 
for the quarter beginning July 1. 
Under the Production Require- 
ments Plan, the producers file 
a single application to cover all 
of their materials requirements 
for a calendar quarter, or for the 
remainder of a calendar quarter, 
when the application is filed in 
an interim period. 

It has been the practice of 
some producers, who need pri- 
ority assistance for only a few 
of the materials which they use, 
to file applications from time to 
time on individual PD-1A forms. 
This new announcement will re- 
strict the amount of materials to 
which a preference rating may 
be assigned in this way. The 
new policy will give the War 
Production Board a_ tighter 
check on the volume and uses 
of materials for which prefer- 
ence ratings are assigned, and 





will also require all applicants 
who need priority assistance in 
their business to furnish full in- 
ventory information to WPB. 

Producers whose annual vol- 
ume of business amounts to less 
than $100,000 may file their 
PRP applications on a simplified 
form, PD-25X. All others must 
use the PD-25A application. 


BUILDERS’ HARDWARE 
COMMITTEE FORMED 


The Bureau of Industry Ad- 
visory Committees, WPB, an- 
nounced the formation of a 
Builders’ Hardware Industry Ad- 
visory Committee. J. L. Haynes, 
Chief of the Building Materials 
Branch, is Government presiding 
officer. Committee members are: 

J. J. Meyer, Independent Lock 
Co., Fitchburg, Mass.; William 
C. Habbersett, Russell & Erwin 
Mfg. Co., New Britain, Conn.; 
R. T. Mitchell, Yale & Towne 
Mfg. Co., Stamford, Conn.; L. 
W. Oakes, Sargent & Co., New 
Haven, Conn.; Duncan Shaw, 
Reading Hardware Corp., Read- 
ing, Pa.; Charles Kendrick, 
Schlage Lock Co., San Fran- 
cisco, Calif.; E. F. Lawrence, 
Jr., Lawrence Brothers, Inc., 
Sterling, Ill.; A. L. Hager, 
Hager & Sons Hinge Mfg. Co., 
St. Louis, Mo.; E. J. Tower, 
Master Lock Co., Milwaukee, 
Wis.; Johann Frohlich, Bommer 
Spring Hinge Co., Brooklyn, 
N. Y.; A. H. Schleicher, Oscar 
C. Rixson Co., Chicago, IIl., and 
W. A. Heizmann, Sr., Penn 
Hardware Co., Reading, Pa. 
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PLUMBING-HEATING 
STOCKS FROZEN 


Retail sales of $5.00.or less exempted as well 
as any sale on an A-i0 or better preference 
rating. Order concerns new equipment only. 


(Washington Bureau 
of HARDWARE AGE) 

In order to prevent the dis- 
sipation of existing plumbing 
and heating equipment stocks for 
non-defense building, moderniza- 
tion, or unnecessary replace- 
ments, the War Production 
Board has frozen all such stocks, 
except for retail sales of $5.00 or 
less, or for any sale on an A-10 
or better preference rating. The 
order (L-79) covers all new 
plumbing and heating equipment, 
including any equipment, fixture, 
fitting, pipe, or accessory of a 
type used in or connected to a 
water, sewer, Or gas system; or 
any primary heating unit or ac- 
cessory designed to provide build- 
ing warmth. 

The order does not cover used 


plumbing and heating equipment, 
or tools used for installation and 
repair, or hoses, sprinklers, and 
similar devices commonly at- 
tached to outdoor faucets. 

In effect, the order prevents 
the sale or delivery by a dealer 
or any other person of furnaces, 
oil burners, coal stokers, and a 
wide range of other plumbing 
and heating equipment if the item 
is to be used for non-essential 
purposes. 

The general restrictions of the 
freeze order prohibit the sale or 
delivery of new plumbing and 
heating equipment to any person, 
except that: 

Retailers may sell or deliver 





items being sold for no more 
than $5.00. 


Sale and delivery on orders 


bearing an A-10 or better pref.- 
erence rating is permitted. 
Retailers may sell or deliver 


| to other retailers, and to dis- 








tributors, jobbers, wholesalers, or 

manufacturers of plumbing and 

heating equipment. 
Distributors, jobbers and 


wholesalers may sell and deliver | 


to any jobber, or to other whole- 
salers, distributors, or manufac- 
turers. 

Any new plumbing and heat- 
ing equipment actually in tran- 
sit on the date of issuance of the 
order may be delivered to its 
immediate destination. 

Any person may sell to a pur- 


chaser who makes the following | 


certification that the item is 
necessary for the installation of 
specifically listed farm machinery 
and equipment. 

“The following equipment 

—_—————is necessary for the 
installation of one or more of 
the following items of farm ma- 
chinery and equipment: milking 
machines, water cooled engines, 
cream separators, milk coolers, 
butter making equipment, water 
pumps, livestock individual 
drinking cups, livestock watering 
bowls, hog troughs, stock tanks, 


stock tank heaters, incubators, | 





brooders, poultry waterers and 
beekeepers’ supplies. 

Date — Signed ——" 

All persons affected by the or- 
der are required to keep accurate 
records on inventories and sales 
for at least two years. Sellers 
are also required to keep the 
signed statements received in 
connection with sales to pur- 
chasers in the farm machinery 
and equipment field. 


SOLDER SALES 
RESTRICTED 


The War Production Board on 
April 10 ruled that no person, 
other than a regular retailer, 
shall sell any solder having a 
tin content of more than 16 per 
cent by weight, or any tin-bear- 
ing babbit, except: 

On a purchase order bearing 
a preference rating of A-9 or 
higher; where the purchase or- 
der specifies that the material is 
to be used for maintenance or 
repair of existing equipment, 
and a preference rating of A-10 
shall have been assigned; solder 
to be used in the manufacture or 
sealing of cans as defined in Tin 
Conservation Order M-81. 





Glass Jars 


HE firm of Albert Schacht- 

schneider & Sons, Mil- 
waukee, Wis., hit upon the 
idea of using glass jars to 
show many small items of 
plumbing supplies with the 
result that the display of this 
material was greatly improved. 


Used to Show 


| Sales also increased, reflecting 
| tangible results as a result of 
the change. 

The new display attracted 
much more attention to the 
line and the items showed up 
to better advantage. The jars 





were placed on a special step- 





Small Plumbing Supplies 


| up fixture built to fit the table. 


Each step was the same height 
as the jar and was just wide 
enough to hold the jar. Space 
for more than 70 jars was pro- 
vided on the three steps. 

A wide assortment of pipe 
fittings. faucets, and other 





Labels on the jars give complete information about the item and its 


price. 
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Jars are used without tops to facilitate serving customers. 





plumbing items were dis- 
played along the top of the 
step-up unit. These were all 
fastened together, thus dem- 
onstrating how various items 
are used. This display is of 
great assistance to the unin- 
formed customer, and helps 
speed up selling. 


The Reason Why 


E asked a business man 
who had been called to 
Washington why he and others 
like him invariably got licked 
in their public encounters with 
labor leaders and with polli- 


ticians. He thought a moment 
and then answered with a 
chuckle: 


“Little’ Willie asked his 
father why mother always won 
the arguments in the family. 
The father replied: ‘I can ex- 
plain that, son. I am out all 
day earning the family living 
while mother sits around with 
nothing to do but think of ar- 
guments.’ ” 

—Nation’s Business. 
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Advances 


Wooden tubs, pails. Wood mauls. 

Certain coal shovels. Roof coating. 

Roof cement. Certain baby scales. 

One line belt dressing. One line putty. 
Java sisal rope. Sweat pads. Seine twine. 


Staging and trot lines. 





Wooden tubs, pails—An ad- 
vance of about 15 per cent is reported 
from one maker of wooden tubs and 
pails. 

. > * 

Shovels—Advances of 7 and 10 
per cent were announced recently, on 
two numbers of one line of black en- 
amel coal shovels. 

” . * 

Wood mauls—One maker re- 
cently advanced hickory maul prices 
about 10 per cent. 

- * © 

Watches—Prices were recently 
withdrawn on one line of pocket and 
wrist watches. 

. * . 

Roofing cement—Roof coating 
and cement prices were advanced 5 to 
10 per cent by one manufacturer. 

> * . 

Baby scales—Advances of 
about 6 per cent and 9 per cent have 
been announced on two numbers of 
baby scales. 

. * © 

Belt dressing—List prices on 
one line of belt dressing were recently 
advanced about 10 per cent. 

* . 

Putty—Metal and wood sash 
putty prices were advanced from 3 to 8 
per cent by one manufacturer. 

* 7 * 

Java sisal rope—Base prices 
were advanced on Java sisal rope, by 
some producers 1'% cents per lb. 
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Fishing tackle — Manufactur- 
ers of fishing tackle advise that their 
production was cut 50 per cent April 1. 
The request to cut production 50 per 
cent came from Washington, to be com- 
plied with on a voluntary basis. 

7 2 . 

Roller skates—WPB recently 
instructed manufacturers of roller 
skates to cease production and assembly 
of roller skates as of May 31, 1942. One 
important maker has withdrawn ll 
prices and will accept no more orders 
for the current season. Another maker, 
whose prices are considerably higher 
than a year ago, may also be unable 
to make further deliveries for this sea- 


son. 





Declines 


Linseed oil. Turpentine. 





Steel wool—Jobbers have been 
advised by one maker (in part) as fol- 
lows: “For the duration of the war, 
coarse grades of household steel wool 
have been discontinued. Grades fine 
and medium are still being shipped. 
Even with the industrial sizes we are 
having our greatest trouble with Nos. 1, 
2 and 3, although all numbers are get- 
ting shorter every day.” Some makers 
of steel wool are declining to fill orders 
unless with priority rating of A-10 or 
higher. 








hp 


a 


Clocks, silverware, etc.—Job- 
bers report that supplies of clocks and 
watches are increasingly harder to ob- 
tain. Interesting substitute cases are 
starting to be widely used. Plated sil- 
verware is practically off the market, 
since there is no more stainless steel 
available for the knife blades, and no 
more nickel silver for the base metal 
of the flat-ware pieces. 

* * +. 

Tools—A recent notice issued 
by one maker told its distributors that 
government regulations for the conser- 
vation of critical materials make it 
necessary for it to discontinue nickel 
and chrome plating on tools. Effective 
at once one line of pliers will be fur- 
nished only in Parkerized finish, and 
as fast as the changeover can be accom- 
plished, the balance of the plated tools 
will be converted to Parkerized or some 
similar finish not requiring metal for 
plating. 

* * * 

Sweat pads—On April 9, a 
leading maker announced another gen- 
eral increase in sweat pad prices, aver- 
aging about 10 per cent on the com- 
petitive price grades to about 15 per 
cent on the deer-hair pads. 

* * * 

Harness—Harness makers are 
still far behind on orders. Due to the 
huge demands for top-quality light 
leather for the uppers of Army shoes, 
there is a shortage of leather for the 
lighter and cheaper sets of harness and 
strap-work. 

. - id 

Sash cord —clothes line — 
One leading maker withdrew all prices 
on April 18, with new prices and de- 
livery information not yet announced. 
Most makers have been well filled up 
with urgent government war business 





Prices Withdrawn 


One line wrist, pocket watches. 
One line roller skates. 
One line sash cord, clothes line. 
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using materials and production facili- | 
ties to an extent largely superseding | 


normal service to their regular trade. 
* « * 


Floor coverings—Jobbers re- 


port an upturn in sales on felt-base 


floor coverings, at unchanged prices. It | 


is reported that some makefs feel that 
a price advance is warranted, but that 


OPA consent has not yet been obtained. | 


* * * 


Door mats—Wholesalers have 
about cleaned out the last of their lim- 
ited stocks of all door mats, whether 
cocga fibre, or steel or rubber. There 
is much uncertainty as to what, if any, 
type of mats will be available for the 
next season. 

* + * 

Farm and garden supplies 
Jobbers learn that leading makers are 
overloaded with orders for hand tools 
—“steel goods”—and it is doubtful 
whether they will be able to complete 
all of their orders in time for this sea- 
son’s sales. Production of these tools, 
as well as scythes and snaths, are re- 


duced 25 per cent by WPB limitation | 
this season. Sprayers rate this year for | 
a new use, as well as the familiar farm | 


and garden outlet. Jobbers report many 
requests for information regarding a 
tank sprayer or a bucket pump to be 
used to extinguish incendiary bombs. 
The OCD has changed specifications 
several times on this item, but several 
factories are working on sprayers to 
do this job, and something definite re- 
garding both types and prices may be 
available very soon. One larger maker 
of post hole diggers has advised that 
after selling out its present inventory, 


only one pattern will be available here- | 
after. Very likely the demand will be | 


far ahead of the supply. 

+ * * 
Sisal twine, etc.—The agave 
(sisal) fiber order (M-84) has been 
amended by WPB: 1. Prohibiting the 
use of Java sisal for manufacturing 
wrapping twine or binder twine. Previ- 
ously a limited use was permitted. 2. 
Inventory restrictions as to import ship- 
ments of wrapping twine are lifted, as 
to importers of sisal cordage and twine, 
because of the increasing irregularity 
of shipping, making it impossible for 
an importer to count on a stable in- 
ventory. The amendment allows free 
importation of wrapping twine. The 
restrictions as to sales are not changed. 
3. Users of wrapping twine are per- 


| 
| 
| 





New application form for distributors . . . 
can be applied to stock orders of 
bolts and nuts... is not complicated. 


Ratings for individual large orders 


may still be extended. 

























Here is relief for distributors who have 
been burdened with many types of compli- 


cated priority forms and frequently shifting 


regulations. 


It is a means for distributors to obtain a 
rating which shall permit them to place 
stock orders to cover the replacement of ma- 
terial sold from their own inventory in a 
multitude of small sales — without the ne- 
cessity of analyzing all those small orders 


which many distributors must handle. 





This form, however, does not prevent the 
distributor from continuing to collect and 
basket all substantial orders carrying high 
ratings and from extending those ratings, as 
heretofore. 


PD-1X offers an elasticity of procedure, 
which should mean many advantages — if 


properly used and if inventory restrictions 
are observed. 
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mitted more flexibility in their inven- | 


tory, because of the seasonal use of 
wrapping twine. 

Jobbers are obtaining only limited 
allotments of jute and India _ twines, 
with no definite prices quoted. The 
seller’s price ruling at time of shipment 
governs all billings. On April 9 a 
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Factories at Port Chester, N. Y., Rock Falls, Ill., Coraopolis, Pa. 
Sales offices at Philadelphia, Chicago, Detroit, Chattanooga, Los Angeles, San Francisco, Portland, Seattle 
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leading maker raised prices another 2 
cents per pound on seine twine, and 
staging and trot lines. 

* - a 

Lawn tools, etc.—Deliveries of 
pruning shears, grass shears, grass 
hooks, etc., are reported slow, due to 
factories’ inability to secure malleables, 
forgings, and other material. The re- 
sult is that jobbers are having to re- 
duce their lines to the essential items 
available, omitting many special fin- 
ishes and patterns. Many makers of 
lawn sprinklers, nozzles, etc., have 
reached their production quota, and are 
unable to accept further orders, and 
their “late” customers are being dis- 
appointed. Plastic substitutes are on 
the market, but deliveries are slow. 
Sales of fertilizers and lawn seeds are 
showing good volume. Plentiful stocks 
seem to be available, and home owners, 
who use their cars less, are spending 
more time on their lawns and gardens. 

* > . 

Paint and varnish “ceiling” 
-To offset threatened price advances 
OPA set, effective April 22, a tem- 
porary “ceiling” over prices at which 
manufacturers can sell oil paints and 
varnishes, at the levels prevailing on 
April 12. The action is effected in 
temporary price regulation No. 19. 
Most manufacturers in the paint in- 
dustry until now have maintained prices 
at their Oct. 1, 1941 levels, at the re- 
quest of OPA. At least one company’s 
announcement had come of 15 to 20 
cents per gallon increases on various 
paint and varnish items. These prob- 
ably will now be rescinded. On April 
13, linseed oil dropped 2 cents per 
gallon below the year’s peak, reached 
on April 3. The latest price still stands 
nearly 33 1/3 per cent above the Jan. 1, 
1942, mark. Turpentine quotations have 
dropped sharply, reaching a new 1942 
“low” on April 16, 14 cents per gallon 
below the Feb. 6 top. The use both 
of shellac and natural resins has been 
curbed by recent WPB orders, to gave 
supplies toward the heavy war demands 

for plastics and paints. 

- * * 

Construction awards — Total 
construction contracts awarded in 
March, 1942, in the 37 eastern states 
amounted to $610,799,000, according to 
F. W. Dodge Corp., New York City, 
this being the highest March total 
recorded since 1927. This was nearly 
$131,000,000 or 27 per cent ahead of 
the corresponding month last year. Non- 
residential, residential and heavy engi- 
neering (public works and _ utilities) 
construction showed substantial  in- 
creases over last year comparing March, 
1942, with the same month last year 
and comparing first quarter records of 
the two years. Increases, comparing 
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Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 100 





March, 1942, with the same month last 
year were—non-residential, 15 per cent; 
residential, 48 per cent and_ public 
works and utilities, 22 per cent. First 
quarter increases, comparing this year 
with last were—non-residential, 28 per 
cent; residential, 31 per cent and pub- 
lic works and utilities, 29 per cent. 
. * x 

Steel production—This week 
steel production in the U. S., accord- 
ing to estimates of The Iron Age, in its 
April 23 issue, rebounded a point to 99 
per cent of capacity, equalling in actual 
tonnage the all time high of two weeks 
ago. For the most part, the recovery was 
the result of returns to operation of fur- 
naces that have been off for repairs. 
Scrap is moving more freely than in 
many months, although constant pres- 
sure is required to keep sufficient quan- 
tities going into the plants. Allocations 
and spring weather are factors in this 





“More to Be Desired 


Than Gold” 





Charles H. Bigelow, Jr.. assistant 
treasurer of Farwell, Ozmun, Kirk 
& Co., St. Paul, Minn., hardware 
wholesalers, believes in being on 
the safe side where a keg of 
nails is concerned during these 
hectic days of priorities and 
shortages. This keg was on dis- 
play at the recent Minnesota 
convention and was chained and 
padlocked on the F.O.K. booth. 





improvement. Producers in one area 
have been getting a little more scrap 
than they are using, permitting in this 
one case, the accumulation of a small 
stock. 

a * x“ 

Farm labor news—aAs a re- 
sult chiefly of weather delays to Spring 
planting, some 97,000 fewer persons 
were employed on farms April 1 this 
year than last, the Department of Ag- 
riculture states. A total of 9,483,000 
persons were thus employed on farms 
on April 1. Although competition from 
other industries for available labor has 
tended to hold down farm employment 
this Spring, there was a slight increase 
in the number of hired workers (as 
distinct from owner or family workers) 
on farms. The index of farm wage 
rates was 28 per cent higher than on 
April 1 last year, the department re- 
ported. 

* Oe oS 

Farm news—The Department 
of Agriculture states that the acreage 
of crops is expected to be the largest 
since 1933, and prospects for good 
yields an acre seem as favorable as at 
this season in any recent year. Live- 
stock, exclusive of work stock, now num- 
bers above pre-drought peaks, and is 
still increasing, feed reserves are large, 
stocks of grain on farms are the largest 
on record for this season of the year, 
pastures and range prospects are prom- 
ising and the production of meat, lard, 
milk and eggs is currently running at 
levels that will provide fully the usual 
per capita supply, in addition to the 
volume now required for lend-lease dis- 
tribution. 

+ * om 

An “average” fruit crop 
The Department of Agriculture reports 
that though fruit buds in some areas 
were damaged by low temperatures in 
the winter and early spring, conditions 
to date “seem to point to a total fruit 
crop of at least average size.” 

. * .* 

Commodity price averages— 
Declines in wholesale prices of 10 staple 
commodities last week dropped the As- 
sociated Press index of 35 important 
items to 98.79 per cent of 1926 aver- 
age prices from 99.27 a week earlier. 
A year ago the index stood at 81.69. 
Hog prices slipped, corn and wheat 
were large losers, and cotton had a 
sizable drop from its recent 13-year 
peak. Also cheaper than a week ago 
were turpentine, lumber, flour, oats, rye 
and wool. Cattle quotations were up 
sharply, reaching the highest since July, 
1937. Cement, bituminous coal, eggs 
and butter also were among the gain- 
ers. The declines gave the Associated 
Press index its first setback in seven 
weeks. 
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SHOW YOUR CUSTOMERS 
HOW THIS IMPORTANT 


IN “CHAMPIONS” 
MAKES IT POSSIBLE TO 
DRIVE "EM HARDER 





‘te extra strength built 
into the mid-section of Union 
Hardware “Champion” Screw- 
drivers offers users positive pro- 





Illustrated, 
Cabinet Model 


ticularly when the “pressure’s on”. 
Blade Igth., $<“ 


Note how the blade is shrunk into 
a malleable bolster which rests in 
a heavy ferrule while tang (which 
forms a part of the bolster) en- 
ters and passes deep into the han- 
dle. Here is rugged construction to withstand the severest 


twisting strains that can be imposed manually. Add to this | 


point these features:—blades of tough tool steel, expertly 
tempered; blade ends accurately ground and tested to en- 
gage screw slots without side play; durable handles of hard 
wood—and you have a winning combination for fast profit- 
able sales. Call on your jobber to fill your requirements 


for “Champions’—the screwdrivers with a half-century | 


service record. 

PATTERNS AND SIZES AVAILABLE 
“Champion” Screwdrivers are made in five patterns in the follow- 
ing sizes: 

REGULAR—10 sizes from 21/4” to 12”, blade length. 
CABINET—8 sizes from 21/.” to 121/.”, blade length. 
ELECTRICIAN—8 sizes from 21/4” to 1214”, blade length. 
MACHINIST—S sizes from 12” to 30”, blade length. 
SPECIAL—2 sizes, 114” and 13/,”, blade length. 


mEeWEE . & © 
HARDWARE COMPANY 


Para A " 


sol-4-11 ich de) Mmexol <1 <p 


NEW YORK OFFICE ISI CHAMGERS STREET 
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tection against tool failure, par- | 
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STRENGTH-ADVANTAGE | 





THE CHAMPION HARDWAR 
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Bid these 


Champions 


Defense Housing Screen Door Hardware 
as suggested in Schedule TS—3185. 


Finishes: Japan, Champion Symbol J. Enamel, 
Champion CG, Cadmium Gray. 


<—<« 


Tubular Screen 
Latch 


Champion No. 4150 





Spring Hinge 


Fixed tension spring 
Champion No. 76, Wrought 
Steel 

Champion No. 700, Cast Iron 





Rim Screen Latch 


Government type 

No. 1086 

Champion No. 4/10, 
Cast Iron 





When the call comes for you to supply 
defense orders, be ready with Champions. 
Review this great line; you'll find |-A mem- 
bers ready to take on the job and fulfill 
all requirements. 


Start Today 
BUY DEFENSE BONDS 


E COMPANY 


ray Street, NEW YORK, N 














Pump Jack With 
Delayed Action Switch 


Permits semi-automatic operation of 
this pumping equipment. The delayed 
action switch shuts off the _ outfit 





automatically at the end of the pre- 
determined time. The switch is en- 
closed in a vermin-proof, moisture- 
proof box, and is mounted beside the 
motor. To set the switch, all that is 
necessary is to lift the cover and turn 
the control knob to the desired time. 
Designed to meet Underwriters’ Lab- 
oratory Standards, the switch has a 10 
ampere capacity and is rated for 
continuous duty on a “4-hp. motor and 
intermittent duty on a 1 hp. motor or 
larger.—Fairbanks, Morse & Co., 600 
S. Michigan Ave., Chicago, Ill. 


Improved “Nairn 
Treadlite”’ 


Congoleum-Nairn, Inc., Kearney, 
N. J., announces a new and improved 
“Nairn Treadlite” with a genuine in- 
laid linoleum wear layer consisting of 
the same tough, extra-smooth lineolum 
composition of the entire line of 
“Nairn” linoleum. The new “Nairn 
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New and Improved Merchandise—Display Helps—Sales Literature— 
New Packages—New Colors—Catalogs 


Linoleum” has a felt backing of a 
single sheet of duplex construction, 
said to be an exclusive development. 
Upper or supporting zone of this sheet 
is smooth, strong, reinforced and water- 
proofed with asphalt, company states. 
Lower or cushioning zone of the felt 


backing is flexible and water-repellent. - 


This zone also constitutes a flexible 
link between the underfloor and the 
inlaid wear layer and is said to pre- 
vent splitting and buckling caused by 
alternate floor contraction and expan- 
sion. Extra felt lining is not needed 
with this new “Treadlite.” Made in 
two grades, Deluxe and Service, the 
one difference between the two being 
the thickness of the inlaid linoleum 
wear layer. Thickness of the felt 
backing is identical. Both available in 
a range of geometric and “Veltone” 
patterns. Prices remain the same as 
the present lines of “Treadlite”’—De- 


‘luxe and Service. 


Twin Server Set 


No. 453—with plastic tops and 
spoons—for jellies, jams, etc., horse 
radish, mustard, catsup, chili sauce, 
etc. Hinged tops, spoons, and tray 
are sanitary “Tenite” plastic; clear- 
glass containers are 6-0z. capacity. Set 
retails complete at 50 cents. (Slightly 
higher west of Mississippi). Federal 
Tool Co., 412 N. Leavitt St., Chicago. 











“Universal” Cutlery 
in Matched Patterns 


The knives contained in the “Uni- 
versal” quality cutlery line are made 
of carbon steel with chrome surface 


ED 





and have a sharp durable edge. The 
knife blades, fork tines, spatula and 
cake turner are being manufactured in 
a matched pattern. This cutlery set 
contains the essentials of the well- 
groomed kitchen; paring, grape fruit, 
butcher and bread knives, cooks’ forks, 
spatula and the bent cake turner are 
made in the quality manner for dur- 
ability. Fashioned with a solid stain- 
less rosewood handle. Have _inter- 
locking rivets to prevent loosening and 
breaking of handles at the joint 
through a new process of welding. 
Landers, Frary & Clark, New Britain, 


Conn. 
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GRIFFIN 


HINGES 


AND WROUCHT STEEL 


HARDWARE 


J. 


NO.1925 


Wrought Stoel Sere sor Sets Wrought Stee! Gorage Hordware 


Cie: inhi Manufactured Since 1899 


G RIFFIN 


SS - Merehecturing Company 


ERIE, PENNSYLVANIA 





— 


NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 


SAN FRANCISCO: 703 Market St. 
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METAL CONSERVATION 
HEADQUARTERS 


WITH 


KESTER menver 
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@ Your customers are naturally interested in con- 
serving the metal so vitally needed for war produc- 
tion. They’re more “mending minded” than ever before! 


@ Show them how to save metal—save money, too— 
by soldering broken or leaky metal articles with 
Kester Metal Mender. Chances are, all you'll have 
to do is display the attractive counter carton; thou- 
sands of householders already know Kester Metal 
Mender. It has been advertised and sold for years. 


@ Anyone can solder with Kester Metal Mender and 
get neat, permanent results. No muss or fuss; the right 
kind and amount of flux is contained right in the core 
of the solder. It is only necessary to apply heat and 
the job’s done! . 





@ Kester Metal Mender sells read- 
ily and profitably; it builds repeat FQP,VICTORY 
business. Once it has found its way 2 
into a family tool-kit, it is used regu- 
larly. Have it in 
stock always. Order 
. asupply from your 
h jobber today. 














-» KESTER SOLDER COMPANY 
Gos ps 4207 Wrightwood Ave., Chicago, Illinois 


Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ont. 


KESTER 


METAL MENDER 
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Fans Made Of 
“Ventilite” 


“Ventilaire” fans are said to incor- 
porate less critical metals because o 
the use ef “Hi-Temp Ventilite” in the 
blade and box construction. This 


material is claimed to make the fan 
more quiet and long lasting. “Ven- 
tilite” is moisture repellent and has 














WhihT S NEW 





a smooth hard surface much _ like 
plastic. It is tough and very strong. 
Tennesee Valley Associates, of Nash- 
ville, Tennessee, offer these fans in 
window and pedestal types—with 22- 
in. blades—for windows of homes and 
offices and various sizes—24-in. to 54- 
in.—for attic and commercial instal- 
lations. G. E. motors are used. 


Hinge Catalog 


C. Hager & Sons, St. Louis, Mo., has 
issued Catalog No. 11 of more than 100 
pages showing its wrought butts and 
hinges, washers and other wrought 
hardware. Catalog is bound with a 
“Speedex” binder to permit inserting, 
and printed by The Heinn Co., Mil- 
waukee, Wis. 


Blackout Hoods 
For Flashlights 


Said to reduce gleam to a faint 
glow and to fit all sizes. Slips on or 
off. Made of woven fabric and are 
elastic. Blossom Mfg. Co., 79 Madison 
Ave.. New York City. 





To "Keep ‘em Flying,” Help Keep Production Soaring 


with TRIPLEX Quick-Fitting Threaded Fasteners 
Make every minute count. Sell Triplex Cap Screws, Bolts and 


Nuts to help avoid assembly delays. 


Triplex quality control 


starts with the steel, insists on strict specifications, guarantees 
uniformity in the factors you look for—correctly formed heads, 
accurate deep threads, clean-cut points, tough strength that 


stands the gaff of high speed tightening. 


It pays you to stock 


TRIPLEX. The Triplex Screw Company, 5317 Grant Ave., 


Cleveland, Ohio. 








Razor Blade Pack 
For Service Men 


The Clix Division of Conrad Razor 
Blade Co., Inc., Long Island City, 
New York, has announced the use 
“Clix 80 Blade Service Pack.” It con- 
sists of 80 double-edge quality blades, 
attractively and securely packed in 
red, white and blue mailer, all ready 


CLIX 
BLADE > 





to be addressed, stamped and mailed 
to the man in Service. The pack re- 
tails for $1.20. 


Computing Scale 


“Supreme”—made in two sizes; 2 
and 4 lb. by % oz. Fine wire line 
on the sliding indicator poise shows 
the cost in cents of the material 





weighed. Scale is supplied with either 
of two computing dials—one from 5 
to 60 cents; the other from 20 to 80 


cents per lb. Made in two styles: 
S34 with scoop top; 032 with plat- 
form. Pelouze Mfg. Co., 232 E. Ohio 
St., Chicago, Il. 
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ramp where they roll to the end and 
disappear. Red wheels, yellow body, 
13% in. long, 5% in. wide, 5 in. high. 
Suggested retail selling price, $2.00. 
Playskool Mfg. Co., 1750 N. Lawn- 


Roll-A-Ball Wagon 


No. 235, for toddlers is designed to 
arouse their curiosity. Large rear 
wheels have pockets which pick up 


Rope Conservation 

A new 16-page illustrated booklet 
entitled “Care Saves Rope,” contains 
practical information on the handling 


























: : - of fibre ropes that every dealer and 
a multi-colored balls and eject them on dale Ave., Chicago, Ill. cone anti til af aah cabed,’ Maite, 
formation is factual and copy covers 
rigging of blocks, a chart of sling 
efficiency and mathematical formulas 
sles for figuring rope sizes to any job— 
ty also, commonly used knots and splices 
no and how to make them. The company’s 
i principal ropes are described, includ- 
ing “War-Eagle,” the new rope for un- 
‘i. restricted sale and use under present 
dy government restrictions. A complete 
’ weight and strength chart for all ropes 
is provided. The booklet is pocket- 
size. American Manufacturing Co., 
Noble and West Streets, Brooklyn, 
New York, or St. Louis Cordage Mills, 
llth Street and Lafayette Avenue, St. 
Louis, Mo. 
Races Fishing Calendar 
The Shakespeare Co., Kalamazoo, 
Mich., has adapted the Grady Coble 
Reversible Window play materials has been designed to “Blacker-the-Fish-Better the Day for 
save paper. Pictorial panels are avail- Fishing” fisherman’s calendar to a 
Shades able in smaller sizes and in lighter pocket piece. This is a pocket-size 
Top may be weed, then bottom. Fee- weight materials. edition of the same calendar the com- 
tures the “Magic Clutch,” which is in The Guide can be obtained without pany has used in the past in a co- 
the top hem and forms a heavy durable charge. operative wall calendar deal. 
shield which is attached to roller with 
thumb tack and which is said to pre- 
vent slipping, wrinkling, or twisting. = are ee ae ean 
Complete with slat and plastic button 
for attaching curtain pull. Maker states 
shade cannot pull off the roller and it 
rolls straight; has no gumming to tear 
d or dry out. Sydney-Thomas Corp., 1234 
= W. 8th St., Cincinnati, Ohio. 
“Dor Dratt Stop” 
Can be installed without removing 
door. Made to fit between door stops 
2 of standard sized doors and can be 
ne installed on inside or outside of @,Uncle Sam, your customers and 
ws door. Said to raise quickly when door you—all benefit by this timely idea. 
ial is opened. Dor Draft Stop Co., 504 With this message on your boxes 
Emory St., San Jose, Calif. of Acme Corrugated Wood Joint 
ms Fasteners . . . your customers, are 
reminded of one important way in 
Display Ideas which they can aid the Victory 
effort. By repairing—by fixing up 
Fifty-three suggestions for window —they are making their furniture, 
displays and other point-of-sale adver- cabinets, screens and other wooden 
tising are included in the Display articles last longer—a primary re- 
Guide issued by the Sherman Paper quirement of the day. So put an 
Products Corp., Newton Upper Falls, —_ ee ae — sd al 
Mass. Each suggestion shows season- | three! If pons rang hoe god 
al settings with background and three- Display Cartons without the red, 
dimensional properties which can be white and blue REPAIR labels, we 
easily constructed by the store owner shall be glad to send you the neces- 
or displayman. Each setting is shown sary number without charge. — 
without merchandise so that it can be Acme Tack-Point Corrugated Fasteners Are easily and quickly ap- 
adapted to a great range of merchan- plied. Driven with a hammer, they assure stronger joints easier and 
‘ , faster. With their long beveled points and sharp cutting edges, they 
dise and store needs. The Guide also penetrate but do not crush the wood fibres. Almost anyone who 
- presents a wide range of illustrated works with wood is a prospect for this inexpensive Victory item. 
. panels and roll design materials that Insist on genuine ACME STEEL Wood Joint Fasteners. 
0 include giant photo murals in color 
as and deckle-edged panels. A_ section 
is included which shows many ideas for 


constructing display properties from 
color corrugated. The new line of dis- 
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JOHNS 


Protection Against 
Incendiary Bombs 


Also against household. fires. Nozzle 
used on garden hose and connected to 
the ordinary house water supply. kh 


delivers fine fog particles, which are 
said not to produce explosive effects 





from magnesium type bombs, but to 
reduce time of burning. Nozzle is 
also equally efficient for general home 
protection. It will extinguish ordinary 
combustible fires and grease fires; 
kerosene and similar oil fires caused 
by broken containers, broken fuel 
lines, leaks, or spillage. No chemicals 
are used. Rockwood Sprinkler Co., 
Worcester, Mass. 


Amerock Hardware 
For Defense Housing 


Following closely on the announce- 
ment from Washington of the new 
Defense Housing Critical List, Ameri- 
can Cabinet Hardware Corp., Rockford, 
Ill., has released information on a full 
line of “Amerock” hardware in ap- 


WORCESTER 





WHATS NEW 





proved finishes which qualify for de- 
fense housing priorities. A full line 
of hinges, catches, and pulls are avail- 
able in new approved finishes including 
“Kromoid” and “Plasticote.” “Kro- 
moid” is a highly rust-resistant plating 
brushed to a dull satin finish resem- 
bling dull chromium, maker states. 
“Plasticote” is “Amerock’s” name for 
liquid plastic colors baked at high 
temperature for permanent beauty. The 
finish is washable and is said not to 
chip, fade, or tarnish. Colors are black, 
red, and ivory. 


Repair Campaign For 
“Acme” Joint Fasteners 


Acme Steel Co., 2840 Archer Ave., 
Chicago, Ill., has announced a “Repair 
for Victory” campaign and its display 
cartons of 10-cent packs of tack-point 
corrugated fasteners now carry a red, 
white, and blue sticker which proclaims: 
“Do Your Part for Victory. Repair 
Wooden Articles with Acme Corrugated 
Wood Joint Fasteners. Save Produc- 
tion Hours for America’s War Efforts!” 
Free supply of stickers available fo 
pasting on stocks now in inventory. 


In these times when quick 
repairs are of the utmost 
importance, when makers 
of experimental parts, 
when tool and die workers 
are busy, it will pay to 
have an ample supply of 
XLO Music Wire. 


This high grade steel spring 
wire comes to you attractively 
packaged in red and silver in 
units of 4 Ib., 2 Ib., and | 
Ib., and 5 lb. packages. Wire 
sizes from :003 to .200. 


Johnson Steel & Wire has en- 
listed heavy production of 
XLO Music Wire for the war. 


ON STEEL & WIRE CO.INC 


* MASSACHUSETTS 


NEW YORK — AKRON — DETROIT — CHICAGO —— LOS ANGELES — TORONTO 
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“Quikcet” Clamp 


Four second clamping and one hand 
operation is claimed through setting 
with ratchet rod instead of turn screw. 








“A” is spring activated pawl for ratchet. 
“B” is replaceable swivel. Case hardened 
casting, “C” contacts vise-like tighten- 
ing screw with fulcrum action provid- 
ing downward pressure on work. Ac- 
cording to manufacturer there can be 
no slipping of work, even on beveled 


surfaces. Side screw tightening per- 
mits clamping in close quarters and also 
quick release. Rod and screw are cop- 
per plated and “V” shoes may be fur- 
nished for pipe and rod holding. Grand 
Specialties Co., 3101 W. Grand Ave., 
Chicago, Ill. 


White House Paint 


The introduction of “SWP Charles- 
ton” white house paint is said to result 
in important savings of strategic colors 
and pigments. It provides a toned off- 
white shade, ready mixed. Most painters 
“tone” their white house paint by add- 
ing oil color to standard brilliant whites. 
Therefore “Charleston White” effects 
an economy of both labor and, the 
scarce brilliant white pigments. This 
paint, also, is formulated to provide 
“controlled chalking” to give better re- 
tention of color-richness when tinted- 
than a brilliant white which has a char- 
acteristic self-cleaning chalking; it re- 
quires substantially less tinting color 
than a brilliant white to produce the 
desired shade. Sherwin-Williams Co., 
Cleveland, Ohio. 
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Bamboo Rod 

This “Wildcat” bamboo bait cast- 
ing rod, announced by the Thomas 
Rod Co., Bangor, Me., according to 
the company compares with the 
“Dirigo” bait casting rod in quality 
but is lower in price, having but one 


tip, and being put up in a fibre case 
instead of aluminum. Ferrules are 
same type as on the Thomas “Bangor” 
rod and “Milduro” guides and tip top 
are used. Rod has hardy-type lock- 
ing reel seat with brass lock fittings. 
Retails for $18.00, plus tax. 








“Silex” Filter 


The Silex Co., Hartford, Conn., is 
offering an attractive three-color bull’s 
eye display card with every “Safety- 
Lock” filter order. The new filter is 


constructed on the same principle as 





the exclusive cloth strainer spring 
tension filter featured in all “Silex” 
coffee makers. However, this filter has 
no removable strainer and can be 
cleaned simply with hot running water. 
Has special spring tension to assure 
complete steadiness. The filter won't 
wobble, maker states. The patented 
safety catch prevents the filter from 
falling out and cracking the upper 
bowl. Fits “Silex” and other coffee 
makers. Retails for 50c. 


Oval Dairy Pail 


No. 1300—maker states its oval 
shape makes this pai! exceptionally 
easy to hold, fill, pour, clean, and 
carry. Has dome shaped, smoothly 
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soldered bottom and extra deep foot to 
assure leak-proof, long-life service. 
Specially designed ears support the 
bail in an upright position to make it 
easier to pick up the pail. National 
Enameling and Stamping Co., Mil- 
waukee, Wis. 


Marine Hardware 


The Reading Hardware Corp., Read- 
ing, Pa., is making available its new 
No. 42 marine hardware catalog, en- 
closed in a “Swing-O-Ring” binder 
so that pages may be easily added or 
removed. The catalog devotes an in- 
dex to Navy Department specifications 
and refers the reader to the page in 
the catalog which contains the item. 





Tamms Silica Catalog 


A 25-page catalog of illustrated de- 
scriptions of paints, sundries and build- 
ers’ supplies made by Tamms Silica 
Co., 228 N. La Salle St., Chicago, Tl. 


Peg Gun Set 


Twenty-five different and interesting 
gun models can be assembled from 
this new set. Parts are all inter- 
changeable, and the set consists of 32 
pieces in an attractive display box. 


PEG \ 


MARES MANY Tyv. 





Suggested retail is $1.39. No cutting, 
fitting or gluing. The pieces simply 
peg together by means of small dowels 
furnished. Toy Kraft, Inc., Wooster, 
Ohio. 











“Available in F-Style if desired 





“Blue Tip” 6’ folding 
wood rule, double 
edge graduations, 
brass plated joints. 


“Blue End” white 
folding weod rule, 
government specifi- 


cation joints. 
ne er “Brownie” 
case, 6’-plus steel 


tape, graduated one 
side, both edges. 
306 __._ ‘'Tufboy’’ metal 
case, 6’ steel tape, 


graduated one side, 
both edges. 


dead inventory for all time. 


only the four numbers shown 


Small Dealou 


The new Master Simplification Plan 
can do even more for you than for 
others. It can not only help you stay 
in business profitably during the 
war; it can also help you eliminate 





Under the Plan, you stock and sell 


at left. 


Careful sales analysis proves this 


Tenite simplified line sells faster anywhere 


—meets all real needs of all your 
customers. By cooperating volun- 
tarily now, you can help forestall 
severe impending Goverament- 





tory —get quicker deliveries, 














enforced stand help save 
strategic materials needed for vic- 


fewer 


back orders—and make more profit 
on any given volume of rule sales. 


« The Master Simplification Plan can help you too. It embodies sim- 
¢ plified lines of rules for large, medium and small stores. It 


C_—_— can help you stay in business at a profit “for the duration”. Use 
the coupon now to get article outlining basic idea and bulletin 
—” telling specifically how to apply it to your own advantage. 





| as Gost 126m Street, N.Y.C. 


H Master Rule Manufacturing Co., Inc. Dept. A-4 
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Vichek Tools help “keep ‘em 
flying.” 

A steady increase in personnel 
and plant capacity has enabled 
us to maintain delivery sched- 
ules normally considered impos- 
sible. 

We pledge that Vichek Tools 
will continue to help “keep ‘em 
flying.” 


THE VLCHEK Toot co. 


3001 E. 87th St * 


Cleveland, Ohio 





President Allison’s Address 





(Continued from page 60) 


have to be done with increasing 
regard to priorities regulations. 
We may find that our very exist- 
ence depends upon it, no matter 
how inconvenient or distasteful 
the extra clerical work and strict 
regimentation may require. Af- 
ter all, in this case we are not 
the quarterback and, therefore, 
cannot call the shots. Rather, 
we have to follow in on the play 
unless we wish to go down to 
defeat individually as well as col- 
lectively. 

Time and experience will de- 
velop the most efficient methods 
of operation under priority re- 
strictions. The differences in the 
character of our respective busi- 
nesses will make adoption of uni- 
form methods extremely difficult. 
Much, however, can be accom- 
plished by discussion and ex- 
change of experiences here. 

Figuratively speaking, it now 
seems evident that many, if not 
most, of the distributors of dur- 
able goods lines will have to 
tailor their clothes to meet the 
emergency, eliminating the trou- 
ser cuffs and the unnecessary 
frills and furbelows. 

Perhaps it would prove to be 
a very wholesome and profitable 
development if we gave our re- 
spective businesses and methods 
of operation a thorough combing 
over, with the idea of simplifica- 
tion, for the purpose of elim- 
inating unnecessary activities. 
This applies to many of our 


fancy systems for handling or- 
ders, unnecessary correspond- 
ence, duplication of reports, and 
complicated checks and double 
checks. It might be well worth 
while, periodically, to remind 
ourselves that after all what we 
are attempting to do is merely 
to buy a certain quantity of mer- 
chandise, assemble it, find cus- 
tomers who need it, get their 
orders, ship it to them, collect for 
it, put the money in the bank, 
and then divide up with our 
stockholders if Uncle Sam and 
other tax collectors can spare 
anything for them. 

This matter of records could 
easily illustrate our point. State 
and Federal requirements make 
certain basic record-keeping an 
absolute essential. Many of us, 
however, have multiplied and 
complicated these basic record 
requirements beyond all sound 
reasons, adding items to such a 
degree that we have to get addi- 
tional help to understand them 
ourselves. The simpler a set of 
records is kept, the more easily 
they are understood and the less 
expensive they are to maintain. 
It well behooves us, therefore, to 
turn the spotlight of essential re- 
quirements on many of our com- 
plicated systems of record-keep- 
ing, and ruthlessly eliminate all 
complications which cannot prove 
that they are helping to pay the 
freight. 


A.H.M.A. ADVISORY BOARD 


P. B. NOYES 
Oneida, Ltd. 


ROBERT GARLAND 
Garland Mig. Co. 





FAYETTE R. PLUMB 
Fayette R. Plumb, Inc. 
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SOUTHINGTON 


MECHANICS’ TOOLS 











JURRHEGHHERBHBEBHBABAEREE STEEL 
+ SQUARES 
: —— or 
z STYLES 


SOUTHINGTON | Stand- 


ard Steel Squares. Take 


4 4 


Down Square for Mechan- 


ics, and Aetna Steel 
Squares for the casual or 
amateur user are all guar- 
anteed accurate with ser- 
viee built into them. Also 





Bevels and Try Squares. 


PARA AR AR ARARARARARS 





SRE SSeS CSR CROSS 


Send for Catalog and 


36” Prices. 
24” 
THE SOUTHINGTON 
HDWE. MFG. COMPANY 
a. SOUTHINGTON, CONN. be 

















RICHARD 


SPRING BOTTOM OILERS 
FOR 35 YEARS 


you have been buying and sell- 
ing Richard Oilers and they 
have been giving you and your 
customers honest, satisfying 
service. 


Right now, we have our sleeves 
rolled up doing a Victory Job 
for Uncle Sam. When we get 
that job done, we will be back 
again making oilers for you and 
your customers. 












WE MAKE 


Richard Oilers — Plastering 
Tools — Putty Knives and 
Scrapers — Wire C & H Hooks 
— Carded items — Three-In- 
One Garden Tool. 


THE ATLAS-ANSONIA CO. 


42-62 GRANT STREET NEW HAVEN, CONN. 
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| For more profits and larger 
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All cotton yarn, firmly braided. 50% 
stronger than soft roving lines, yet 
low priced. Whale is value to your 
customers, and to you—it has extra 
sales value, because it is packaged to 
be self-selling, in brightly printed 
transparent wrap and effective counter 
display carton. You can se// clothes 
line even though you hide it away— 
you can sell far more when it is 
properly displayed. 


Clothes line is a necessity—people 
have to buy it—but not necessarily 
from you. Stock Whale Clothes Line 
and let the effective Whale packaging 
say, buy here and now. 


We make a wide variety of other 
braided cotton clothes line: and sash 
cords, to meet all requirements for 
price and quality. 


SAMSON CORDAGE WORKS, BOSTON, MASS. 






TeAin| IVER SIX 


MILLION! 


1 ANNUAL SALES NOW OVER 
TWO AND ONE-HALF MILLION 


Proof that ‘‘Nee-Action’’ Peelers are 
Quality products with customer appeal. 





dollar volume,, give feature 
display space to the Combina- 
tion Peeler and Green Bean 
Slicer. An outstanding value 
at 25c—Nation-wide promotion 
and demonstration have cre- 
ated real consumer demand. 
On beautiful new four-color 
lithographed card. 


BOTH “NEE-ACTION" PEELERS ARE DOUBLE EDGED—CUT BOTH 
WAYS IN A NATURAL KNIFE LIKE MANNER—EASY TO US& 
EITHER RIGHT OR LEFT HANDED. POINT OF BLADE IS 
SHARPENED FOR EASY REMOVAL OF EYES AND BAD SPOTS. 








#3 ‘'Nee-Action'' Peeler — The 
4 : largest selling peeler in the 
ATING | A 
| world. On beautiful new three- 
Dot 
parm | color lithographed card. Re- 
tailing at 10c. 


PROMPT DELIVERIES ASSURED 
See your jobber or write direct. 


M & M MANUFACTURING CO. 


732 N. MORGAN ST. CHICAGO, ILL. 
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Whitney hampers do just that, for attached 
to every hamper you'll find the new ex- 
clusive Whitney “Informative Label” guar- 


antee tag. 





It tells your customers, and your salesmen, 


all about the 7 superior construction fea- 


tures of every Whitney hamper! 





They are one profit item priorities won't 


affect. Simply ask your jobber, or write or 


wire to F. A. Whitney Carriage Co. 


PRICED TO SELL FROM $2.95 


Wh itney HAMPERS 


SAM PRaNCISCO 666 LAKE SHORE BRiVE, CHICAGO 
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President Harte’s Address 


(Continued from page 62) 


hours a week. Maximum pro- 
duction, in short. 

“CAN WE GET IT? 

“Not on the present basis— 
not under the psychology of 
recent years. 

“Not until we quit thinking 
in terms of less work for more 
money. 

“Not while there is greater 
concern about overtime pay 
than overtime production. 

“Not while government bu- 
reaus—created to meet a de- 
pression emergency that is 
ended—continue to grab for 
themselves money needed for 
armaments. 

“Not while an army of fed- 
eral press agents clamor to 
promote and perpetuate activ- 
ities that have no present need 
or value. 

“Not while Congressmen try 
to put over useless canals and 
river schemes and take up the 
time of defense officials clam- 
oring for factories and con- 
tracts as if war were a great 
gravy train. 

“Not while WPA, despite a 
shortage of labor, seeks to 
carry on projects which it 
doesn’t have the men to per- 
form or the need for per- 
forming. 

“Not while CCC and NYA 
stretch greedy hands for funds 
to pamper young men who 
ought to be in the armed 
forces or the war plant. 

“Not while strikes hamper 
war production, despite a sol- 


emn promise that they would 


stop. 

“Not while the _ life-and- 
death need for uninterrupted 
production is used as a weapon 
to put over the closed shop. 

“Not while a man can’t be 
employed on an army project 
or in a war plant until he pays 
$20 to $50 or more to a labor 
racketeer. 

“Not while criminal gangs 
control employment and allo- 
cation of men to work on the 
Normandie and the other ships 
along New York’s vast water- 
front. 

“Not while fifth-columnists 
are pampered and enemy aliens 
move freely in defense areas. 

“Not while the grim job of 
preparing our home commu- 


nities against air raids and 

sabotage is gummed up with a 

lot of high falutin’, boondog- 

gling social service activity. 

“Not while pressure blocs 
clamor for higher benefits, 
bounties and pensions. 

“We will not get maximum 
production, in short, unless, 
first, we fully realize our aw- 
ful peril; and, second, get over 
the gimmes of recent years. 

“Gimme shorter hours, 
gimme higher wages, gimme 
more overtime, gimme less 
work, gimme more pensions, 
gimme more appropriations 
and patronage, gimme plants 
for my Congressional district, 
gimme fees and dues to work 
for Uncle Sam. 

“France had the gimmes too 
—had them till the Germans 
were close to Paris. Then 
everybody went frantically to 
work—too late! 

“France has no gimmes to- 
day—except gimme food for 
my baby, gimme a place to lay 
my head, gimme death.” 

Time can be spent to no better 
end than to use the days of our 
New Orleans meeting to stimu- 
late and arouse in ourselves and 
those about us, a realization of 
America’s plight, and when we 
return home to force an awaken- 
ing upon those, both in govern- 
ment and civilian life, who are 
blind to the mortal danger that 
threatens our country. 





Names of Ships 


HIPYARDS turning out vessels 

so rapidly Maritime Commis- 
sion is hard put for names. Com- 
mission sifts early American history 
for suitable names and characters. 
Pullman Co. just lost man who 
named all its cars, so no help from 
that source. 

—Printers Ink. 
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H. B. WILSON 
Mathias Klein & Sons 


R. G. THOMPSON 
Lufkin Rule Co. 
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suppose, has been based upon an 
analysis of pure leadership qual- 
ities? I do not know. Just think 
about it for a moment. Start 
out with your own company. 
Then turn over in yqur mind 
other companies with which you 
are familiar. What do you find? 

I find myself wondering how 
many leaders are in their places 
because they own the business; 
or because they have demon- 
strate excellence in sales, or in 
production, or in engineering, or 
in finance. How many, I wonder, 
have taken it for granted that 
control through the pay envelope 
is a sufficient substitute for 
leadership? How many had ac- 
tually demonstrated that they 
had the qualities of leadership 
that inspire “followship” before 
they were given the responsibil- 
ity of leading their organiza- 
tions? 

These are all reasonable ques- 
tions and speculations. Regard- 
less of what has been the situa- 
tion up to now, the requirements 
for leadership during the war 
will have to be the same in both 
the combat and the non-com- 
batant forces. We, in industry, 
shall have to measure up to the 
standard of leadership in our 
fighting forces. And we shall 
have to do it without benefit of 
court martial or firing squad. 
That is the challenge. Voluntary 
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cooperation under strong, com- 
petent leadership is what we are 
challenged to deliver. We can, 
we must, do it! 

The war will not be won with 
taxes. The war will not be won 
with Defense Stamps and De- 
fense Bonds. It will not be won 
with our pile of gold in Ken- 
tucky, a “Maginot Line of Gold.” 
The war will not be won with 
productive capacity. The war 
will not be won by “the richest 


nation in the world.” The war 
will not be won by the nation 
having the greatest natural re- 
sources. The war will not be won 
by any of these things. 

The war will be won when all 
these things are put to use by a 
united people, fighting for their 
lives, under competent, inspired 
and inspiring leadership. 

From now on requirements for 
leadership will be more inclu- 
sive. I have used the words “‘in- 
spired and inspiring leadership.” 
The leader of a business will 
have to inspire his organization 
with his patriotism, his citizen- 
ship, his profession of spiritual 
values, his adherence to high 
moral standards, his private life 
—all these as well as skill in the 
technical side of the business. He 
must have courage, purposeful- 
ness, toleration, a sense of 
humor, an abiding faith in the 
future. He must realize that he 
is a guardian of civilian morale. 

The real leader—the only lead- 
er who can qualify today—must 
be constructive. I must not be 
misunderstood about this. I do 
not propose a moratorium on 
constructive criticism. That 
would be absurd. I do propose a 
complete abandonment—not “for 
the duration,” but forever—of 
pontifical, facetious, careless talk 
just for the sake of making an 
impression at a time when no 
constructive benefit can come. 

A large specification — this 
specification for leadership. The 
challenge is going to be greater 
as the war progresses. It is 
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BALL PEIN HAMMERS 
Particularly popular 
in Defense Work are 
Vaughan's Ball Pein 
Hammers—the ideal 
tool for all machin- 
ists. —— of 
special models for 
special jobs. 


In Vaughan's Famous 
Hammer Line is this 
Super-Vanadium Nail 
Hammer with better 
balance, less shock, 
finest quality. 


SUB-ZERO AXES 
Vaughan's popular 

b-Zero Axes made 
of tough but thin all- 


ly fused and double 
heat treated. 


WATCHETS 
cushion the shock. 


steel—cuts easier. 


PUNCH & CHISEL SET 
Vaughan's Punch and 
Chisel Assortment 
from extra refined 


Ea steel tempered and 
tested 


OCTAGON TOOLS 


Vaughan's Star Drills 
are individually tem- 
pered and tested 
for hardest work 
and longer life. 
Vaughan's Cold 


~ Chisels, made of 
~/ alley steel, are the 
finest quality — yet 
they cost no more. 


v 

i 

¢ QUALITY TOOLS 
> SINCE 


BUSHNELL 


MANUFACTURING CO. 
2114 Carroll Avenue 
Chicago, lilineois 
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Keen edge with cres- “2B 
cent bevel of special © 


beveled square alloy 4 . 







tool steel, electrical. ~# 


Vaughan's perfectly x gi 
balanced hatchets ~~ 




















needed not only in top manage- 
ment. It is needed desperately 
all the way through the organ- 
ization. But if top management 
first demands these qualities of 
itself, it will instinctively look 
for them and recognize them in 
others. The example once set at 
the top will act as an inspiration 
throughout the group. It will 
not be simply a standard of 
leadership. It will really be a 
standard of conduct for the or- 
ganization to follow. 

The task before us is not easy. 
I have not mentioned problems 


and difficulties. But I am fully 
aware of their existence. The 
road before us is rocky. It will 
tax our ability and even our en- 
durance. It will test our sur- 
vival value. But I have con- 
fidence in the outcome. And I 
am inspired by the faith that 
when we have completed our task 
we shall emerge into the tomor- 
row a greater people because of 
the finer qualities we shall have 
developed while meeting the chal- 
lenges of today. 

Can we take it? I ask you? 
Will we take it? 


George Rogers’ Address 


(Continued from page 74) 


would hesitate to hire any male 
employees but would intensify 
training women for all positions 
occupied by physically fit male 
employees. It’s your patriotic 
duty to do so. If and when your 
volume drops, don’t replace em- 
ployees called for service. 

Get your department heads 
together and go over all your 
operations and every item of 
expense and cut out the frills 
and luxuries in operations that 
have crept into your business 
during the past few years, elim- 
inating or ‘Saving as far as pos- 
sible all supplies used in packing 
and shipping, curtailing deliv- 
eries, and by so doing, save your 
delivery equipment; it may have 
to last a long, long time. 

You'll never have another 
chance probably in your life- 
time to clean house and get 
down to a high éfficient basis 
and be in good shape to face 
the post-war period. 

Another suggestion that is so 
obvious that it may not even 
have to be mentioned is to clean 
your inventory of all the cats 
and dogs; and in your future 
ordering keep your stock to fast 
moving items although the 
manufacturers will regulate this 
thing themselves. You will never 
have another chance to get rid 
of that slow-moving stock at 
fair prices, and enter the post- 
war period with clean stocks, and 
less styles and sizes that will 
allow greater inventory turn- 
over. 

Push and promote to the best 
of your ability all service depart- 
ments as the public will not be 
able to get new merchandise and 
will have to have the old re- 


paired. Keep your eye open for 
new items of merchandise that 
the war will create as these will 
help your volume. 

In a few months it may be 
that some of your strong cus- 
tomers will be weak, and your 
weak weaker, so I recommend a 
strong collection policy, for all 
your accounts, particularly those 
overdue. I’d go easy on future 
credits. Here again is a grand 
opportunity to do a cleaning up 
job and be in good shape for 
the future. 

If you haven’t a perpetual in- 
ventory, I’d seriously consider 
installing one. In a survey we 
made of 26 wholesale hardware 
houses a few years ago, we 
found that the houses that had 
a perpetual inventory had double 
the turnover of those that did 
not. Those that have complete 
stock records showing receipts, 
shipments and costs are going 
to fare far better with these 
days of government regulations 
than those who have no records, 
because the representatives of 
the government are controlled 
also by rules and regulations and 
have to be shown. 


Creates the Desire 


66 OU can lead a horse to 

water, but you can’t make 
him drink,” exclaimed a dejected 
salesman in excuse for failure to 
sell a stubborn prospect. 

“Blue blazes and_ brimestone,” 
yelled his boss, “where did you ever 
get the idea that your job is to 
make him drink? Your job is to 
make him thirsty!” 

—Opportunity Magazine 


HARDWARE AGE 








ie = 


~~ Fe - SS 


- 


r 
it 
ll 


e 


:- 


@ 


Ss Vee 


www tes " §¢ 


EE eal 


aad 








THE HOME CRAFTSMAN 
is your good customer 











THE HOME CRAFTSMAN SAYS: “Son — 
you're going to learn to cut with a MILFORD 
— the blade with EASY-STARTING TEETH.” 


Milford is the only hacksaw blade 
with Easy-Starting Teeth — the only 
blade sold under a Fair Trade Con- 
tract — not sold to chains and mail- 
order houses. 


Order your stock assortment today. 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN, CONN. 


The FORSTNER 
AUGER BIT 


A remarkably versatile boring 
tool that will sell for you at 
a substantial PROFIT— 


























The sample of work shown below, 
done entirely with Forstner Auger Bits, illus - 
trates the many types of cuts that can be 
made with this handy, all-purpose boring 
tool. Note that this bit bores at angles, cuts 
any arc of a circle and leaves a perfectly 
smooth - walled, flat- bottomed hole. The 
entire cutting surface is at work all the time 
and there is no center spur (circular rim 
guides the bit). Works well, does 
not clog in hard, knotty or irregu- 
lar grained woods. 

Available with hand brace or 
machine shanks in the following 
sizes: For hand use, 4“ to 114” 
by sixteenths. For machine use, 
4%” to 114“ by sixteenths; 154” 
to 3” by eighths. 


See NEC. TicuTrt 
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The AMERICAN Way 


“CHICAGO” Roller Skates are serving our boys in many 
camps—helping to “KEEP AMERICA FIT’. So until the 
war is won, if you can’t get all the “CHICAGOS” you 
would like to sell—it's because Uncle Sam needs the 
materials. 


While we're fighting for our Country—our Freedom—our 
homes and lives, let us support our government's de- 
fense program 100%—it's THE AMERICAN WAY. 


For HEALTH’s Sake—Roller Skate 





NOW it's Keep "Em Flying—LATER let's Keep ‘Em Skating 


CHICAGO ROLLER SKATE CO. 


orid's Greatest Roller Skates for Over 40 Years 


4456 WEST LAKE STREET led siley clown a a1, leh. 
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ang, JUURNE _ 
LADIES pont Good Housekee? 
AN’S Woman's 
— AY Home Companion 
The P 1 Better — 
American and Garden 











WAGNER ADS 


IN THESE MAGAZINES SELL FOR YOU! 


You're missing a “big bet” if you are not featuring 
WAGNER Carpet Sweepers. Housewives need and want 
the WAGNER easier, faster “PICK-UP.” Have you the 
latest WAGNER Display Material? Order from your 
jobber or write us today. 


E. R. WAGNER MFG. COMPANY, Dept. HA, MILWAUKEE, WIS. 














125 














Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also Folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 





EMBURY 


A/R PILOT 


Raise your sales sights when you stock 
the Air Pilot. It’s the modern lantern 
that appeals to modern farmers, 
sportsmen and city folks who want a 
lantern handy for every emergency. 
Burns better and longer. Air Flow 
Combustion. Aero-Dome sheds rain. 
. . » Everything to make it sell fast. 





Embury Mfg.Co.,Warsaw,N.Y. 
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R. H. BAKER 


Fones Bros. Hdwe. Co., 
Little Rock, Ark. 
S.H.J.A. Advisory Board 


needs the application of a little 
common sense and of a little re- 
alistic sense of our own self- 
interest. 

Clearly, in the future as in the 
past, the great market for Amer- 
ican goods will be in the United 
States of America. We have, 
here, a population that over the 
past generation has grown to ex- 
pect more of the good things of 


| life than the people of any other 
| country. Having had more, our 


people have tastes adapted to a 
wider area of enjoyment. The 
expectation of satisfying those 
tastes has become part of their 
instinctive reactions. It is not 


| something that will vanish dur- 





ing the war. War may suspend 
it in part. But make no mistake: 
their longing for more than they 
have is fundamental. 
Paradoxically enough, the very 
wants of our people are the basis 
of their prosperity. For our eco- 
nomic system is a seamless web, 
a continuous process in which 
the stimulation of desires on the 
part of the public through more 
effective sales methods has cre- 
ated the basis of more and more 
productive uses for capital, more 
and more jobs, more and more 
inventions, more and more goods 
to be sold. At one end of this 
process is the constantly increas- 
ing expectation on the part of 
customers of more of the best of 
everything: at the other end are 
the productive faculties of the 


country, capable of producing the 
goods to satisfy that expectation. 
That is American enterprise in 
its essentials, and no govern- 
ment-created or government- 
planned economy can duplicate 
or even act as stand-in for it. 

No doubt the great material 
forces now loose in this war— 
the quest for alternative prod- 
ucts, our development, under 
stress, of new methods of pro- 
duction, our necessitous recon- 
struction of the lines of trade 
throughout the world—all these 
things are going to leave us with 
a changed economic outlook on 
the world. But of this we may 
be sure: only an infinitely flex- 
ible and resourceful system of 
free enterprise can enter into 
the competition that is coming 
with any prospect of success. 
And flexibility and resourceful- 
ness are to be found only in 
American enterprise. 

But if the case of American 
business was never better than 
it is today, when it is showing 
the way to overwhelm the forces 
arrayed against America, it is 
nevertheless essential that those 
in private enterprise make cer- 
tain that their achievements will 
be explicitly known by the Amer- 
ican people. Never again should 
we permit a gap to be created in 
the lines of understanding that 
stretch from free enterprise in 
American business and the minds 
of the American people. When- 
ever that gap exists there are 





EDMUND ORGILL 


Orgill Bros. & Co., 
Memphis, Tenn. 
S.H.J.A. Executive Committee 
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political forces that, driving 
their way into it, create mis- 
understanding and _ confusion. 
The task of American business, 
then, is not only to produce in 
greater quantity, not only to im- 
prove the quality of that produc- 
tion, not only to keep alive the 
spirit of enterprise in the face 
of all discouragement, but to in- 
terpret itself to the American 
people so that they will not again 
forget the immeasurable debt 
that this country owes to private 
enterprise. That is something 
that American business enter- 
prise, that American manage- 
ment, from the top to the bottom, 
must take upon itself in all its 
relationships with the public. 

Above all, this is a moment 
when it is essential to establish 
the fact that American free en- 
terprise is a part—a necessary 
and indispensable part—of our 
whole system of free institutions. 
There can be no political free- 
dom in the long run unless there 
is economic freedom. And there 
can be no America to love unless 
that America remains free. 

In conclusion, I should like to 
address myself for a moment to 
the general subject of public 
morale, as it’s called these days, 
or, as we used to call it, the state 
of American patriotism. I am not 
one of those who believes that 
there is anything apathetic, in- 
different or deficient in the spirit 
of the people of this country. I 
get a little bit tired of hearing 
so much talk about American 
morale and how it can be im- 
proved. A few weeks ago I grew 
sufficiently indignant to write 
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Teague Hardware Co., 
Montgomery, Ala. 
S.H.J.A. Advisory Board 
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MARK LYONS 


McGowin-Lyons Hdwe. & 
Supply Co., 
Mobile, Ala. 

S.H.J.A. Advisory Board 


and publish a short piece sug- 
gesting that the morale of the 
American people might be better 
if so many people were not try- 
ing to do so much about it. I 
said that it seemed to me that 
one good band was worth more 
than several of the agencies 
which have been established for 
so-called morale-building. I asked 
whether, by trying to streamline 
and intellectualize our patriot- 
ism, we were not preventing the 
expression of old, untaught and 
unrehearsed love of country—the 
kind that’s lighted up by bands 
and drums and marching feet. 

I have been rather pleased 
with the response that I received 
from that statement. It shows, 
I think, that people are coming 
to recognize that, after all, we 
are fighting a war and not con- 
ducting a philosophical institute. 

You can bet your lives that 
the bitter blows that are driving 
Germans back in Russia are not 
coming from Communist mani- 
festos. Karl Marx didn’t make 
the artillery that killed a million 
and a half of Hitler’s men. The 
Cossacks under Timoshenko are 
not riding on red flags. They 
are riding the same kind of 
horses that smashed Marshal 
Ney in 1812. You don’t hear 
much social philosophy in Com- 
rade Stalin’s speeches. He is 
riding a tide of Russian patriot- 
ism hundreds of years older than 
the revolution that made him. 
And I wonder sometimes how he 
is going to make Communists 
once more out of those Russians 
whom an invader’s guns have 
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BLADES 


the Original - time-tested 
MOLYBDENUM 
BLADE 









Order Deal 
No. 1012 in- 
cluding free all-metal dis- 
play and dealer helps. 
Because tungsten is on 
the critical list, the OPM 
desires that its use be 
reduced in hack saw 
blade manufacture. MO- 
LYBDENUM blades are now in popular 
demand. It is urgent that you avoid “ex- 
periments”, “shift-overs”, and buy a long 
established brand. Stock “HY-FLEX” 
Hack Saw Blades—they are accepted, 
known and preferred, backed by years 
of production experience and made on 
machinery tooled for MOLYBDENUM. 
HY-FLEX blades are inexpensive, full 
tempered, extremely flexible. 
ORDER THROUGH YOUR JOBBER 
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WHALE BRAND AND 

VIKING SCREW DRIVERS 

have been designed for greater strength, 
long life. Watch for announcement. 


Write for complete details to — gg H 
or ask for them at your favorite Jobber. 





“WHALE” BRAND AND eTnINe” BRAND 
HACK SAW FRAMES AND BLADES 
COPING SAW FRAMES AND BLADES 
SCREW DRIVERS - HAND DRILLS - BAND SAWS 
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It’s Time To Display 
Red Arrow Now 


Red Arrow is the only insecticide most 
home gardeners need—and most of them 
know it—as a result of Red Arrow adver- 
tising in 12 big national magazines. Be 
sure you have it well displayed. And make 
good use of Red Arrow’s free insect chart 
posters, leaflets and other sales helps. If 
you haven’t a supply, phone your jobber, 
or write to: 


THE McCORMICK SALES CO. 
403 Light St. Baltimore, Md. 


RED ARROW 


GARDEN SPRAY 





Order It From 











We can furnish the | 
NEW | 
RUST-RESISTING 


BLACK FINISH 
FOR 


BUILDER'S 
HARDWARE 


as specified in the 
Defense Housing 
Critical List 


* 
Also all other specified finishes 
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awakened from a_ sociological 
dream. 

When Decatur said “Our coun- 
try right or wrong,” he ex- 
pressed a profound and elemental 
truth. He meant, in the simplest 
terms, that the concept, “our 
country,” defies analysis, defies 
description, defies rationaliza- 
tion. We do not define our coun- 
try when we call it 48 states, 
3,000,000 square miles, 130,000,- 
000 people. We do not define it 
with an inventory of woods and 
templed hills and rocks and rills. 
Our country is not “benefits,” 
“objectives,” “promises.” Nor is 
what we feel for it made up of 
gratitude for “benefits,” belief 
in “objectives,” the expectation 
of the fulfillment of “promises.” 
When the voice of patriotism 
truly speaks, the mind, with its 
pros and cons, its additions and 
subtractions, its categorizing and 
balancing, is still. 

War, whatever its cost, gives 
us back the precious emotion of 
patriotism. And that means that 
our rationalized appeals, our 
theories, plans, debates, must 
run out like an ebb tide to the 
sea. We stand on the drying 
shore of first things, our feet on 
the hard rocks of our common, 
simple love of country. And we 
shall find, as the tide recedes, 
how little the waves of surface 
things have changed those fun- 
damentals. 

I hope we can have less art 
and more heart in Washington 
broadcasts; less fine-spun soci- 
ology in our official utterances; 
less Cabinet concern over sav- 
ing this or that fragment of of- 
ficial prerogative or privilege 





J. L. PITTS 
Brown-Roberts Hardware 
& Supply Co., 
Alexandria, La. 
S.H.J.A. Advisory Board 





T. W. McALLISTER 
Editor, Southern Hardware 
Secty., S.H.J.A. 


and more expressions of confi- 
dence in the ultimate generosity 
of Americans. If social gains 
are really social gains they will 
outlive the war. But if we con- 
cern ourselves with protecting 
them all, we shall have little 
energy left to protect our coun- 
try. Let Washington forget for 
the moment all the little welfares 
and concentrate on the general 
welfare. For there is in a nation 
something above and beyond all 
the interests and parts of a na- 
tion. Our love of country is 
greater than the divided loves of 
all its parts. And that love we 
call patriotism. It is one, indi- 
visible, overpowering. Without 
it we cannot prevail. With it 
we can capture once more our old 
habit of victory. Before it no 


foreign force can stand. 
¢ 


Less Canned Music 
HANKS WPB from whom all 


blessings flow; there'll be less 
canned music here below. Shutdown 
on manufacture of juke boxes or 
automatic phonographs, noisy fix- 
tures of the American scene, makes 
these figures interesting: A single 
one of the larger juke boxes con- 
tains enough brass to make 750 
cartridge cases. The aluminum in 
125 of the bigger juke boxes would 
make one fighter plane. The steel 
in one large juke box totals 130 
pounds, which would make five light 
machine guns. Into such a juke 
box go 42 pounds of plastics which 
might better be 42 pounds of in- 


stallation pieces — control panels 
and so forth—on Army or Navy 
planes. 


.—Boot and Shoe Recorder. 
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At The Disposal Of 
UNCLE SAM 


FOR the duration, we have placed 
at Uncle Sam's disposal the follow- 
ing resources: 













SU POWER 


WINDMILL WATER SYSTEM 
SPEEDS SELLING! 


OW is the time to capture the wide open market for 
Windmill Running Water Systems. Today, as never 
before, farmers are demanding the convenience of run- 
ning water .. . to save time . . . to increase production. 
And these men have the money to back up their demands. 


A well-organized, modernly equipped plant 
covering nearly two city blocks, able to pro- 
duce over 3 million timepieces yearly. 


An experience ripened by: 


Five generations of spring wound timepiece 
manufacture -+- Intensive study and refine- 
ment of the electric clock + Notable devel- 
opment of the automobile clock -+ Pioneer- 
ship in wrist watches from World War I. You can “go to town" by being first to fill your com- 
munity's d d for running water... powered by wind. 
Two out of 3 farms — without electricity — are logical 
users of the modern, completely automatic SKY POWER 
Running Water System. Ask your nearest Baker branch. 





A personnel imbued with a feverish desire to | 
Beat the Axis and end the war! | 


i- We hope, therefore, our dealer and jobber friends will - 

wy be patient with our deliveries till it's once again safe arr <~ : 

is for Bluebirds over the White Cliffs of Dover! =a ) UY /, _ RUNNING WATER 
ll =m SVS. 28% § 
n- The New Haven Clock Co., New Haven, Conn. TEEEERE Windwills » Pumps » Pumpjachs + Well Supplic 
Zz DISTRIBUTED BY 









. . AUTOMATIC BAKER MFG. CO: Minneapolis, Minn.; Madison, 
e ] o) a ee, Wis.; Fort Dodge, ta.; Cedar Rapids, ta.; Fredericks- 
a tena -lle burg, fa.; Omaha, Neb.; Kansas City, Mo.; Enid, 

; nl Okla.; Hutchinson, Kan.; Brandon, Manitoba, Can, 

: AXTELL CO.: Fort Worth, Texas; Amarillo, Texas: 



























































or SINCE 1817 “and service, Lubbock, Texas; San Angelo, Texas. 
78 — BAKER MFG. CO., Evansville, Wis. 
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best a 
BETTER BRAND 


MOUSE AND RAT TRAPS 





McGill Metal Products Co. 

















Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 
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100 E. 42nd St, New York City 

















terior flat paint, enamels, lacquer en- 
amel, undercoats, floor and deck paint, 
barn and roof paint, colors in oil, 
shingle stain, oil stain, fillers and var- 
nish. 

2 &F 


THE ORDER PROVIDES that 
the cost to a purchase of oil paint or 
varnish from a manufacturer shall not 
exceed the prices the purchaser paid 
or would have paid on April 12 and 
keeps in force all discounts, charges, 
deposits, allowances, and freight and 
delivery practices then recognized by 
the manufacturer. 


x * * 


ALTHOUGH THE WAR is de- 
priving hardware dealers of many items 
and leaving them almost metal-less, 
the ill-wind blows a little good now and 
then. For one thing stimulated sales 
of oils and polishes for the care of 
wooden household furniture are being 
predicted. Since replacing of such 
furniture promises to be difficult be- 
cause that would require strategic labor, 
machinery and transportation, OPA is 
urging householders to take care of 
their wooden furniture to make it last 
longer. Taking suggestions from the 
United States Forest Service, OPA’s 
Consumer Division says that the best 
protection against loose joints, loosen- 
ing of veneer, warping and cracking 
is a good oil or polish to seal the sur- 
faces of the wood and preserve it. 


2. mR 


A SUPPLIER OF MATERIALS . 


entering into the construction of a 
defense housing project will be _per- 
mitted to extend a preference rating at 
any time within three months after he 
becomes entitled to apply it, WPB has 
ruled in amendments to Preference Rat- 
ing Orders P-19-c, P-19-d and P-55, 
effective April 20. 

Formerly such ratings could not be 
extended after the expiration date of 
the individual orders. Each defense 
housing project is assigned a preference 
rating by the WPB and an individual 
preference rating order is issued for a 
specific period to the builder to aid 
him in getting the materials needed for 
construction. 

Builders may serve the ratings on 
suppliers who are authorized to deliver 
the materials listed in the order. How- 
ever, builders often do not apply rat- 
ings until shortly before the expiration 
date, giving suppliers little time in 
which to, extend the ratings to produc- 
ers of the needed materials. Today’s 
amendments will give them additional 
time for this purpose. 

There is no change in the require- 
ments that a builder apply the rating 
before the order expires. 


Washington 


RETAILERS do not oppose price 
ceilings so long as all costs, including 
rents, wages, interest and other busi- 
ness costs are likewise frozen, the Re- 
tailers National Council declared on 
April 13 after a conference held at the 
Washington Hotel. Among the member 
organizations joining in the statement 
was the National Retail Hardware As- 
sociation. 

Proposed ceilings freezing the prices 
of goods must be applied fairly, the 
Council stated. The OPA, the Coun- 
cil said, should allow a reasonable time 
lag between wholesale and retail prices 
and different base periods are neces- 
sary. 

Retail merchants generally, it was 
pointed out, have cooperated with the 
Price Administrator in efforts to keep 
down prices and have followed the of- 
ficial suggestions made to that end. 
Present retail prices were said not to 
reflect present wholesale prices. 


xk 


THE REASON WE’RE ALL 
TROUBLED about inflation is that 
as a nation we have more money to 
spend than we have consumer goods to 
buy. That’s about as clear a statement 
on the meaning of inflation as can be 
made. It was made by David Gins- 
burg, OPA general counsel. Even though 
President Roosevelt doesn’t like the 
word, inflation is on the lips of millions 
of worried Americans and therefore 
such an explicit definition of the term 
as that given by Mr. Ginsburg is 
needed. Amplifying, he said that 
we've either got to reduce or immobilize 
a substantial portion of the nation’s 
spendable income or increase the 
supply of consumer goods. And, he 
said, we can’t do the latter because 
we're arming the forces of the United 
Nations. 

x«we* 


APPROVED ORDERS include 
those for the army and Navy, certain 
other government agencies, the govern- 
ments of the United Nations, Lend- 
Lease operations, and any orders bear- 
ing an A-9 or higher preference rating 
issued at any time on an original PD-1, 
PD-1A or P-19h certificate or on a 
PD-3 or PD-3A certificate counter- 
signed before April 10. 

Certain orders involving less than 
$200, and, in the case of pulp and 
paper making machinery, less than 
$1,000, are not restricted. Likewise, no 
prohibition is placed on deliveries of 
less than $1,000 worth of parts to re- 
pair or maintain a single piece of ex- 
isting machinery or a single piece 
delivered hereafter, or on deliveries of 
parts worth more than $1,000 in cases 
where there has been an actual break- 
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down or suspension of operations be- 
cause of damage or destruction of ma- 
chinery. 

x* 

AN AMENDMENT making it plain 
that the amount of excise and sales 
taxes may be added to retail ceiling 
prices listed in maximum price regula- 
tion No. 111, New Household Vacuum 
Cleaners and Attachments, has been 
issued by Price Administrator Leon 
Henderson. 

The clarification is effected by insert- 
ing the words “exclusive of excise or 
sales taxes” after the words “maximum 
price” in the beginning of Appendix A 
of the regulation, which lists the retail 
ceiling prices by make and model. 

As the appendix stood originally, it 
was subject to the interpretation that 
sales taxes and federal manufacturers’ 
tax were required to be absorbed by 
the retailer, an interpretation obviously 
not intended. 

xk 


THE GOLF CLUB LIMITA- 
TION ORDER, L-93, has _ been 
amended by WPB to permit manufac- 
turers to acquire from inventories of 
other manufacturers finished parts con- 
taining iron and steel for assembly in 
golf clubs. The original order pro- 
hibited manufacturers from acquiring 
any iron, steel or other critical mate- 
rials for use in the production of golf 
clubs. All manufacture and assembly 
of golf clubs will cease after May 31. 


xk 


REDEFINITION OF LITHO- 
PONE, a white pigment used in flat 
interior paints, linoleum and rubber 
products, is contained in Amendment 
No. 2 to Revised Price Schedule No. 
80, Lithopone, issued by OPA. The 
new definition makes it clear that the 
name “lithopone” includes “pure zinc 
sulphide,” excepting “chemically pure 
zinc sulphide” and “fluorescent zinc 
sulphide.” These two latter grades are 
used, respectively, as a laboratory re- 
agent and in the manufacture of 
fluorescent lamps. Their production is 
high-cost and represents only approxi- 
mately 1 per cent of the total output 
of zinc sulphide. 


xk 


RESIDENTIALPURPOSE 
MANUFACTURE of oil burners and 
stokers must cease after May 31 and 
producers may not make this heating 
equipment except on orders of A-10 
or higher under the terms of order 
L-74 and L-75 issued April 15. The 
war agency says that 92,000 tons of 
iron and steel will be directed by the 
orders to war use, as well as material 
for 353,000 sets of controls and small 
horsepower motors. 
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WPB HAS REDUCED THE 
OUTPUT of phonograph records and 
radio transcriptions to approximately 
30 per cent of 1941 production by limit- 
ing the amount of shellac available to 
that amount. Order M-106 also freezes 
50 per cent of all inventories of shellac 
of 10,000 lb. or more and 50 per cent 
of all future imports. Uses other than 
the manufacture of recordings are re- 
stricted to 75 per cent of the corre- 
sponding period of 1941 until June 30 
and 35 per cent by quarters thereafter. 
Reason for the drastic action is that 
India is practically our sole source of 
shellac and supplies are subject to ship- 
ping hazards. Direct military require- 
ments are heavy and use of shellac is 
necessary in certain essential civilian 
processes. 

These uses are excepted from the 
restrictions of the order: 

Electrical equipment, coatings for 
munitions, military explosives and pyro- 
technics, navigational and scientific in- 
struments, communication instruments, 
marine paints for vessels other than 
pleasure craft, grinding wheels, wood 
patterns for metal castings, health sup- 
plies as defined in P-29, and in scien- 
tific research. 


2x 8 


WPB HAS RESTRICTED DE- 
LIVERIES of loofa sponges to orders 
bearing an A-l-a preference rating. One 
of the uses of loofa sponge is for inner 
soles of footwear. The loofa sponge is 
made from the fiber of the luffa or 
loofah plant. The sponge is unique for 
its property of oil absorption, and, 
therefore, is useful in oil-filtration. It 
is used by the Navy extensively. 

Under the order (M-125) a dealer 
may not sell, transfer, or deliver loofa 
sponges to persons other than those 
having a rating of A-l-a or better. More- 
over, no person may use, cut, or process 
loofa sponges for any purpose except 
upon orders having a similar rating. 

The luffa or loofah plant is grown 
on a commercial basis almost exclu- 
sively in Japan. It is similar to the 
cucumber or squash plants. It has never 
been grown in the United States on a 








commercial basis for economic reasons. | 
Plans are under way, however, to put | 


production on a commercial basis in 
the United States, as well as in Cen- 
tral and South America. 

#2: @ 


ALL STOCKS OF COPPER 
SCREENING in the United States, 
including uncut rolls in the hands of 
retailers, were frozen on April 9 by 
an amendment to Copper Order M-9-c 
issued by the WPB Director of Indus- 
try Operations. Manufacture of copper 
screening was stopped on March 31. 
The division said that large stocks exist 








Red Circle 
SHANKS 


Make any saw better. Uni- 
form quality. Good clear- 
ance. Accurate fit, proper 
temper and spring. A good 
item tosell the portable mill. 


SIMONDS 


Profit-Building Line of Cutting Tools 


BlueTipBITS 


They hold their edges, without 
crumbling, in the toughest logs. 
Specially tempered for extra tough- 
ness... and they cut higher-grade 
lumber. Packaged ready to ship. 






Simonds Sawand Steel Co.,Fitchburg,Mass. 
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INQUIRIES 





“y Stewart Chain 

q Mes Link Wire Fences 

SS are built to meet all 

~ requirements from 

low lawn types to 

high _ industrial 

fence with barbed 

wire overhang ar- 
rangement. 












CHAINLINK 
FACTORY FENCE 


Other Stewart 
Products, Wired 
Window Guards. « [OOOO 
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Send Stewart your inquires for fence, 
ites, and all types of metal specialties. 
iterature is available on all Stewart 

products. When writing please mention 

literature in which you are interested. 

THE Liter =f IRON WORKS CO., INC. 

987 Stewart 6 Cineinnat!, Ohle 
Fence bunsere to America Since 1886 
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Aladdin 


SANI-SEALD 


acuum 
BOTTLES 


MONG the thousands and thou- 

sands of war’s industrial work- 
ers, Aladdin Vacuum Bottles are 
performing yeoman service in keep- 
ing their beverages hot, savory, and 
sanitary night and day. Through 
their high efficiency and durability, 
Aladdin has firmly established itself 
as the “preferred” vacuum bottle. 


DEALERS 


Please Take Notice 


Naturally Aladdin production has been con- 
siderably reduced through shortages of mate- 
rials required to maintain Aladdin's excep- 
tionally hi quality, and which must be 
preserved. In this situation, we are exerting 
every effort to supply all of our dealers with 
a sufficient quantity for their immediate needs, 
although it must be realized that of necessity 
shipments be somewhat delayed. 


Aladdin Industries, Inc. 
223 West Jackson Boulevard 
CHICAGO, ILLINOIS 














in the country in the hands of manu- 
facturers, wholesalers and retailers than 
can be used in the military services, 
thus avoiding the use of additional cop- 
per to make new screening for them. 
Adequate amounts of steel wire screen- 
ing were said to be available for ci- 
vilian use. 

The amended order provides no per- 
son shall deliver, install or cut any 
copper screening except for certain 
Government agencies or upon specific 
permission of the Director of Industry 
Operations. It does not apply to used 
or second hand screening or to rolls 
which were partly used on April 9. 
x * * 


A GROUP WAREHOUSING 
PLAN designed to permit more effi- 
cient use of storage facilities and to 
simplify dealings between warehousing 
companies and Government procure- 
ment agencies has been worked out by 
the Office of Defense Transportation, the 
War Department, and other Government 
agencies. The plan calls for the pooling 
of available storage space through emer- 
gency warehouse associations formed 
by public merchandise warehousemen, 
in distribution centers throughout the 
country. 

The plan is already in operation in 
Kansas City, where a contract has been 
signed on behalf of the War Depart- 
ment and a newly-formed Federal Emer-- 
gency Warehouse Association of Kansas 
City, made up of 11 local warehousing 
companies. The ODT’s Division of Stor- 
age, of which Col. Leo M. Nicolson is 
director, is aiding in the establishment 
of similar associations in New York, 
Philadelphia, Boston, Chicago, and 
other cities where shortages of storage 
space are expected. 

Under the group warehousing plan. 
a Government procurement agency, in- 
stead of negotiating separate contracts 
with a number of individual companies, 
signs a single contract with a local 
warehouse association for a large block 
of space. A single Government order 
may be issued for stdrage or shipment 
of materials by different companies. 
Each company is bonded to the asso- 
ciation, to which it bills all charges. 
The manager of the association in turn 
bills all charges to the Government. 

xk 


HAROLD R. BRUMBAUYM, sales 
manager of the department store divi- 
sion of Landers, Frary & Clark, New 
Britain, Conn., has been appointed 
senior business specialist in charge of 
cutlery and allied products for the 
hardware and houseware unit in OPA’s 
Consumers’ Durable Goods Section. 


2 2 
THE WPB BUREAU of Industry 


Advisory Committees has announced 
the formation of the Warm Air Furnace 
Subcommittee of the Plumbing and 
Heating Industry Advisory Committee. 
W. W. Timmis is Government presiding 
officer. Committee members are: 

H. S. Sharp, vice-president, Henry 
Furnace & Foundry Co., Cleveland; 








Cliff Ackerson, vice-president, Agricola 
Furnace Co., Gadsden, Ala.; W. L: 
McGrath, vice-president, Williamson 
Heater Co., Cincinnati, Ohio; L. R. 
Taylor, vice-president, International 
Heater Co., Utica, N. Y.; Frank C. 
Packer, Payne Furnace & Supply Co., 
Beverly Hills, Cal.; A. W. Wrieden, 
Lennox Furnace Co., Syracuse, N. Y.; 

R. S. McNanney, president, Dowagiac 
Steel Furnace, Dowagiac, Mich.; F. H. 
Faust, General Electric Co., Bloomfield, 
N. J., and Robin Bell, Surface Com- 
bustion Co., Toledo. 

The formation of the Fluorescent 
Lighting Fixtures Industry Advisory 
Committee has also been announced by 
the WPB Bureau of Industry Advisory 
Committees. J. L. Haynes, chief, Build- 
ing Materials Branch, is Government 
presiding officer. Committee members 
are: 

Arthur Miller, vice-president, The 
Miller Co., Meriden, Conn.; W. P. 
Lowell, Jr., Hygrade Sylvania Co., 
Salem, Mass.; Joseph Markel, presi- 
dent, Markel Electric Product, Inc., 
Buffalo; Nathan H. Eglowstein, presi- 
dent, Fluores-O-Lite Mfg. Co., Newark, 
N. J.; E. C. Kuerkamp, Westinghouse 
Electric & Mfg. Co., Cleveland; Ward 
Harrison, General Electric Co., Cleve- 
land; A. K. Wakefield, president, F. W. 
Wakefield Brass Co., Vermillion, Ohio; 
Thomas G. Beckett, president, Beckett 
Electric Co., Inc., Dallas Tex.; R. W. 
Staud, Benjamin Electric Mfg. Co., Des 
Plaines, Ill., and Leon F. Moore, Gen- 
eral sales manager, Electrical Products 
Consolidated, Denver. 


Employer Still Has 
Authority 


N employee, besides being a 

member of a union, must also 

do his job and follow his employer’s 

instructions. Labor laws have not 

deprived the employer of his right 

to dismiss an unsatisfactory em- 
ployee. 

In a recent case where the Na- 
tional Labor Relations Board was 
seeking the reinstatement of certain 
discharged employees, with back 
pay, the United States Circuit Court 
of Appeals for the Seventh Circuit 
said: “The law does not interfere 
with the normal right of the em- 
ployer to select his employees or to 
discharge them. Interference with 
the right of an employer to deter- 
mine when an employee is_inef- 
ficient should not be lightly in- 
dulged. The evidence is clear in 
this case that the first employee was 
discharged for refusing to obey in- 
structions, the second for violating 
the rule prohibiting smoking during 
working hours, and the third for 
inefficiency and causing disturbances 
at the plant.” 
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Toc 
IN 22 COLORS 


WITH THE NEW SMOOTH 
BRILLIANT COLORED LEADS 


ictory Gardens 


Your customers will 







‘NICK & PULL” 


WITH PATENT STRING FEATURE 


laisdell penci co. 


PHILADELPHIA PA uv. 5 A 


ITAMIST 


for Better 


want VITAMIST for Bigger, 


Better, Earlier and more Productive Victory Gardens. 


VITAMIZES 
AS YOU SPRINKLE 


VITAMIST is easy to use, fits 
any garden hose, needs no 
special nozzie—no extra at- 
tachments. 


RETAILS FOR 
$1.00 


Supplied by 


HIBBARD, SPENCER, BART- 
LETT & CO., Chicago, III. 


VAN CAMP HARDWARE CO., 
Indianapolis, ind. 


PEDEN IRON & STEEL CO., 
Houston, Texas 


COEUR d@ALENE HDWE. & 
FDY. CO., Wallace, Idaho 


R. K. CARTER & CO., New York, 
N.Y. 

REILLY BROS. & RAUB, Lan- 
easter, Pa. 


For Name of your nearest 
Jobber write to 


BURGESS SEED & PLANT CO. 
VA 4, Galesburg, Mich. 
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FOR LUXURIANT 
Lawns «« Gardens 


THIS WEW 
£ASY WAY 














BOMMER 


HORIZONTAL SPRING PIVOT-HINGES 
ARE THE BEST 


TYPE 15 











The Side 








Plates Are Reversible. Has 
Alignment, Adjustable Tension and Hold Open Feature 
at 90 Degrees. The Most Durable Spring Pivot of Its Type. 


Bommer Spring Hinge Co. 


Chicago Sales Office: No. 180 N. Wacker Drive 


Efficient Door 


Brooklyn, N. Y. 








CUSTOMER: 


"You mean 








to say | can have all the 
Tank-Floats | need? No re- 
strictions? 

DEALER: "'Certainly! And 
the New AMERICAN PLAS- 





Ws 


TIC Tank-Float is 
than copper!" 





Used by leading 
Pottery 
Manufacturers 


Tough! Will not 
bend, dent, nor 
lose shape 


Buoyant as thin 
skull copper floats 


Impervious to salt 
water, iron, sul- 
phur, etc. 


Standard Threaded 
Spud integral with 
mold 


JOBBERS: 
Write for sample 
and prices. 


RETAILERS: 
Order from your 
wholesaler. 
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Hardware Dealers: Stock now 


AMERICAN Plastic 
TANK FLOATS 


Leak PROOF 


i Alli 


Corrosion PROOF 


Here's big, active demand under present conditions. NEW BUSINESS! 
REPLACEMENTS! Exceptional opportunity! Write 


1753 N. HONORE ST 


AMERICAN MOLDED PRODUCTS CO. 


ler Velen iat 
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“VISIBLE” GLA 
MAIL BOX 


EVERY ONE SOLD BECOMES 
A SALESMAN FOR YOU... 


wth. 





Every Purchaser a Proud Owner 
‘ Every Neighbor, Friend 
and Relative a Live Prospect. 


FEATURES 
@ Contents Are Visible 


@ Saves Time, Unnecessary Trips and 
Exposure in Bad Weather 


@ Body is Heavy Crystal Class in 
Attractive Stippied Design 


@ Harmonizing Rust-F rooted Hardware 
@ Large Capacity, 12 in. Deep 


@ Distinctive On Any Home 





For Quick Sales and Good Profits, the ‘Visible’ Glass Mail 
Box creates and supplies an important new year 
market on a handsome, useful new Household Specialty which 
has no competition 


“Glass Retains Its Beauty Always” 


Dealers everywhere report increased sales. Don't overlook this 
profitable business. Stock and display now. National acdver- 
tising in leading home magazines is rapidly increasing the 
already large demand 

ORDER THROUGH YOUR JOBBER TODAY 


GEO. F. COLLINS & CO. 


SAPULPA, OKLAHOMA 

















The Socket Wrench 
with the DRIVELOCK! 


Have you tested the ARMSTRONG 
Vanadium Super Quality Socket 
Wrenches featuring the patented 
ARMSTRONG DRIVELOCK? 
This exclusive Armstrong feature 
locks socket to driver, driver to 
extension, extension to handle — 
heads positively will not knock off. 
These are the only safe wrenches 
to use around moving machinery. 
Parts are quickly and easily de- 
tachable. 


If you 
haven't 
a copy of the ARMSTRONG 
Wrench Catalog handy, write 
today for C-39 Manual showing 
complete ARMSTRONG 
these are guaranteed quality tools, 
the finest manufactured. You can't 
miss sales with ARMSTRONG 
QUALITY. 












ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 WN. Francisco Ave., Chicago, U.S.A. 


Eastern Warehouse and Sales: 
199 Lafayette St., New York 











Presenting Our Guest Editor 
N. G. VAN HOOGENHUYZE 


Vice-President, 
Wm. Van Hoogenhuyze Hardware Co., 
San Antonio, Texas 


Whose Subject Is 


The Future of the Hardware Business 


E often ask  our- 
selves—What future does the hard- 
ware business hold for us? 

We then think of the many 
problems that have arisen in the 
hardware field that have diverted 
some business to other channels, and 
unless we begin to analyze ourselves, 
and business, we might permit the 
defeatist attitude to prevail in our 
minds, which condition will result 
in decreased sales and less net profit. 

Many new problems that have 
arisen in the last few months, 
brought about by war, priorities and 
shortages of merchandise, makes it 
highly important’that we be on the 
alert. To keep our sales volume, as 
well as profits, in line with former 
years, we must add new and kindred 
lines. We must watch our business 
very closely and, at all times, have it 
well under control. As a captain 
clears his deck, and prepares for a 
storm—we should clean our stores, 
and warehouses, of obsolete and 
slow moving merchandise. 

We must keep ourselves in an 
optimistic frame of mind, but face 
acthal facts and put special effort 
behind sales as well as collections. 
We must continue to be aggressive 
and not overlook advertising. Let 
people know we want to sell goods. 

Competition in merchandising is 
keen and will continue to get keener. 

Competition in man power is go- 
ing to be more keen. 

If we lay our plans carefully now. 
while business is on the upgrade. 





N. F. VAN HOOGENHUYZE 


when it starts down we will be in a 
better position to cope with the sit- 
uation. 

Merchandising will always pay 
dividends in the hardware business. 
The young man, who cannot decide 
whether to follow in his father’s 
footsteps in the hardware business, 
or seek other fields, should remem- 
ber that there is competition in all 
fields; and that a man who will 
work, think, and put his plans into 
operation, will go forward in the 
hardware business as fast. if not 
faster, than in other fields. 

America is a nation of progress. 

America is a growing nation and 
as it grows—it takes hardware to 
build—and the live, wide awake man 
will go forward as America goes 
forward. 


HARDWARE AGE 
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FULLER BROS. 


CREW. DRIVE 
207 West 25th St., New York City R PERE GM TOOL STEEL 


ain 


-FULLER'S— 
WAR-PROGF FAMERS 


AMBER PROTECTS THE SURFACE 


The Fastest Selling Line of Unbreakable Amber 
vale é; Handle Mechanics’ Hand Tools. Sold by All Leading 
we tea / _ Jobbers Thruout U.S.A. 


SCREW DRIVERS, WOOD CHISELS, WOOD ) ir ir rr 


CHISEL HANDLES, AWLS & SCRIBERS, AMBER ' ii 


SOFT FACE HAMMERS, ETC. 


Ask Your Jobbers' Salesman for Catalog 


[7 ] 
Pages, or Write Direct for Pages and Name of Nearest Jobber ! ” | 


PROMPT DELIVERIES ; bf 
SHOCKd ¢ ¥ PROOF 




















; HEY!! WAIT A MINUTE. 
Can you tell us where we can find 
some good additional lines to ( 
represent? ——— | D Py 
orca DIAMOND'S 
\ q \ ‘ 
\ \ \ 
i: Neha ‘PART in the WAR 
q About ninety per cent of our factory's 
4 output is for Army, Navy and Air Corps 
use. We are working 24 hours a day, 7 


days a week to help supply tools for the 
war machine. 











Such all-out effort is necessary in spite 
of the sacrifices of civilian business. 
SURE— We're in a war and we're in TO WIN! 
° When that job is done, it'll be back to 
5 I , 
THAT’S EASY!! 


BUSINESS AS USUAL. 
You'll find them listed under “Sales Representatives ° 
Wanted" in the Classified Opportunities Section of Hardware Diamond Calk Horseshoe Co. 


Age. This section reaches the greatest number of Hardware 4612 Grand Ave.... Duluth, Minn. 





readers of any hardware paper and is noted for securing 
quick, tangible results for its advertisers. 


HARDWARE AGE * * ag DIAMALLOY WRENCH * * 
ky. 


Classified Opportunities Dept. 





100 East 42nd St., New York City 

















Gardiner Solders SELL BEST 








7 Slug lo 


Users everywhere know the advertised 
| Gardiner trade-mark as a sign of highest 
| solder quality. Display the famous 
| Gardiner Repair-All Kit and you'll 
win the cream of the big home mar- 
ket. Ask your jobber for prices and 
details. 


| x C, . 7 
é lethhiten 3 
4 


METAL CO. 7 








MOORE PUSH-PIN COMPANY — 
1! 


113.25 BERKLEY STREET, PHILADELPHIA, PENNA 
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Use SpeedWay Tools 
to get PRIORITY Business 


Now, you, too, can get priority 
business, can sell your local in 
dustries, trade schools, shops and 
homecraftsmen who have sub con 
tracts. As part of the war speed 
up these light, handy, low-priced 
SpeedWay Electric Drills are be 
ing used like hand tools. (One in 
every workman's pocket?) One old 


fashioned, heavy-duty drill often 
replaced with 5 to 10 SpeedWays 
Here's volume priority business 
that carries a full hardware trade 
margin, on tools carried by all 
leading hardware jobbers 

Write for Catalog and mailing 

circulars. 


SPEEDWAY MANUFACTURING CO. 
1836 S. 52nd Avenue Cicero, Iinois 


= 





BOUGHT GEM FLUE 
STOPPERS LAST YEAR ON 
A BASIS OF COMPARISON 


*% Jebbers were invited to compare a 
No. 3 Gem with any other stopper 
they carried. The verdict was: 
Gems look better—they’re made better. 

*% They look better because of colorful 
pictures lithographed on metal; will 
not tear, wrinkle, or fade. 

*% They’re made better because they're 
made with folding wire fasteners se- 
cured to the stopper by slots raised 
from the metal of the stopper blank 
itself; cannot pull out or break off. 
No assembling operations or loose 
parts involved. 


Ask your Wholesaler for No. 3 Gems 
or write us for reference. 


) L. CLARK MANUFACTURING CO 


ROCKFORD ILLINOIS 














This brown and white house is an example of how paint can blend and 

accent structural details. The two portions are tied together by means of 

brown shutters on the lower part and white window trim on the upper. In 

this case white shutters are not used on the upper section as they would 
tend to place too great an emphasis on the division. 


New Style Guide Accents 
Paint Brush Remodeling 





Recognizing that wartime restric- 
tions and labor shortages will seri- 
ously hamper new home building 
and structural remodeling, the new 
Style Guide places particular em- 
phasis on “paint-brush remodeling” 

modernizing by the use of color. 

Suggested in the volume are sev- 
eral ways in which home owners, 
particularly those in areas where war 
industries have overtaxed housing 


ZYOLLOWING a preview at New 
York’s Radio City where 96 
color plates were exhibited in the 
National Broadcasting Company 
studios, the Sherwin-Williams Co., 
Cleveland, Ohio, recently placed its 
new 1942 paint and color Style 
Guide in the hands of dealers 
throughout the country. The new 
volume consists of more than 200 
interior and exterior views of homes. 





Red enamel on the chairbacks and cupboard shelves adds accent with the 
matching draperies to this dinette painted in a quiet restful green. The 
furniture is finished in a golden or honey tone. 
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facilities, can increase. living space 
by planned painting. For example, 
there are pictures showing how un- 
used porches can be converted into 
extra living or sleeping space by 
painting their wall pillars and ceil- 
ings with soft interior colors instead 
of housepaints and using similarly 
painted roll-blinds or screens on the 
unwalled sides—how the addition of 
a paint-created dining-nook in the 
kitchen or pantry can release the 
dining-room for a spare bedroom or 
second living room. 

Additional color plates in the new 
Style Guide, which is lent to house- 
holders by Sherwin-Williams deal- 
ers, show how a new coat of paint 
on the outside can transform a 
dingy-looking, old-fashioned .house 
into a bright, modern home—a mat- 
ter of particular interest in these 
days when buying or building a new 
home is restricted by priorities. 

A greater number of pages than 
ever before has been devoted to 
bright kitchens which bolster morale 
and help the housewife forget the 
war jitters—to gaily-colored base- 


ment playrooms for families kept at 
home by the tire shortage, and which 
have the added value of being easily 
converted into an air-raid shelter 
that doesn’t seem like a dungeon. 
Among the inexpensive paint-deco- 
rating tricks shown for this type of 
room are red and white awning 
stripes on the ceiling to give a gay 
circus-tent effect. 

Paint-reconditioning of furniture 
is another suggestion illustrated in 
this four-square foot picture book. 
Old-fashioned trunks are converted 
into bedroom-chests by painting and 
stenciling in pastel colors. Chests of 
drawers such as one finds in every 
attic are transformed miraculously 
into the most modern design by the 
simple application of a coat of enam- 
el. Old metal toys and furniture are 
painted into newness at a time when 
new ones are unobtainable because 
of shortages of strategic materials. 
Ways and means to refurbish old 
chairs and bedsteads by the clever 
use of paint so that they can be sold 
to incoming war workers are pro- 
fusely illustrated. 


Oven Glassware Featured at Millen’s 


HE Millen Hardware Co., Wil- 
mette. Ill.. features oven glass- 
ware on a table at the front of the 
store and secures a large share of 
the gift business in the community. 
This line is displayed on a large 
square step-up in the center of the 
table. Manufacturers’ display ma- 
terial is used in connection with the 
arrangement to attract customers to 
the table and to show where the mer- 
chandise can be used on the aver- 


age kitchen range. This is a very 
effective aid in selling the line. 
Other related gift goods, kitchen 
gadgets, etc., are shown on the 18- 
in. section of the table top around 
the center step-up. 

This company usually orders two 
sets of manufacturers’ display mate- 
rial. This enables them to use one 
set in the store at the same time the 
merchandise is shown in the window. 





Glass ovenware is featured on a large square step-up in 
the center of a table. This display is located at the front 
and is one of the first seen by customers entering the store. 
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ln comparison with many hardware items today, there is 
no shortage of Berea Abrasives . . you can place your order 
knowing you will receive what you need. Everyone wants 
sharpeners for their tools these days . . cash in on Berea! 





The Monarch Bench Grinder is needed everywhere 
in defense, the home,-and on the farm. 





Every concrete job creates « need for Berea Rubbing 
Bricks. A display sells contractors quickly. 





Berea sharpeners, files, and stones are necessities that 
are building big profits for hardware merchants. 











GP PS 
These attractive boxed 
scythe stone assortments will do a splendid 


job on your counters or shelves. Try them! 


Send for the new Berea Catalog and Mer- 
chandiser No. 22. It's full of profitable sug- 
gestions that will build more sales for you! 






BEREA ABRASIVES 
of The Clevelend Quarries Co 
CLEVELAND, OHIO 
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CLEVELAND 


ABRASIVES 


‘For Your Profits Sake!” 

















Help Customers 
To 


“SUDDEN 
DEPTH" 








@ it's a 10 to 1 shot that you’re having 
calle for this super-penetrating PAINE 
Drill Bit that goes through concrete and 
masonry wails, floors and ceilings, marble. 
tile and other similar materials leaving 
them free from fractures. it is quiet in 4 
operation, works 50 to 75% faster, holds 
its edge for a surprisingly large / 
number of holes and works in any 
rotary drill (slow speed). 


if you are not handling this item 
get started at once. Our monthly 
by 4 of advertising to our 
000 tradesmen is Ag te ere- 
oy business for Ask your 
a TODAY and I orite for cata- 


THE PAINE CO. 


2963 CARROLL AVE., CHICAGO, ILL. 
New York Warehouse & Sales: 48 Warren St. 








CRAB GRASS ELIMINATOR 


The New Im- 
proved Crab 
Grass Elimi- 
# nator now ready. 
Write for de- 
scriptive folder. 
Attaches to all 
hand lawn mow- 
ers. Its many 
uses make it an 
all season item. 


CRAB GRASS ELIMINATOR 
86-06 117th Street 
Richmond Hill, Long Island, N. Y. 











There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales - producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 




















Flasher on Scale Advertises Store's 
Seasonal Services 


HE firm of Albert Schacht- 
schneider & Son, Milwaukee, 
| Wis., has developed a new advertis- 

ing medium for the stores services 
| by converting the “correct weight” 
flasher space on the scale to an ad- 
vertising message. Every time the 
scale is used the flasher comes on. 
Heretofore, this space simply flashed 
“correct weight.” Now it flashes a 
timely message. 

“At the present time this space is 
devoted to a message on painting 
which reads ‘Free Advice on Paint- 
ing preblems’,” says Art Schacht- 
schneider, owner. “The idea has 
worked out very well and has sold 
a lot of paint. When people see the 
sign they immediately ask questions 
| about our paint or some problem 

that has been bothering them. 
“We also use this spot for adver- 
tising fishing supplies, holiday mer- 
chandise and the like. The messages 
are changed frequently. They are 
usually very short and can be read 
at a glance. Customers notice this 
advertising and usually watch the 
| weighing process because there is 
nothing else to do. When the flash- 

er comes on they immediately look 
| at this message.” 








Whenever the scale is used the 
flasher illuminates the timely 
message on the front. 


When the advertising messages 
are changed the glass plate screen 
on the front of the scale is removed, 
the old message washed or scraped 
off, and the new one painted on it. 
Copy is usually lettered in red and 
green paint on the frosted plate 
glass. 





| Sound Booths Help Sell Phonograph Records 


With the addition 
of sound booths, 
doors, of which may 
be seen in the back- 
ground, sales of phon- 
egraph records for 
City Hall Hardware 
Co., Providence, R. L, 

showed a good in- 
crease. This depart- 
ment attracts partic- 
ular interest because 
it is right on the 
main floor. While the 
principal demand is 
for popular music, 
priced from 35 to 50 
cents per record, some 

| symphonic numbers 

are sold under a dol- 

| lar. Several well 
known lines of 
records are offered. 
Manufacturers’ dis- 
play units and pic- 
tures of radio stars 
add to the appear- 
ance of the depart- 
ment. 
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A Single Wire 
Holds the Herd! 








Approved for Safety 
Under All Conditions 
By Underwriters’ 
Model SR-6-1D, $12.95 List Laboratories, Inc. 


Other Models $7.95 Up 1900 


A FAST MOVING, PROFITABLE SPECIALTY 


SPARTON STING RAY 


Electric Fence Controller 


Farmers are forced to conserve on fence wire. The Sparton Sting Ray 
saves wire, saves crops, saves labor, protects animals. Fills a real 
Operated Models eed in providing thrifty, reliable protection. Curtails fencing costs 
Battery Ope ode to absolute minimum. 6 volt, battery operated models. Also com- 
binations utilizing 110 volt, AC current, or 6 volt batteries. 
If your jobber does not carry Sting Ray controllers, write us for 
free information. Free dealer helps available. 


THE SPARKS-WITHINGTON COMPANY, Jackson, Mich. 


Fine Quality, Precision Products, for 42 Years 1942 














ARE ARCADE HARDWARE § 
ITEMS AND POWER TOOLS § 


available now 7 
Yes. certain items are available, items for 
which the necessary materials are either on 


hand or obtainable. In addition to execut- 


ing war orders, we are still manufacturing 


as much of our regular line as possible. 
Owing to fast changing conditions and the 


fact that the planning of production 











i 
CALBAR 
-0- 
QUICK LOADING CARTRIDGES 
WITH CARTRIDGE EJECTOR GUN 


Caulk-0-Seal is a permanent seal. Holds fast. 
Super-plastic. Weatherproof. Does not stain, chip 
or crack. 

Saves fuel. Eliminates drafts. Prevents heat waste. 
For inside or outside use. Does not exude oil. 

Easy to apply with trouble-free Calbar Pressure Gun. 
Caulk-0-Seal comes in Tubes, Cans, Drums, CAR- 
TRIDGES. Black and 12 Colors. 












NEW TYPE CAULK-O-SEAL 
Vulco Fibre Cartridge Lined 
With Cellophane 










schedules for any length of time into the 
future is impossible we ask that our 
customers anticipate their needs and 
get in touch with us promptly. We 
will cooperate to the best of our 
ability. 


AKCADE 


HARDWARE & TOOLS 
ARCADE MFG. CO. 


1201 SHAWNEE STREET, FREEPORT, ILLINOIS 








The New Ejector Car- 
tridge Gun throws out the 
empty Tube when the cap 
is removed to re-load — 
Adaptable for all size 
Cartridges; also can be 
changed over for Bulk use. 


YOUR JOBBER CAN 
SUPPLY YOU 


Send for Folder 
and Color Chart 
Attractive Counter 
Displays available. 


CALBAR 
PAINT & VARNISH CO. 
Mfgs. of Technical Products. 


2612-26 N. MARTHA ST. 
PHILADELPHIA, PA. 
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THE NAME SILVER LAKE STAMPED ON EVERY 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
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BETTER SASH CORD 


SAVER CAME GO. cine chose 


, Beston 




















Larrabee’s Promotes Housewares for Mother's Day 


(Continued from page 87) 






h just the thi 
poe ne will be pleased with a gift from Larrabee's. 


f bes 
taste. We are] ivory, hour 
ings Mothers like. Lasting gifts that reflect good cite we 











Shel WARE 


New designs, attractively arse Here 


price 
are a few items at ne ew low pi 





1 Quart Casseroles 


6 Cup Percolators $2.45 — 
€ t Double - 
* ‘Boilers - sas mn, 
T-Inch Fry Pans .. 90¢ ]} 
; Soe = 





Electric TOASTER Electric CLOCK 








WAFFLE IRON 


$ 95 
Up 
; Cram enttien 
: f cantly made 
By Se 
: a aes — | 
hrom ais Ue ane, 6 






















HAMILTON BEACH 


MIXER 


















245° 
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Lawn Sprinkler 


cq ee 


preme brass to 


Sa, 


é Grass Shears 
sunt rare vine 1 6 | 6 ADC 





Steel Rakes 
$4.00 - 

lawns 

Hose Reel - COLEMAN GASOLINE 
‘Ae CAMP STOVE 











‘ 
Saat 4 95 
8 with wind de 

Others « 





Mother's Day gift items occupy an important position at the top of 
this advertisement which was originally 8 in. wide by 1934 in. deep. 


think. A few items are selected 
to serve as feature of promotional 


merchandise for the period. These 


to stimulate the customers’ 
interest and to make it worth their 
while to visit the store. Articles 


serve 













important, the 
company believes, if the event is 


of this type are 


to be a success. These promotion 
items are also featured in adver- 
tisements and in window displays 
in order to further unify the pro- 
motional efforts. 


Comment on Recent News 
(Continued from page 88) 


taxation, social security, taxes, 

and general increases in prices of 

almost everything and the war we 

have on our hands it looks as if 

1942 will be a pretty good earning 

year for most people in this land. 
* * * 

It is reported that Sears, Roe- 
buck & Co. have set their buying 
figures for 1942 at 75 per cent of 
1941. They must expect a shrink- 
age in sales. They expect short- 
ages of civilian goods. In tires 
alone they will have a great loss 
of sales. I also hear they have set 
up an item of $2,000,000 as a re- 
serve against possible declines in 
inventories. 

In our present business situation 
the “inventory” is the danger 
point. Inventories are now in- 
flated in quantity and in price. 
Statements are made and money 
is borrowed on these inventories 
just as if they were as real as ac- 
counts payable. One of my earliest 
and best business instructors told 
me, “You may or may not get 
your price for your inventory but 
one thing is sure and that is your 
“bills payable” will remain fixed. 
The value of assets are variable 
and uncertain but your liabilities 
certainly will not shrink. 





LEVERY DROP WORKS A and Every Ad Too) 


FRANKLIN GLUE | 








OH, HOW | HATE TO 
MESS AROUND MIXING 





AND HEATING THAT 
GLUE / 




































BOY, AM | GLAD | SAW THAT / 




















AD ABOUT FRANKLIN GLUE; 
lj 


GET YOUR SHARE OF 
y THE PROFIT ON THIS 
LIQUID HIDE GLUE 


FREE SAMPLE 


aud ; Special lutro nduch ory 
Offer ( Write on eee 
Business vead 


THE FRANKLIN 
GLUE COMPANY 


COLUMBUS ,OHIO 








Letter 
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Soh BLOUZE SCALES ° Join the 
COMPUTING esse [ia | i, | BLACK LEAF 40 


PARADE 





roan id a? — 

OTOGRAPHIC goo vie cies a 
COTTON e Millions of peo 
HANGING ple read Black 
COUNTER Leaf 40 advertising every month. Metropolitan 






SPRING BALANCES STANDARD 


newspapers, national magazines, farm papers 
and country newspapers all add their voices to 
the shout. 


Over 3,000 Publications 
Carry Black Leaf 40 Ads 


This year, over 3,000 publications will tell the 
story of Black Leaf 40 for spraying flowers, 
fruit trees and vegetables, for delousing poul- 
thinees eto @ 8 6 cas Oe te thee try and for dipping and drenching live stock. 
estimation. Good workmen know good Every month in the year reference is made 
tools. from time to time on repelling dogs. The 
advantage of Black Leaf 40 is that it has a year 
‘round sale. 


Stock Black Leaf 40 


Write for Catalog— Two sizes—2 Ibs. 


Then Order from y i 
Your Jobber 


| 
| 
| 
| 
PELOUZE MANUFACTURING CO. | 
| 
| 





& 4 Ibs. 
Adjustabie Beam 





232-242 EAST OHIO STREET 


CHICAGO, ILL 

















TALKC&L 


When men with years of experience 
handling torches talk about them, 









Chances are you, too, talk C & L 
when a customer asks you about a 
really good torch. Your customer 
appreciates this. It is a shrewd com- 





GE 





pliment to his own good judgment. 


CLAYTON & LAMBERT 
Detroit, Mich. 


MFG. CO., 








TOBACCO BY-PRODUCTS & CHEMICAL 
CORP., INCORPORATED * LOUISVILLE, KY. 











Keep Posted On 
“WHAT’S NEW” In The 


Hardware Trade— 


This is the age of inventions—new ideas— 
new features—new merchandise. People are 
always interested in new goods that are used 
in and about the home. Dealers who keep 
abreast of the times and display the newest 
and most practical home furnishings and 
hardware articles are the ones who get the 
business. Practically every issue of Hardware 
Age contains from thirty to forty or more il- 
lustrations and descriptions of “WHAT’S 
NEW” in the Hardware Trade. It will pay 
you to read this section and “follow up” on 


new merchandise. 


HARDWARE AGE 
100 East 42nd Street, New York, N. Y. 

















The New Ytreambine 
“Simplex” Spring Butt-Hinge 


(No Hanging Strip 
Required) 

Designed to har- 
» monize with modern 
architectural require- 
ments, they are as 
modern as the newest 
Streamline train. 


They combine the 
beauty of modern de- 
sign with simplicity 
of application. 


Type BUT9001 


These and other features of proven ad- 
vantage give strong sales appeal. 


~- (CHICAGO) - 
SPRING HINGES 


LOOK FOR THE TRADE MARK 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U.S.A. 
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ROCHESTER ADJUSTABLE 
SASH BALANCES 





A product of Guar- 
*| anteed quality. Real 
profit in handling 
them. 


Write for prices. 


Rochester Sash Balance Co., Ine. 
Rochester, N.Y. 
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MADE IN U.S A 


ASK YOUR JQB88R 
POR GUR EXTRA VALUE 
SEwWEo PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 


TROY—BEST 


File Handles 


AON, 





Rigid 
Metal to 


PATENTED Ped oS 


G 
(Patented), assures better me 257 © 
and safety to user. A favorite for over 





40 years. 
TROY FILE WORKS 
Troy, Est. 1831. 


















10¢ 
Cards 


25¢ 
Boxes 
or Bulk 


THEY PULL—CLINCH—HOLD 


The outstanding fastener for making. repairing 
sereons, garden furniture, frames, ete. 


ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 








5224 N. Clark St. Chicago, Il. 





















COOK'S 
SUPER VALUE 
NAIL CLIPPER 
Nail Clipper family. 
Hardened jaws, nail 
nickeled. Doz. on colorful card 
at jobbers’. Send for details. 
27 Beaver St.. Ansonia, Cons. 
STEEL BRICK HODS 
for years 
because of 
and lightness. 
All steel 
The Cleveland Wire Spring Co. 
E. 88th St. and Hamilton Ave. 


NEW STREAMLINE 
Latest member of Gem 10° 
file, cleaner. Heavily 
THE H. C. COOK CO. 
Have been used 
their strength 
Prices Will Interest 
@ @ CLEVELAND,OHIO @ 6 
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Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Alabama Retail Hardware 
convention and exhibit, May 17-19, 
1942, at Admiral Semmes Hotel, Mo- 
bile, Ala. J. H. Crowe, 410 N. 21st St., 
Birmingham, is secretary. 


Assn., 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the National Wholesale Hardware As- 
sociation, Oct. 19-22, 1942, at the Pal- 
mer House, Chicago, Ill. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the man- 
ufacturers’ group, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., is 
secretary-treasurer of the wholesalers’ 
group. 


Florida Retail Hardware Associa- 
tion, annual convention, June 2-3, 1942, 
at the Angebilt Hotel, Orlando. Secre- 
tary, William W. Howell, Waycross, Ga. 


Georgia Retail Hardware Associa- 
tion, annual convention, May 26-27, 
1942, at the Ansley Hotel, Atlanta. Sec- 
retary, William W. Howell, Waycross. 


Louisiana Retail Hardware Associa- 
tion, annual convention, June 17-18, 
1942, at the Evangeline Hotel, Lafayette. 
Secretary, David O. Mansfield, P. O.. 
Box 1432, Alexandria. 


Mississippi Retail Hardware & 
Implement Association, annual conven- 
tion, June 8-9, 1942, at the White House, 
Biloxi. Secretary, David O. Mansfield, 
P. O. Box 1696, Jackson. 


National Association of Sheet 
Metal Distributors, 3lst annual meet- 
ing, May 18-19, 1942, at the Bellvue- 


Stratford Hotel, Philadelphia, Pa. Sec- 
retary, Thomas Fernley, Jr., 505 Arch 
St., Philadelphia. 

National Retail Hardware Con- 
gress, July 13-16, 1942, at the Hotel 
Sherman, Chicago, Ill. Rivers Peterson 
is managing director with headquarters 


at 333 N. Pennsylvania St., Indianapo- 
lis, Ind. 
National Wholesale Hardware 


Association, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelptia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 
New York Houseware Show, July 
12-17, 1942, at the Auditorium, Atlantic 
City, N. J., sponsored by the New York 
Housewares Manufacturers’ Assn., Hotel 


Pennsylvania, New York. Mrs. Flo 
English, secretary. 
Triple Mill Supply Convention, 


May 4-6, 1942, at the Hotel Traymore, 
Atlantic City, N. J., comprising the 
Southern Supply & Machinery Dis- 
tributors’ Assn., E. L. Pugh, 314 Vol- 
unteer Bldg., Atlanta, Ga., secretary; 
National Supply & Machinery Distrib- 
utors’ Assn., H. R. Rinehart, 505 Arch 
St., Philadelphia, Pa., secretary, and 
the American Supply & Machinery 
Manufacturers’ Assn., R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh, Pa., 
general manager. 





“V Makes 


a Garden” 





“V Makes a Garden,” 
in this timely and patriotic appeal. A simple, orderly arrangement is cre- 
ated with the background effect in red, white, and blue crepe paper with 


the slogan, 


“Vegetables, Vitality, and Victory.” 


says The Grandview Hdwe. Co., Columbus, Ohio, 


Merchandise need not be 


neglected as can be seen from the arrangement of garden tools and seeds. 
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POPULAR-PRiICED ASK YOUR SUPPLIER ABOUT 


BATHROOM AND KITCHEN FIXTURES 


IN AUTOYRE HY-GRADE QUALITY UZ, 


WRITE FOR LITERATURE THE AUTOYRE COMPANY, OAKVILLE, CONN DESIGNED 10 MAKE THE PASSER - BUY ; ? 











PRIORITY! MOLDED RUBBER GOODS srrdx2ries 





Guns take priority now—and so does Plain and Mushroom Bumpers — Suction Rubbers 
Hoppe s No. 9 — because whether Rubber Head Nails Toilet Seat Bumpers 
they’re used for sport or war—guns Chair Tips Crutch Tips 
must be cleaned and Hoppe’s gets the 
call. So—don’t be “just out”. See € 

that you have plenty of Hoppe’s No. 9 in 


stock and don’t overlook 
Patches, Lubricating Oil 
and Gun Grease. Order 
from your jobber. 


FRANK A. HOPPE, Inc. 
2314 A North 8th St, Philadelpsia, Pa 





THE ELASTIC TIP CO. 

















SEND FOR CATALOG WEYA'E: UE: bel Le 
OF COMPLETE LINE BOSTON, MASS. 














Automatic Profits in’ 
HOLD-E-ZE Somes | 


Hold-E-Zees hold, start and 
set up screws in unhandy 
places. They have everything 
lus the patented, exclu- 
sive Gripper that doubles the 
value of an already high 
quality screwdriver — sales 
and profits are aufomeatic! 
CHECK THESE FEATURES 
Chrome vanadium blade, tem- 
pered entire length: many 
models have transparest, ine 
wulating unbreakable handles. 
Order through your jobber 


UPSON BROTHERS Inc. 


84 EXCHANGE ST., ROCHESTER, N.Y 











Bernz Quality Tools 
Save Time and Money 


Contractors and Plumbers in defense work where 
complete dependability under heavy duty, counts 
most, demand the ‘‘Always Reliable’ No. 87 
Torch. 

Here's why this famous Torch gives you longer 
service at lower cost: 





- Solid, all brass extra-heavy construction 

2. Full size special composition bronze burner 
for intense heat. 

3. Genuine, Bakelite “‘Keep Cool’ valve wheel 

with non-slip handle. 


4. Patented, powerful ‘‘Never Leak’’ pump with 
screw-down safety feature. 


5. High in-built quality at low prices. RIX 
cost, Lgeas asim. OTTO BERNZ CO., INC. | LING R EEN FI ELD 


Botton Filler 
No, 200, 1 Qt-—No. 199, 1 Pt, ROCHESTER, N. Y. ia cayeiar 











Top Filler 














Draw People to Your Store—With Good Window Displays 


New goods and seasonable merchandise arranged attractively Hardware Age is constantly striving to help retail hardware 


in your store windows always make people stop, look and deal locate . th ea . 

usually BUY. For New Goods and timely window displays con- a hegees aewen and best merchendice - all Hines 
sult each issue of Hardware Age. You are reasonably sure to of Hardware. And continually reproducing good window dis- 
find something of real interest. Because— plays made by progressive dealers for your help and guidance. 


HARDWARE AGE,100 East 42nd Street, New York City 
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Classihied Opportumitien. Sechion... 


Use this section to. reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


[ _Clansified Adwentining Rater | 




















Help Wanted, Accounts Wanted DISCOUNTS FOR CONSECUTIVE INSERTIONS HARDWARE AGE is published 
4 insertions, 5% off; 8 imsertions, 10% off. 
Business Opportunities Due te the special rate, these discounts do every other Thursday. Classified 
Sales Representatives Wanted not apply on Position Wanted Advertise- — Eee 15 oe previous to 
Set solid, maximum, 50 words....... $4.00 ’ ate of publication 
All capitals maximum, 50 words 5.00 oo 
Each additional word..... as REMITTANCE MUST ACCOMPANY ORDER “oe 
Positions Wanted Send check or money order, Address your correspondence and replies to 
i ¥~ nee set solid, maximum 1:00 not currency or stamps. 
WOTGB cccccccccesscessecceses 4 
cae ae ses. ses asoncesaoos af .05 Samples of Merchandise, Literature, HARDWARE AGE 
ow Boven Werds for Keye ener Teer Sewers Catalogs, etc., will net be forwarded to : cog 
BOXED DISPLAY RATES bes member sdverticers unless accom Classified Oppor psn = —- 
ee as $6.00 panied by sufficient postage for remail- 100 East 42nd St.. New Yo ty 
Bach additional inch.......... 4.00 ing. 





























| Positions Wanted J Accounts Wanted _| [Soles Repreventatine Wondaa 











REPUTABLE MANUFACTURERS’ | 
GENE RA L MANAG ER REPRESENTATIVES SALESMEN 
; , 2 
} oe ee eS ee “in came now covering hardware, paint and lum- 
1 f ° turers seeking competent sales agency. Contesting _ — ggg Fm a = 
yr - | electrical and hardware jobbers, department an ew tngland, J e antic an 
ee ond ponenmens — = — Ween oe meee renal | § Central Western States to sell national 
° ° | t enc ding ty and opera 5 
veying equipment plant. Seeking permanent affiliations. ‘Territory—Eestem ~) | 7) Product as a side line. 
o Ohio, Western Pennsylvania, and West Virginia. (2 | —— ag? oy hm pergeees ae 
é > ac Addres 5 ne os eare of HARDWARE AGE | ¢ ° 
Must have long background . , fare of HARDWARI | 














in line or related field. Write SE as 











full particulars to— 


Box H-65 ‘[Raniness Oppovtunitien | } PAINT DISTRIBUTORS 


Well-known quality paint manufac- 
core of HARDWARE AGE turer for over fifty years, located in 

















100 E. 42nd Street, New York City = ogre er Pittsburgh, Pennsylvania, desires dis- 
FOR SALE: ANGLE AND HORIZONTAL | § Hiaters im eastern, mid-western, and 
VALVES, JENKINS AND WALWORTH. ee ie id hacacalnidiealh ied 
IN . ON TETS fe Oo %.| tad o 
Pett am. 5 ne . ROUND HEAD IRON RIVETS T oe SO, eve <0 mea 


FLAT HEAD BRASS AND BRIGHT WOOD 
SCREWS. LIST AND DISCOUNTS _ FUR- 
AN EXPERIENCED EXECUTIVE NISHED IF REQUESTED. ADDRESS — 
can spare the time now, on account of Limitation FORT PLAIN HARDW ARE, 40 CANAL ST., 
Order L-62 to do special work for Jobbers, Dis- FORT PLAIN, NEW YORK 
tributors or Manufacturers connected or selling 
Retail Stores. This executive has been very suc- a a 
cessful in the past ten years doing this work for 




















SALES AGENTS OR REPRESENTATIVES 
WITH wide acquaintance in jobbing and depart- 


leading Chain Stores and Steel Manufacturers | , _ . = . ment store field to sell Magic Green Fingers,—- 
Now, is the time to lay the ground work! oe woo go Bo oS new patented method of supplying vitamins hes 
Address om H-70, care of HARDWARE AGE vo > rs 20” TO 48” - WILI ‘ACCEPT door and indoor plants. A profitable repeat item. 
E. 42nd St., N. Y. City one a & ; ee pe Liberal commission. Give experience, state terri- 








REASONABLE OFFER FOR ENTIRE LOT. 
| ADDRESS—FOSS & COMPANY, VINE- 
- —_ . - | LAND, N. J. 





tory desired. Address Smyles Laboratories, Dept. 
H. A., 108 Hennepin Ave., Minneapolis, Minnesota. 





YOUNG MAN, 26, MARRIED, CAR, 3-A, | 
road experience, neat, healthy, employed by tri- | 
state jobt Southeast. Eight years’ experience WILL SELL PROFITABLE HARDWARE 
ot he alien mr ne a hale ameteie A BUSINESS located within one hour of Cleveland. 

Owns its business site. Selling on account of 

age of owners. Price and terms to be arranged. 


WANTED SALESMAN — RAPIDLY EX- 
PANDING COMPANY doing national business 
offers fine opportunity for men calling on indus- 
trial trade, familiar with the maintenance men. 


retail-wholesale hardware and building materials 
inside and on road. Wish to join manufacturer 
related item. Prefer paint, mill supplies or tools 


Address Box H-67, care of Harpware Ace, 100 | Fo nggay ser ous Farrell, 1106 Williamson | Desirable territories open with repeat business 
E. 42nd Street, New York City. dg., Cleveland, 10. protection and full mail order protection. Ad- 
vertised product. No samples to carry. Give 
— = aoe —_ com _—— full details first letter. Address Box H-48, care 
of Harpware AGe, 100 E. 42nd St., N. Y. City. 

POSITION WANTED AS A PURCHASING ONE SET, DULUTH, MODERN STORE 


agent with a hardware jobber or a manufacturing FIXTURES. Perfect condition : Address Geo. 
company. 17 years’ experience in retail and 13 | V. Bishop, 20 Underwood St., Patchogue, Tong 
years with wholesale jobber. Can furnish A-1 Island. Tel.: 66. 

reference. Age 50. Married. Address Box H-69, 
care of Harpware Ace, 100 E. 42nd Street, 


cube ] Good 
Management 


is merely the transmission of 
the intentions and purposes 
of the management through 
the staff to the customers 


| 
| 
' | 














MANUFACTURER’S REPRESENTATIVE 
DESIRES A STRONG, outstanding line for the 
hardware trade, paint trade, or both in the New MAN FOR RETAIL HARDWARE STORE 
England territory. Have an exceptionally. fine | on Long Island, 16 miles from New York City. 
following among wholesalers, chains and major | Population 14,000, local trade. Understands taking 
dealers. Reside within the territory, have an ex- | care of stock, good salesman, mechanically in- 
cellent sales record, and can be relied upon for | clined, ambitious, one who can drive. Good op- 
efficient, intelligent representation. Address Box | portunity for right man. Address Box H-68, care 
H-66, care of Harpware Ace, 100 E. 42nd St., | of Harpware Ace, 100 E. 42nd Street, New 
N. Y. City. York City. 
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' E2 3 La = | New Price Effective 

” April 1, 1942 
ad 
$2 00 
—_ 2 
- Was $3.00—Now $2.00 
— * 
ae Save $1.00 by ordering your copy today 
“ ' “Taking the Mystery Out of Builders’ Hardware” f 
~ is your only source of complete, authentic easy- Check This 
, to-read information on all phases of Builders’ PARTIAL LIST OF CONTENTS 

Hardware. 60 Chapters 
a. It's a handy book you will constantly refer to, | 220 Pages—size 81/2 x II'/,—cloth bound to 
22 ‘ally th ti tn chide wil withstand hard use 

especially the comparative charts which will save Working Blue Print—size 25 x I1'/2 inches 
wen you many times the cost of the book, in time and | Glossary of more than 300 Technical Builders’ 
yt trouble. Hardware terms—Cross Reference Index 
ar You will get a better understanding of Builders’ 38 inch pull-out chart comparing 61 Builders’ 
—_ : ; ° Hardware Manufacturers’ finishes with 
_— Hardware from reading this book and help in sell- U. S. Standard Symbols 
eT ing this line. It will also help you train your clerks Comparative Charts which show you how 
—_ to become better salesmen, more alert to the profit to match other manufacturers’ products 

possibilities this line carries. which may be specified, with the items of 
_EX- — ‘ . the line you handle, such as: 
ines You will find use for this book now and during Sutts 
men. the years to come. Jamb-Floor and Checking Floor Hinges 
“er Mortise Bit Key Locks and Latches 
Give Order your copy today — use the coupon below. Mortise Cylinder Locks and Latches 
ar ee eee i 
ity. indow rdwar 

oe 8 Soe eee YP on 6 See onnn Liquid Door Closers > a 
mae . HARDWARE AGE : Floor Hinges—concealed and semi-concealed 
Ra # 100 East 42nd St., New York, N. Y. : door closers 

‘ , 1 Lavoratory Hardware 

; Please send me...... copies of "TAKING THE MYSTERY OUT OF , S Saih State of bache Gos Ue tor 

a BUILDERS’ HARDWARE" by Adon H. Brownell. | will pay the Postman § meer - “ ps oe noe ts in 

$2 each, plus a few cents postage. (Canada and Foreign Countries $3.50). : Schoo “Buildings = th ae 

t Hot 

i ononae : Hospital and Asylum Buildings 
f ¥ ADDRESS Fe i More than 600 illustrations, Charts and 
s 1 ' tables 
» a CITY .. STATE : 27 Illustrations of Different Builders’ Hard- 
s : [] Check here if you enclose payment, in which case we pay panete s ware Display Rooms 

Jas SS SS SS SSS SSS SS SSS SSS SS SSTSFSB SS eee Se Se Ses eee eS 
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z Yard Boy “ Incinerator 


An every day necessity for safe and 
sanitary disposal of trash from house 
or garden includin Garbage. All 
quickly reduced toa fine ash. No mess, 
no sparks. Endorsed by thousands of 
users and Fire Prevention Bureaus. 
Lights at top, burns down. No extra 
fuel needed. Made of weather-proof 
porcelain enameled iron. Liberal trade 
discounts. Write for circular. 


Retail Prices—F.0.B. New York 
No. 1—1'/a bushels—weight 70 Ibs.....$27.00 
No. 2—3 bushels—weight 100 Ibs..... 36.50 
No. 6—6 bushels—weight 150 ibs... 58.00 


J. W. Fiske tron Works—Estab. 1858 
78 Park Place—Dept. 5—New York 














CASTERS. 


86% more BALL BEARINGS 


Provide Easier Swiveling 





..- Gnealer Resale Value 


FAULTLESS CASTER CORPORATION. 


EVANSVILLE, INDIANA 
Branches in Principal Cities Canada Factory: Stratford, Ontario 





BRIGHT e ANNEALED ® COPPERED 
GALVANIZED and TINNED—Coiled, 
Straightened and Cut to Length— 
in All Sizes. 






OPEN ¥ 
HEARTH 











STEEL V MANUFACTURER CLIP 
V FLORIST V BALING 
V WEAVING V BUNDLING 
V STONE V BALE TIES 
V STAPLE V BOOKBINDING 
V TAG V AND OTHERS 










WICKWI RE BROTHERS 


ey ee? ee) a _° ee ee | 


Genwi" DOMES 2X SILENCE 





SLIDE SILENTLY - SOFTLY- SMOOTHLY 


4c SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Name "Domes of Silence" 
en each genuine Glide. 





Domes of Silence — Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





Ask your Jobber 


DOMES of SILENCE, Inc., 35 p 
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Why your Red Cross urgently needs 


FIFTY MILLION DOLLARS, NOW 


How the fund is allocated... 


W hat it does in service 


Every dollar that you give now to your Red Cross marches into the thick 
of things where humanitarian help is needed most—up to the fronts and 
battle stations where the fighting is heaviest. Into the Red Cross hos- 
pitals and First Aid units where prompt medical attention and supplies 
may save innumerable lives. And throughout our broad land to train 
and equip volunteers to meet any emergency that may strike. 


How the $50,000,000 
War Fund is Used 


SERVICE TO THE ARMED FORCES « © © © © © © © $25,000,000 
Provides for the care, welfare and morale of the Army and Navy, including services 

to men in hospitals and during convalescence. ® Provides an important link be- 

tween the service men and their families; keeps the families from breaking up, 

supplies food, shelter, medicine, and even jobs where necessary. ® Provides essen- 
tial medical and other supplies outside of standard Government equipment. ® 
Operates Red Cross headquarters at camps and naval stations. ® Enrolls blood 
donors and medical technologists for Army and Navy needs. © Provides millions of 
surgical dressings, sweaters, socks, etc., through volunteer workers. 


DISASTER AND CIVILIAN EMERGENCY RELIEF « ¢ * $10,000,000 
Supplies emergency needs for food, clothing, shelter and medical attention for dis- 


aster victims. ® Assists stricken families in repair of homes and other adjustments; 
provides minimum reserves of essential relief supplies to prevent unnecessary delays. 


CIVILIAN DEFENSE SERVICES © * * © © © © © © © $ 5,000,000 


Trains volunteers for home nursing and nurses’ aides. ® Trains nurses, men and 
women, for active duty with the Army and Navy. ® Trains volunteers in First Aid 
and accident prevention. ® Trains volunteers for work in Motor Corps, Canteen and 
Production. ® Instructs men, women and children in preparedness against explosive 
and incendiary bombs. ® Organizes for evacuation of children and their families 
from stricken areas. ® Assists Red Cross Chapters in establishing effective coordina- 
tion of emergency relief with local and State defense authorities. 


SERVICE AND ASSISTANCE THROUGH CHAPTERS ¢« $ 4,000,000 


Gives assistance and service to the 3,740 Red Cross Chapters with their 6,131 Branches 
responsible for local Red Cross activities, particularly welfare work among the 
service men and their families. 


OTHER ACTIVITIES AND CONTINGENCIES * © © © © $ 6,000,000 


Provides for unforeseen expansions in program and for new activities made necessary 
by unexpected developments. 


TOTAL .*.****2*2*2*2e ©e ee © © © © © © $50,000,000 





THE AMERICAN RED CROSS $50,000,000 WAR FUND 


Note to Red Cross Canvassers: Use this material to better 
inform contributors how their donations are being expended. 
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“EXTRA MILEAGE” IN 
LISTER or MIDDLEBREAKER 


IN ANY GROUND- 


Sell the farmer the LISTER or MIDDLE- 
| BREAKER share that gives the most mile- 
) age. STAR Lister and Middlebreaker Shares 
are built with a heavy one-piece point and 
are extra thick clear up the center rib where 
the most wear comes. This construction plus 
the toughest plow steel obtainable is what 
makes Star Crucible Steel Plow Shares give 
the “Extra Mileage” that farmers appreciate. 
Furnished in No. 1 soft center or No. 2 cru- 
cible steel and guaranteed to FIT the plow 
intended. Send for complete catalog and 
trade prices. 


STAR MANUFACTURING COMPANY 


* « Div. of Illinois Iron & Bolt Co. x x 
CARPENTERSVILLE, ILLINOIS 
1873 U. S. A. 1942 























These are the 


‘Better’ 


CET K wm Gihacs a 





Your jobber knows 
the quality and reputation 
of FLETCHER “Gold Tip” 
Glass Cutters. That’s why 
he stocks them. He knows 
their outstanding advan- 
tages, their reliable quality 
and their long service. He 
knows FLETCHER cutters 
are definitely guaranteed 
for your protection as well 
as his. He knows they 
bring you profits, so OR- 
DER THEM THROUGH 
YOUR JOBBER NOW. 





THE FLETCHER, TERRY CO. 
FORESTVILLE. CONN. 
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OLD TIMER sez: 


“What's the death rate around here, 
mister ?”’ 


“About one per person, mister!” 




















N the factors of Quality and 
Edlund Modern 


run about the 


Performance. 
Kitchen 


same per cent. 


Tools 


For a perfect score, suggest that 
your customers try the “Open 
Champ”— EDLUND JR. Can 


Opener. 


EDLUND 
COMPANY 


BURLINGTON, 
VERMONT 













FITLER DEFENSE 
BRAND Oiled Sisal 
Rope — No restric- 
tions on its sale to 
anyone. You will find 
that this readily ob- 
tainable good rope 
will hold your customers through the emer- 
gency and keep the cash bell ringing. 











Manvfacturers of Quality Rope for Over a Century 


Established 1804 
New York Chicago 


MAIN OFFICE, PHILADELPHIA, PA. 


St. Levis tes Angeles Sanfrancisco Portland 





HARDWARE AGE 











ol SPRING “MERCHANDISING 4 


BOOMS PAINT SALES 


S 
4 LOSSES = ON RESTRICTED Te 


FIVE NEW WINDOW DISPLAYS 


Handbills, Paint Patterns, Newspaper 
a Advertising, Features Aggressive Campaign 
ae for Increased Sales and Profits This Spring 









It’s a cold, hard fact that hardware dealers face sales losses on restricted items. 
Lucas offers you a plan to offset those losses with increased sales and profits on 
Lucas Paints. 


If you are wondering how to make up sales losses—get the whole story of the 
Lucas Spring Merchandising Program. It’s packed with new ideas! It’s ag- 
gressive! Sound! Fundamental merchandising ideas put up in hard-hitting, 
straight from the shoulder, sales helps! 


They are designed for only one purpose — TO SELL MORE PAINT FOR 
LUCAS DEALERS THIS SPRING. 





There’s still time to get yourself set-up for the big- 
gest paint business you’ve ever enjoyed! Mail the 
coupon NOW 







a Great Name in PAINTS a 


DETAILS 
SEND COUPON 
TODAY! 






JOHN LUCAS & CO., INC. 322 Race Street, Philadelphia, Penn. 42-H-10 


m= Send me complete information on the Lucas Spring Merchandising 






BUY 


UNITED STATES 
SAVINGS BONDs 








— Program. 
: Name 
- Address.. 


ADMINISTRATION OFFICES * PHILADELPHIA, PENNSYLVANIA 
le)siy LUCAS & Eom PANY, INC. orrices, FACTORIES, WAREHOUSES IN PRINCIPAL CITIES 


.. City... ih 2 k,:: RT 





















RANGES « STOVES *« OVENS ¢ HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 








